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| Sparks 


It’s 20 more days until you-know- 
what. 
* * * 


Only the chiseling fringe will 
have any reason to say, “Oh, 
Macy, have mercy on us.” 

* * * 

There are 502 taxes on a pair of 
shoes, a magazine says. No, Dora, 
it doesn’t include the tacks in their 
construction. 

* 








* * 
Credit Levels Off 
Installment buying, even for 


autos, showed one of the smallest 
gains in recent years in October— 
the first full calendar month after 
the reinstatement of Regulation W. 

The total volume of auto credit 
rose $39,000,000 to a total of $1.897 
billion. Outstanding paper of all 
types increased $300,000,000 to a 
record of $7.748 billion. 

* eo 


* 
Sloan Gets Scroll 


Alfred P. Sloan jr..GM chairman 
and chairman emeritus of the Na- 
tional Highway Users Conference, 
last week was honored by 80 na- 
tional and state NHUC leaders for 
“dy services to highway transporta- 


At a luncheon Sloan received a 
scroll of appreciation signed by the 
chairman of each of the state high- 


entire membership of the confer- 
ence’s board of governors and ad- 
ministrative committee. Presenta- 
tion was made by Arthur M. Hill, 
chairman of the National Security 
Resources Board. 





Top Cars 
New car registrations for nine 


months, plus 36 states for Oc- 
tober: 








1948 Pos. Make 1947 Pos. 

1—567,615 Chev. 507,815— 1 

2—348,055 Ford 413,419— 2 
Plym, 251,368— 3 
Buick 


















1i— 48,175 
18— 22,969 Lincoln 18,684—19 
19— 22,362 Crosley 12,496—20 
20— 16,911 Willys 18,867—18 
21— 7,642 Austin 
22— 2,089 Anglia-Prefect 
23— 58 Playboy 
24— 2 Tucker 
Total All Makes 
2,760,808 2,496,864 






For further details see page 
22, today’s issue. 











Vehicle Output 








Way users conferences and by the|for some _ time. 
| Flint plant will produce 1949 cars 


ia 


Bounces Back 
To 117,959 


U. S. Plants Scheduled 
To Build 5,000,000th 
"48 Unit Next Week 


By Bernie Thomas 
Associate Editor 


Nasr nation’s automotive industry 

built cars and trucks last week 
at a rate better than 23,500 units 
daily, and entered December vir- 
tually certain to end 1948 with the 
second highest annual production 
total in history. United States 
plants are scheduled to turn out 
their 5,000,000th vehicle of 1948 
on Dec. 13. 


According to Automotive News 
estimates, 91,712 cars and 26,247 
trucks for a total of 117,959 ve- 
hicles rolled from U.S, assembly 
lines during the past week, 

At some plants overtime sched- 
ules were in effect, giving promise 
that this week’s production would 
at least equal, if not surpass, last 
week’s effort. 


Chevrolet’s Flint (Mich.) assem- 
bly plant closed down last Wednes- 
day to change over to 1949 models. 
However, it is understood that all 
other Chevrolet assembly plants 
will continue building 1948 models 
Meanwhile, the 


for dealer sampling. 

Production in U.S. plants during 
Thanksgiving Week included 62,742 
cars and 20,068 trucks—a total of 
82,810 units, according to revised 
tabulations. 

+ * a 


AKING into account model 

changes still to be made at vari- 
ous plants this year, an AUTOMOTIVE 
News survey of year-end production 
plans found U.S. factories schedul- 
ing the production of 484,000 ve- 
hicles — 370,000 cars and 114,000 
trucks—during December. 


Although such an accounting 
would not be of record proportion, 
it would send combined produc- 
tion of cars and trucks this year 
in U.S. plants only to 5,279,327, a 
total that would include 3,897,979 
cars and 1,381,348 trucks, 

Thus, barring serious labor and 
material problems, U.S. vehicle pro- 
duction in 1948 would fall only 
slightly less than 80,000 units from 
surpassing the all-time high set in 
1929. However, 1929’s record output 
included 4,587,400 cars and only 771,- 
020 trucks, while this year’s truck 
output has already established a 
new production record. 


Preliminary compilations show 
that U.S. plants during the first 11 
months of this year assembled 
3,527,979 cars and 1,267,348 trucks. 
Aggregating 4,795,327 units, 1948 
production at the end of November 
already was higher than the total 
of 4,793,639 vehicles (3,555,665 cars 

(See PRODUCTION, Page 45, Col. 3) 





NADA 


AN FRANCISCO.— The NADA 

Equipment Exhibition, to be 
held in connection with the Na- 
tional Automobile Dealers Assn. 
convention here Jan. 24-27, is al- 
ready assured of being twice as 
large as the exhibition held in Chi- 
cago last year, according to Ray 
‘Chamberlain, convention manager. 
A total of 76 exhibitors have al- 
ready been signed. 

As of Nov. 24 all but six booths 
on the main floor of the Civic 
Auditorium had been definitely 
assigned, and an additional 20 





Exhib 


booth spaces were being arranged 
for on the second floor of the 
building. 

On the second floor also will be 
held an exhibition of photostatic- 
enlarged copies of the 26 most im- 
portant historical documents that 
were on the Freedom Train, an ani- 
mated display on the subject of 
(Continued on Page 8, Col. 1) 


Registrations 
Used-Car Auctions ..... 
Production by Makes 
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itors Doubled; 


The Newspaper of the Industry 
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THIS WEEK—NET PAID ABC 
36,438 


$8 Per Year, 25c Per Copy 


Further Macy Hearings 
Seen Up to ’49 Congress 





dealing with auto selling practices in the 


AUTO TRADE PRACTICE INVESTIGATORS—Rep. 
left, chairman of the House Subcommittee on 





W. Kin 


gone Macy, New York Re 
uestionable Trade Practices, and John T. M 


Reddan, right, committee counsel. The two 3 masters of the recent Capitol Hill hearings 


ashington metropolitan area were caught by a 


rapher for Automotive News during a moment of close consultation concerning the 


recalling of a witness. 


Other Makers 
Stand Pat on 
Sales Policies 


THER FACTORIES stood pat 

last week on previously stated 
accessories policies, following Hud- 
son’s announcement of a plan to 
ship 50 percent of its cars minus all 
accessories except bumper guards 
and weather controls. 

Spokesmen for other makers in- 
sisted factory-installation of acces- 
sories on their cars was based on 
dealer orders which, they said, 
would continue to determine such 
installations. 

There was no official comment 
from competitors on the new 
Hudson policy. 

The Hudson policy, which in- 
structs dealers to offer cars to the 
public without accessories, was an- 
nounced Nov. 24 in a letter from 
General Sales Manager N. K. Van- 
Derzee to Rep. W. Kingsland Macy, 
before whose investigating subcom- 
mittee VanDerzee had testified. 

* * o* 
THER MAKERS said sstate- 
ments made in the Aug. 16 issue 
of Automotive News “still applied.” 
These statements were made in a 
roundup of policies on factory- 
installation programs, 

Charges that factories were forc- 
ing dealers to “take” thousands of 
dollars’ worth of superfluous extras 
were made at that time by C. D. 
Henderson, executive vice-president 
of the New York State Automobile 

(Continued on Page 44, Col, 4) 
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By Mel Adams 


Staff Correspondent 


(CRICARO. —~ 2 lot of people 
thought that last year’s Auto- 
motive Service Industries show 
had grown so large it couldn’t get 
any bigger. 

They were wrong, as this week’s 
huge exhibit on Navy Pier, supple- 
mented by staggering statistics 
from Manager A. B. Coffman, will 
prove. 

Coffman’s figures before the 
rose Monday (Dec. 
(Continued on Page 8, Col. 3) 
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f; 


blican, 





Effects of Probe 


Satisfy Chief 
Lawmaker Asserts 


Publicity Obviates 
Need of Controls 


By William Ullman 
Washington Correspondent 


ASHINGTON.—With examina- 

tion of three Washington-area 
Chevrolet dealers, and the hearing 
of witnesses for and against them, 
the second session of the widely 
publicized congressional inquiry 
into car selling practices was con- 
cluded here last week. 


neoming Congress. 
It is also believed unlikely that 
any congressional legislation con- 


On Macy Probe 





trolling auto industry and trade- 
selling practices will be proposed. 
Certainly not by Rep. Macy, who 
seems to feel that the two series 
of hearings held to date have pro- 
vided the necessary check on the 


. sales misdeeds of the few who have 


done much to stigmatize the entire 

ear selling field. 
* + ” 

“J BELIEVE that the disclosures 

made at the hearings,” he said, 

“show conclusively that they will 


CHEVROLET DEALER WITNESS — Benjamin | Serve better to remedy practices 


Ourisman, president of the two Washington 
Chevrolet dealerships which formed the target 
of the second session of motor car trade prac- 
tices hearings staged by the House subcom- 
mittee on questionable trade practices. Ouris- 
man heads both Ourisman Chevrolet, Inc. and 
Mandell Chevrolet Co. He has been selling 
Chevrolets for 30 years, first as a salesman for 
the company in Washington and later in busi- 
ness for himself, established in 1921. Ourisman 
is said to be one of the largest Chevrolet 
dealers in the country. 


in the retail automobile trade than 
any controls which we might rec- 
ommend to Congress.” 

The evidence and exhibits pro- 
duced at the hearings should not 
be viewed as a majority situation 
in the motor car trade, Macy said. 


What the committee was seeking 
(Continued on Page 42, Col. 2) 


No Manpower Shortage Yet, 
But Future Is Uncertain 


HE MANPOWER situation in 

this country, as far as auto 
dealers and automotive plants are 
concerned, is still good. Only spo- 
radic shortages exist, according to 
a check made last week by AutTo- 
MOTIVE News, 

But dealers and plant officials 
are watching such developing sit- 
uations as these: 

1. Stepped-up defense manu- 
facturing. 

2. Expansion of the nation’s 
armed forces through Selective 
Service. 

Thus far the latter appears to 
have had little effect. Dealers and 
factory officials say the draft has 
not affected their employment rolls 
at all, and most of them are op- 
timistic that it won’t under the 
present setup. 

But they say an acute manpower 





problem could develop overnight if 
defense plants greatly expand their 


bidding for skilled workers in a 
(Continued on Page 41, Col, 1) 


Production 


Automotive News Estimates 
S. Cars, Trucks 


U. 
117,959 


108,126 
82,810 4 


Prev. 1947 
Week Week 


For complete production totals 
by makes, see table, page 45. 
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UAW’s ‘Guinea Pig’ Choice . . . 





AUTOMOTIVE NEWS, DECEMBER 6, 1948 _ 


Ford to Bear Brunt 
Of ’49 Pay Drive 


By Mac Gordon 
Associate Editor 
T’S FORD’S TURN to shoulder 
the burden of a UAW-CIO wage 
drive. 


This was confirmed last week 
in West Coast statements by 
UAW President Walter P. Reu- 
ther and _ Secretary - Treasurer 
Emil Mazey. 

Reuther and Mazey were presid- 
ing at a meeting of the UAW Exec- 

utive board in San Francisco, fol- 
lowing the national CIO convention 
in Portland, Ore. 

Mazey said fourth-round eco- 
nomic demands would be centered 
at Ford, but that the tactical 
groundwork for the 1949 drive 
would not be laid before next 
month. Reuther revealed he had in- 
structed union economists to begin 


Dealer Charges 
Conspiracy in 


Goodrich Suit 


DETROIT. — A_ $1,000,000 suit 
against B. F. Goodrich Co, and two 
other firms was filed in Federal 
District court here last week by 
Bob Olivers, Inc., a local wholesale 
tire firm. None of the principals 
involved would comment on the 
action. 


Goodrich was charged with en- 
tering into a conspiracy with Michi- 
gan Lead Co., 2005 Vulcan St., De- 
troit, and the Texas Co., Houston, 
Tex., by which the two firms were 
allowed a 5 percent wholesaler’s 
discount and permitted to sell to 
consumers. 

At the same time, it was charged, 
Goodrich, contrary to anti-trust 
regulations, allowed Olivers only a 
4 percent discount until July, 1947, 
and only 2% percent after that. 

As a result, the suit said, the 
Olivers company, which netted a 
profit of $55,411 in 1946, made only 
$1,525 in 1947 and to date has lost 
$7,116 in 1948, 


Olivers claimed damages of $116,- 
474 since the start of the alleged 
conspiracy. It said its future earn- 
ings were impaired to the extent 
of $500,000. Triple damages of “up- 
wards of $1,000,000" were asked 
from Goodrich, Michigan Lead and 
Texas Co. 





Ford Trucks Now ’49s; 


Numbers Only Change 


DEARBORN.—As of Dec. 1, 
all Ford trucks were designated 
as 1949 models, it was announced 
by J. R. Davis, sales vice-presi- 
dent. 

Changes in engine prefix and 
truck model designations only 
are involved. There are no me- 
chanical or other changes, Davis 
said, and the series designation 
will remain the same, from F-1 
through F-8. 








preparing a “case” for presentation 
to Ford negotiators. 
* * . 


NE OF THE reported considera- 

tions in picking Ford for the 
“guinea pig” role next year was the 
fact that the company has not held 
this spot in previous wage cam- 
paigns, 

General Motors. was Reuther’s 
main target in 1946 and 1947 during 
the first two postwar drives. But 
GM wages through 1949 are arbi- 
trarily tied to the cost of living, and 
pay negotiations are barred until 
the spring of 1950. 

Chrysler Corp. stood the brunt 
of this year’s drive and was the 
victim of a three-week strike. 
However, the union will be able 
to reopen only wage issues at 
Chrysler next year, since other 
sections of the Chrysler contract 
were extended to 1950, 

That leaves Ford, where the en- 
tire contract will be up for renewal 
come July 15, 1949. The union’s pol- 
icy is that one of the Big Three 
must be selected for a pay-and- 
contract drive to expedite establish- 
ment of an industrywide pattern. 

Moreover, Reuther and Mazey are 
said to feel that more “bargaining 
room” will be available in the Ford 
negotiations with both wages and 
working conditions up for discus- 
sion. 

* * o 


MaAter HINTED that there 
might be even a longer delay 
in formulating the amount of the 
fourth-round wage demand. 
Observers said the UAW was all 
set to draft a demand on the basis 
of expected continuing rises in con- 
sumer prices, but their planning 
was stymied by the leveling-off 
shown in the government’s October 
index. 

As a result of this price dip, 
GM pay scales were held steady 
for the current quarterly ac- 
counting. A three-cent hourly pay 
raise was given GM workers last 
Sept. 1 after the summer price 
rise. 

The next quarterly adjustments, 
(See LABOR, Page 45, Col. 2) 





FIRST 1949 BUICK OFF LINE—The first 1949 Roadmaster convertible equipped with Dyna- 
flow transmission is shown above. Viewing the car are General Manager Ivan L. Wiles, right; 


Sales Manager Otis L. Waller, left, and Manufacturin 
hopes to build nearly 50,000 new models during November an 


Olds Prices Upped Only 3.1% 


On 6-Cylinder 


| Are — Coens appears to 
be holding to the trend toward 
moderating price increases, particu- 
larly on lower-priced models. 


General Manager S. E. Skinner 
announced that advertised - deliv- 
ered prices of the 1949 Oldsmobile 
six-cylinder 76 series are being 
raised by $48 to $63—an average 
boost of 3.1 percent. 

This compares with average 
price rises of 4 percent and 3.2 
percent, respectively, on the new 
Buick and Cadillac models and 
refutes predictions of much 
higher increases, 


Oldsmobile, like Buick, is making 
its automatic transmission and cer- 
tain other items standard equip- 
ment on its highest-priced ‘'49 
series, Thus, the increases on the 
eight-cylinder 98 line range from 
$380 to $391 with these items in- 
cluded. 

* . + 
KINNER said the new 76 series 
has an entirely new body de- 
sign and a 105-horsepower six-cyl- 
inder engine. Hydra-Matic drive, 
now standard on the 98 line, will 
be available as optional equipment 

on the 76 series. 


Included with Hydra-Matic as 
standard on the 98 cars are a 
new 135-horsepower higher-com- 
pression engine, directional sig- 
nals and windshield washers. 


RFC Denies Tucker Loan; 
Dealers Asked to Pay Up 


By Mel Adams 
Staff Correspondent 


CHICAGO. — Dramatics again 
highlighted Tucker Corp. activities 
last week, with factory and Federal 
court as the focal points. 


Back in Chicago from financing 
negotiations in the East, Preston 
Tucker, president, was host to an 
estimated 640 dealers invited to the 
plant. 

He showed them 14 new Tucker 
cars, told them new financing 
totaling 20 million dollars is un- 
der consideration on a_ basis 

whereby present stockholders 


would be permitted to buy three 





shares of stock for each share 

they hold, and assured them that 

he has not given up hopes for 

a 30-million-dollar loan from 

the Reconstruction Finance Corp., 

which last week turned his com- 
pany down for the second time. 

Tucker disclosed that some deal- 
ers and distributors still owe on 
“overdue notes” for their franchises 
(about $3,750,000) and urged them 
to pay their respective shares im- 
mediately. 

“These payments will make the 
corporation sufficiently strong to 
open other avenues of capital and 
enable it to get back into produc- 
tion,” Tucker said. 

Reporters were barred from the 
mee » as were opposition ele- 
ments in the dealer body. George 
R. McKinney, distributor for Buf- 
falo and Erie, who is chairman 
of the Tucker Distributors and 
Dealers committee, got no farther 
than the plant lobby. 

One distributor described the 
meeting as “pessimistic,” because 
“we did not hear the good news 
we expected.” A surprise absentee 
was Fred Rockelman, vice-presi- 
dent and director, who reportedly 
had been asked by Tucker not to 
attend the meeting. 

More fireworks broke out Wednes- 
day in Federal District court, pre- 
sided over by Judge Michael L. 
Igoe. Attorneys representing three 
creditors appeared to ask that he 


PACKARD PROUDLY WEARS STYLE HONOR—Vice-President and General Sales Manager | dismiss a petition of a second group 
Kari M. Greiner watches as John M. Rhinehart, chief stylist, attaches a facsimile of the |of five creditors, contending that 


Fashion Academy's 
smart and yet elegant 
company's 
seven 


shows at Monte tlo; Brussels; Rome; 


“outstanding design’’ that is ''new, modern, 


Colombia; Lucerne, Switzerland; Sofar, 


Lebanon, and Caracas, Venezuela. Greiner explained that in five of the foreign competitions 


the company won the Concours d'Elegance honor—''Champion of the Show.’ 


The citations 


et Cucuta and Caracas called the 160-h.p. Custom convertible the ‘'finest and most beautiful 


car in the show," while at Rome, Brussels and 
145-h.p. Super Eight 


Monte Carlo the Grand Prix was awarded the 
Packard for its "'styling and elegance,” he added. ! 


Gold Medal award to the windshield of a Super Eight convertible. The | 

honor was for the ‘Fashion Car of the Year". . . the later suit was not filed in good 
simple.’ The stickers are being put on all Packards coming off the | 
in production lines. In addition to the New York honors, Greiner pointed out, | the Tucker Corp. 
jer eee, Saeees have been Sertewet on the 1948 Packard in recent automobile 

cuta, 


|faith in seeking reorganization of 


Judge Igoe gave counsel for the 
five creditors three days to answer 
in behalf of their clients, and to 
appear for trial of their case on 
Dec, 15 


Manager O. W. Young, center. Buick 
December, the company states. 


Series 


These were formerly offered as 
optional equipment. 

Production of series 66 and 68 
Oldsmobile models has been discon- 
tinued for 1949, Skinner said. 

Public announcement of the new 
Oldsmobiles is scheduled for Dec. 
19. The division’s field representa- 
tives and the press previewed the 
cars last week. 

* * * 

OTH the 76 and 98 Oldsmobile 

lines will be available in stand- 
ard and deluxe models. Body types 
offered will include four-door se- 
dans, four-door town sedans, two- 
door club sedans, club coupes and 
convertibles. 

Oldsmobile 76 model advertised- 
delivered prices at Lansing start at 
$1,764 for the standard club coupe 
and extend to $2,180 for the con- 
vertible. The 98 model prices begin 
at $2,468 for the standard club 
sedan and range to $3,015 for the 
convertible. 


Hoods of Plastic 
To Mark Olds 
Dealer Displays 


LANSING. — Transparent plastic 
will be used for the first time Dec. 
19 to feature the new higher-com- 
pression eight-cylinder engine when 
Oldsmobile presents its line of 1949 
cars to the public, 

S. E. Skinner, general manager, 
said that an effort is being made to 
have each dealer supplied with 
plastic hoods in advance of the pub- 
lic showing. The hoods are an ex- 
act interchangeable duplicate of the 
standard steel Oldsmobile hood. 


Skinner said the new high-com- 
pression engine may readily be ob- 
served by customers under such a 
hood when idle or in operation. 


The innovation will eliminate 
hood raising in showrooms, which 
tends to break the smooth lines of 
the Futuramic model and spoil their 
appearance, Oldsmobile said. Skin- 
ner pointed out that the hoods were 
developed by Oldsmobile engineers 
and are easily fitted to cowl and 
radiator grille. 


At a press conference Thursday, 
Skinner said that Oldsmobile plans 
to increase 1949 production 10 per- 
cent over this year’s total. 

Sales Manager D. E. Ralston said 
the division will put a new eight- 
cylinder “88” series and two new 
body types into production later 
next year. The new body styles are 
a hard-top custom coupe—called 
the Holiday—and a station wagon 
featuring a convertible bed. 


CONVENIENCE IS THE WORD FOR IT—Derham Custom Bod 


Passenger Cars 
Chalk Up Peak 
Month Since “41 


DETROIT.—Factory sales of pas- 
senger cars from U. S. plants 
reached 383,756 units in October, 
the highest passenger car produc- 
tion for a single month since June, 
1941, the Automobile Manufacturers 
Assn. announced here. The month's 
output was 27 percent higher than 
the 301,170 passenger cars pro- 
duced in September. 

Total factory sales for October 
of passenger cars, motor trucks 
and motor coaches amounted to 
491,832 units, an increase of 19 per- 
cent over the September total of 
413,537. October production was the 
second best for any one month 
since the end of the war, being ex- 
ceeded only by the 492,034 vehicles 
built last March. 

For the first 10 months of this 
year, the industry had registered 
factory sales of 4,329,611 cars, 
trucks and buses, an increase of 10 
percent over the comparable 1947 
period, the AMA report showed. 

Indications are that for the sec- 
ond time in automotive history, 
more than five million vehicles will 
be turned out in a single year. In 
1929, a total of 5,358,420 cars, trucks 
and buses were built. 


Stinson Sale 
To Piper Hits 
Few Dealers 


WAYNE, Mich.—Only a few auto 
dealers will be directly affected by 
the recent sale of the Stinson divi- 
sion of Consolidated Vultee Aircraft 
Corp. to Piper Aircraft Corp., Lock 
Haven, Pa. The transaction in- 
volved the outright sale of all equip- 
ment, tools, spare parts and finished 
planes to Piper but not the Stinson 
plant at Wayne, Mich. 

A spokesman for the division de- 
clared that at present “only a few, 
four or five at most,” Stinson deal- 
ers also hold automobile dealer fran- 
chises. The number was slightly 
higher at one time but some have 
since either lost or given up one 
operation or the other, it was de- 
clared. 

Sales and service organizations of 
both companies will be consolidated 
under Piper-Stinson Aircraft Corp. 
Present Stinson personnel will be 
asked to join the Piper-Stinson or- 
ganization, including Joseph Shaw, 
Stinson general sales manager, it 
was announced by William T. Piper, 
president. 

At the time of the sale, Floyd B. 
Odlum, chairman of the board of 
Convair, declared that the merger 
represents the integration into a 
single manufacturing and sales or- 
ganization of two non-competitive 
lines of planes, resulting in lower 
production and operational over- 
head and providing additional sales 
volume for the individual dealer. 


Pontiac Schedules 


"49 Announcement 


PONTIAC.—Public announcement 
of 1949 Pontiac models is now 
scheduled for mid-January, division 
officials said last week. 

This week and next the factory 
plans to preview its new models 
for supervisory employes, principal 
suppliers, the press and the entire 
wholesale organization. 

Field representatives will be 
brought to Pontiac for a convention 
Dec, 14-16. The press conference is 
slated for Dec. 13. 








Co., Rosemont, Pa., devel- 


oped this job for a customer suffering from arthritis who wished to walk upright into a car 
and then turn around and sit down, as well as reversing the procedure on leaving. When the 


client is read 


to enter the car his chauffeur unfastens the top and lifts the roof, as illus- 


trated, and after the passenger is seated, the top is dropped back into plows. The standard 


appearance of the car is maintained, according to Jas. P. Derham, presi 


ent, 
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Dealers tell me 


By John 0. Munn 






we you have a felon on your 
finger the pain may be local- 
ized, but your whole system is af- 
fected. The infection includes but 
a small percentage of your anat- 
omy, but your whole body sets up 
a resistance. The pain is local, but 
all the elements of the body work 
in harmony to overcome its effect. 


It is only therefore, 
that dealers should rise up in uni- 
son objecting to the aspersions 
cast by the recent congressional 
hearings upon all members of the 
trade. The investigation of Wash- 
ington (D. C.) dealers included 
only two out of more than 100 
located in that city. Neverthe- 
less, the congressional committee 
projected an injury of almost a 
half a billion dollars on the 
American public, based on the 
acts of less than two percent of 
the dealers. 

The committee’s publicity re- 
lease was capricious, unfair and 
unjust. No member of the trade 
wants to protect any dealer guilty 
of unfair practices. But dealers 
who have been bending over back- 
wards to serve the public well dur- 
ing the shortage of cars, don’t want 
to be made to suffer for the sins 


of a few. 
* + * 


Carry Their Fight 
To the Public 


T= Industry Relations commit- 
tee of NADA is giving the hear- 
ings careful attention. Many deal- 
ers and state associations have 
memorialized the members of this 
congressional committee, as well as 
taken the case to the local public. 
C. D. Henderson, executive vice- 
president of the New York state 
association, reminds Congressman 
Macy, who is a representative from 
his state, that his investigation 
shows that dealers are selling used 
cars at an average of 43 percent 
above the amount they allowed. He 
told the congressman that in his 
own report one individual made 
profits on trade-ins ranging up to 
500 percent. Naturally, an exhorbi- 
tant profit of this sort on the part 
of one dealer is bound to pull aver- 
ages all out of line, making it seem 
that all dealers have realized ridic- 
ulously high profits. 
Charles C. Freed (DeSoto), Salt 
Lake City, regional vice-p: 
for NADA, states the figures are 
all wrong because only about 50 
percent of the new cars sold this 
past year involved a trade. So 
the committee’s own estimate of 
used car profits was 50 percent 
in error. He also pointed out that 
the committee gave no considera- 
tion to the millions saved people 
by dealers in not selling new cars 
above the factory list price. 
Goodwin Brothers Automobile 
Co. (Dodge) of Newcastle and 
Knightstown, Ind., has constantly 
taken large space in the news- 
papers to publicly reveal its policy 
in connection with new and used 
car distribution, a policy that has 
been unchanged during its 40 years 
in the automobile business. 
Walter R. Suppes (Ford), Johns- 
town, Pa., believes that a call to 
arms should be sounded without 
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internal revenue, 
local automobile dealers to head a 
special unit in the drive. He was 
assisted by a committee which in- 
cluded Arthur R. Lindberg, Wil- 
liam J. Rasmussen, Sidney Weber, 
Andy Burger, 
George Perry, E. C. Kreyling, J. H. 
Douglass, George Niekamp and 
George A. Sutton. 






















delay to awaken all dealers, fac- 
tories and others to the serious- 
ness of the effect of the present 
congressional investigation. He 
feels that the industry’s defense 
can only be facts. That when con- 
gressmen are acquainted with them 
they will see that the respected 
dealer does not have to suffer for 
the sins of a few selfish gyps in 
the business. Suppes, like many 
dealers, has written Rep. Macy. 
He has also solicited cooperation 
from factory officials. He has re- 
flected his distribution policy on 
many occasions through large size 
space in the local newspaper. 
* * * 


Be Extra Careful 
Of Every Act 

AM confident that, dealers who 

have operated on a high plane, 
will not suffer greatly from this 
publicity. They are too strongly 
entrenched in their territory. But 
as long as there is some basis of 
fact behind the investigation, it 
behooves every dealer to be careful 
of his acts. Acts count more than 
words. Dealers must practice their 
square-dealing policies so _ thor- 
oughly that their friends and cus- 
tomers will talk for them. We can’t 
as individuals be put in the posi- 
tion of the woman who shouted 
her virtue from the house top. It 
only makes people _ suspicious. 
Therefore, we should be extremely 
careful of our acts. If we have 
been making public statements in 
the past regarding our policies, we 
should continue to do so. 

People who have been waiting 
for cars a long time are susceptible 
to the belief in these accusations. 
Many dealers have counteracted 
the suspicion of their customers 
on waiting lists by writing them 
each month explaining to the cus- 
tomer the current delivery situa- 
tion and evidencing the dealer’s 
interest in the order on the books. 


Boyd Gibbons, one of the na- 
tion’s leading Ford dealers, lo- 
cated at 640 S. Wall St., Los An- 
geles 14, recently sent out a con- 
fidential report to all of his cus- 
tomers on the new car situation. 
He told them that to fill all or- 
ders on the company’s books at 
the rate the new cars are com- 
ing through will take at least a 
year and probably more. He ex- 
pressed his responsibility toward 
his customers and his determi- 
nation to take care of them, and 
he offered three solutions to the 
new car shortage. 

One, to guarantee to repair the 
customer's old car and keep it run- 
ning satisfactorily until he could 
deliver a new one. Two, suggested 
that they buy an English Ford, 
upon which immediate delivery is 
available. Three, offered used cars 
for sale to his customers and as- 
suring the same treatment that 
they would receive as a buyer of 
a@ new car, and a sincere pledge 

(Continued on Page 6, Col. 3) 


St. Louis Dealers 


Aid Chest Drive 


ST. LOUIS.—Pledges of $100,880 
from new and used automobile 
dealers in St. Louis to the local 
Community Chest campaign 


brought the total to $3,779,146, or 


79 percent of the 1949 quota of 
$4,785,000. One hundred forty-one 
new car and automobile accessory 
dealers contributed $96,080 this 


year. Last year their contributions 
amounted to only $26,004. Seventy- 
nine used car 
$4,800, compared with $741 in 1947. 


dealers pledged 


James P. Finnegan, collector of 
was chosen by 


Percy Tucker, 





McEvoy Finds Burglars 
Also Read His Ads 


ROCHESTER, N. Y.—If any- 
one has any doubts, there’s a 
lesson in the effectiveness of 
advertising in this story. 

For two days, Frank McEvoy 
(Dodge-Plymouth) had full-page 
ads in the daily papers here 
promising new ’48 cars at list 
prices. The crowd was terrific 
and some 50 new cars were sold 
to customers on the sale day. 

The next day, the paper front- 
paged a story relating how un- 
invited visitors at McEvoy Mo- 
tors borrowed company tools to 
rip open a small safe and help 
themselves to about $1,000 cash. 
They apparently were attracted 
by the ad and the big crowds 
and figured to cut in on the take. 
However, McEvoy had dropped 
the cash receipts for down pay- 
ments, “quite a few thousands,” 
in a bank’s night depository. 




















W. VA. DEALERS ELECT WOMAN OFFICER—The new siate named by the board of West 
Virginia Automobile Dealers Assn. in its I5th annual convention in White Sulphur Springs. 
Left to right: William Randolph, Charleston, general manager; T. A. Galyean, Tag Galyean 
Motors, Charleston, first vice-president; Marian H. Wilson, Wilson Motors of Clarksburg, 


regional vice-president and 
in any automobile dealers 
dent, who succeeds Arthur 
tary and treasurer, and Thomas J. Arnold of 


Wyoming Dealers Also Elect Dineen President . . . 
Macy ‘Smear’, Cut in Discounts Rapped 


CASPER, Wyo. — The Wyoming 
Automobile Dealers Assn. went on 
record at the annual convention 
here last week in opposition to the 
national publicity and accusations 
against dealers through the alleged 
dealing of a few as charged in the 
Macy hearings. 

As well as strenuously denounc- 
ing black market operations, the 
conclave adopted a final resolu- 
tion which opposed the cutting 
of dealer discounts on cars, parts 
and accessories, and urged the 
restoration of full discounts by 
manufacturers who have adopted 
this policy. 

William J. Dineen of Cheyenne, 
one of the oldest dealers in the 
state, was named president. Clyde 
Guschuskey of Lander was elected 
first vice-president, and Blair Stauf- 
fer, Riverton, second vice-president. 

William F. Devere, Cheyenne, 
who in 1941 was elected to serve 
as secretary-treasurer for 10 years, 
will continue in that office. 

Directors elected were Frank 
Schulte, Casper; Ward Meyers, 
Lovell; R. H. Murphy, Rawlins; E. 
Record, Gillette, and Lincoln Sex- 
ton, Laramie. 

In a round-table discussion, 
Blair Stauffer speaking on dealer 
profits and the cost of doing busi- 
ness, pointed out that with wages 
and merchandise costs likely to 


Kansas Parley 
Set Tomorrow; 


Barnhart to Talk 


WICHITA, Kans.— Members of 
the Kansas Motor Car Dealers Assn. 
are to meet at the Hotel Broadview 
here tomorrow (Dec. 7) for their 
1948 convention. 

They will hear addresses by D. C. 
Barnhart, assistant managing di- 
rector, NADA; Paul Jones, publicity 
director, National Safety Council, 
Vere F. Pannell, regional sales 
manager, Prudential Life Insurance 
Co.; Ralph W. Carney, general sales 
manager, Coleman Co., Inc., and Dr. 
Kenneth McFarland, superintendent 
of public schools, Topeka, 

Special association reports will be 
given by M. S. (Ship) Winter, Law- 
rence, association president; C. C. 
Brewer, Manhattan, legislative com- 
mittee president; O. W. Davis, Kan- 
sas City, nominating committee 
head; R. D, McKay, Wichita, NADA 
director for Kansas, and Roscoe 
Hambric, Topeka, association sec- 
retary-manager. 

The convention will end with a 
banquet at 6 p.m. 


Tax on Federal Tax 


OK’d by Kentucky 
FRANKFORT, Ky. — An opinion 
that Kentucky’s 3 percent sales tax 
on motor vehicles is based upon 
price of the car plus federal excise 
tax was given here by Assistant At- 
torney General Hal Williams. 
Pointing out that the purchaser 
does not pay the federal tax sepa- 
rately, Williams said: “We cannot 
escape the conclusion that the ‘re- 
tail price’ on which the state tax 
is based is the price paid for the 
motor vehicle by the buyer to the 


seller. This retail price, of course, 


includes the federal excise tax.” 





increase within the next six 
months, dealers must find ways 
to increase dollar volume of sales 
in proportion and should scruti- 
nize internal costs. 


Speaking on taxation and the 
dealer, Frank Schulte of Casper 
pointed out that the automobile is 
no longer a luxury but a necessity, 
and should not be taxed so heavily. 
He urged state dealer associations 
to take more interest in the tax 
problem. 

Jack Beatty, director of NADA, 
addressed the group in the absence 
of Robert W. Kneebone, managing 
director of NADA. Beatty’s address 
was written by NADA President 
Ben Wright, who was unable to 
attend. 

His subject was “How Do We Go 
From Here—United or Divided?” 


and stressed “a big membership in 


both state and national organiza- 
tions, cemented together by a 
strong treasury. It’s the best in- 
surance policy you or I can buy 
to protect our business from unfair 
taxes, discriminations and govern- 
mental regulations, 

“A dealer will have more to 
gain by joining and being active 
and much more to lose by stay- 
ing out. When a banana leaves 
the bunch it usually gets 
skinned.” Closer cooperation be- 
tween factory and dealer was 
also urged. 

Pointing out three things to do 
to help dealer-customer relations, 
Beatty said, “First, don’t over- 
charge on service, parts or any- 
thing else. When you consider how 
little you can keep of the over- 
charging after taxes, it isn’t 
worth it. 

“Second, don’t burn your fingers 
with hot money. Third, take part 
in civic activities, It is one of the 
best forms of personal advertising. 
Unless you take an active part in 
raising the standards of the auto- 
mobile retail industry, you will be- 
come a target for price controls, 
regulations and unsympathetic leg- 
islation, and unless your relations 
to your employes are fair and equi- 
table, you will open your door to 
more union controls.” 

In conclusion, Beatty said, “The 


On the House . 


Glad to see some dealers and 


new ones.... 





Wemhoft 
There was a nifty letter in a recent issue of the Cleveland Press, 


action to counteract the Macy probe publicity, but more could be 
done in the way of counter-publicity and advertising to emphasize 
dealers’ side in the community... . 
say dealers are having to sell current models of 
companies that will introduce new cars during the 
next few months; prospects want to wait for the 


Hear reports of a drive by dealers against 
Regulation W, which is pinching both new and 
used-car sales by driving the “little guy” out of 
the market. . . 
ports membership grew from 828 to 443 in a 
year; announces boost in dues structure, based 
on dealer sales. ... Brooklyn association warns 
members to file changes in corporate name with 
Motor Vehicle bureau. ... 


signed by a satisfied customer of Economy Buick Co. . 
his excellent experience with the dealership, tells how he got delivery 
of two Buicks over three years without dealer asking for a tradein 
despite fact dealer “did not know me, I did not know him”... 
Perhaps you can get a customer to do likewise. 


said to be the first woman officer ever elected to hold office 
roup; Richard D. Chittum, Chittum-Buick of Parkersburg, presi- 
Walker of Morgantown; Walter M. Duncan of Beckley, secre- 


pencer, regional vice-president. 


best way to avoid trouble is to 
progress. Keep abreast of the 
times and competition. Do every- 
thing in your dealership that you 
really know you should do.” 

The association also voted in 
favor of some action to eliminate 
the promiscuous issuance of deal- 
ers’ licenses, pointing out that a 
license is now issued to anyone 
who applies and pays fees, and 
that such practices are unfair to 
legitimate new and used-car deal- 
ers. It also urged that local dealer 
associations be formed in all coun- 
ties or cities having three or more 
dealers. 

Other subjects included dealer 
licensing laws; development of 
tourist areas and tourist business; 
highway traffic control and speed 
liimts, and apprenticeship training. 

A number of dealers concurred 
with Malcolm Leseuer, Casper, who 
spoke on apprenticeship training 
and said that veterans’ training had 
worked out well and particularly 
recommended training disabled vet- 


erans. 
John W. Stokes, tax specialist, 
spoke on tax problems of the dealer. 
One hundred and four dealers 
attended the session. 


D.C. Meeting 
Set Tonight 


WASHINGTON.—Members of the 
Washington Automotive Trade 
Assn. will hold their regular month- 
ly meeting tonight (Dec. 6) at the 
Hotel 2400. Guest speaker will be 
Ralph L. Goldsmith, head of the 
Washington Better Business Bu- 
reau 


Purdy Is Finance Head 


For Ohio State Dealers 

COLUMBUS, O.—R. E. Reinhold, 
president of the Ohio State Auto- 
mobile Dealers Assn., has named the 
following members to serve on the 
association’s finance and budget 
committee for 1949: 

M. R. Purdy, Van Wert, chair- 
man; Lou Wilsch, Columbus; L, F. 
Donnell, Youngstown; Ray Brand- 
enburg, Washington C.H., and John 
Glackin, Mt. Vernon. 





associations are taking concrete 







Field reports 











. North Dakota association re- 
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AuTomoTive OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. 4 2. A fair profit to 
M the dealer on every used vehicle accepted in partial payment for a ew 
A car or truck. 49 3, Every dollar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4. The 
ec elimination of governmental and bureaucratic controls over this industry. 
R § 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


Capsule Comment 


Much hullabaloo was churned up at the recent Macy hear- 
ings about dealers getting more than factory-suggested 
prices on new cars. We aren’t condoning such practices by 
any means, but such factory prices always have been arti- 
ficial anyway. 

Remember before the war how motorists bought their 
new cars where they got the highest tradein allowances, 
thereby buying BELOW the factory-suggested prices? 

* * * 

Cost-of-living index, prepared by the U. S. Labor depart- 
ment, has shown the first real decline in three years. The 
announcement came just as the UAW was starting its 
buildup for a fourth round of wage increases, and everyone 
wonders what effect it will have with the union. 

We'll bet a plugged nickel such a “trivial” thing won’t 
deter Walter Reuther. 


* x - 

A study of wholesale tire replacement sales, 1926-47, 
made by the University of Akron, shows a 22 percent in- 
crease in the volume of oil company outlets while sales of 
tire dealers and distributors (including auto dealers) held 
virtually the same. 

A word to the wise is sufficient. 
* % * 


Liabilities of $2,444,570 and assets of $181,299 are listed 
im bankruptcy schedule filed by Robert L. Knetzer, indicted 
auto dealer of Edwardsville, Ill., who did a thriving business 
in promising new-car deliveries at prices below factory- 
suggested prices. 

Congressman Macy, please note. 
+e * * 


Columnist Art Allen reports some talk among parts sup- 
pliers about a “special price car” that would be marketed 
on the basis of the auto dealer and the factory taking a 
much smaller profit to assure heavy sales. 

Something to ponder. 


® * * 

A shortage of power, forcing frequent daily cutoffs in 
service, is playing hob with auto manufacturing and car 
aealers in Ontario. 

And we in the States think we have troubles. 


The AAA continues to snipe at the auto industry; re- 
cently took pokes at dealer “loading of unwanted acces- 
sories” and “low tradein allowances’; new-car styling that 
“adds considerably to the cost of automotive repairs.” 


From AAA to Macy, or vice versa? 
* * * 


2ar>ao 


Secretary of Commerce Sawyer says business need have 


no fears over the government’s anti-inflation plans. 
Words—now let’s see the action. 
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IF WE COULD only remove the 
politics and be realistic about it, 
now is the time to correct the glar- 
ing inequalities of our theory of in- 


come taxation. I belong to that 
school of thought which agrees that 
the present plan 
DOUBLE of taxing the cor- 
TAXATION poration and then 
PROBLEM _ the stockholder is 
double taxation 
and therefore unconstitutional. To 
us it seems perfectly obvious that 
only the recipient of income should 
be taxed. The corporation, after all, 
is only made up of the individuals 
who own it. It is, in itself, only an 
inanimate object set up for the 
specified purpose of using the capi- 
tal of the many to accomplish 
greater objectives than the individ- 
ual would even dare attempt. It has 
been the mainstay.of the productive 
progress of our great democracy, 
which has given “more of our citi- 
zens more of the better things of 
life” than ever before in the world’s 
history. 
* + * 

OF COURSE, the one fault with 
the corporation is that it cannot 
vote, so it becomes the natural tar- 
get for every possible form of taxa- 
tion, most unjust of which we be- 
lieve to be taxing of profit or net 
income at the source. Our point 
can be best illustrated in the simple 
example which we have used more 
than once in this column: 

(1) If corporation net income 
were not taxed, and (2) the govern- 
ment required every corporation to 
pay out a reasonable percentage of 
its profits each year to its stock- 
holders, then (3) the individual vot- 
ing citizen would pay his or her 
share of the income tax based on 
his total earnings. 

In this case a poor, widowed 
mother who owned stock would pay 
only a fraction of the tax required 
from the wealthiest stockholder in 
the same corporation. Each would 
thus pay according to his means. 
Investment in corporation stocks 
would be spread among the greatest 
possible number of our citizens, yet 
the net result of meeting the re- 
quirements of our government for 
sufficient revenue could be satisfied. 
But how can we get this message to 
the man on the street? It is so 
right, but chances are we will get a 
re-hash of the wartime excess- 
profits tax on corporations which 
will prove just as inequitable and 
unworkable. At least, I am going to 
write a few letters to my friends in 
Washington. Maybe if enough of us 
did, we could get rid of this exam- 


ple of obvious “double-taxation.” 
+ * * 


Until recently we have always 
been envious of our friends who 
lived in the shadow of the nation’s 
capital. Now it seems if you are a 
politician and want publicity, all 
you need is enough change to use 
the local telephone for all the wit- 
nesses required. 

* 


7 ” 

PROBABLY the biggest news of 
the week to this locality and the 
auto industry generally is that a 
principal ore carrier, the H. A. 
Hanna Co. of Cleveland, has swung 
its support to the proposed St. 
Lawrence seaway. This leading 
steamship company has long been 
in opposition to this short and 
practical route to the ocean. The 
change of heart has not been en- 
tirely unselfish, inasmuch as this 
hauler of ore and coal has appar- 
ently just discovered what has been 
known to a lot of us for consider- 
able time, i.e., that the supplies of 
iron and copper ores at the head 
of the Great Lakes is rapidly being 
exhausted, and the best new source 
of supply for the future seems to 
be Quebec and Labrador. I have 
always been under the impression 
that Eastern railroads were leading 
the opposition to the very necessary 
St. Lawrence seaway. Their opposi- 
tion was never surprising, but that 
the lake’s leading haulers had dis- 
approved it was disconcerting. The 
seaway is a self-liquidating project 
which will benefit everyone in the 
United States and Canada. There 
remains no serious opposition on 
either side of the border to its 
building, which has been delayed 
for a generation. Teddy Roosevelt 
was famed for pushing the Panama 
Canal to completion. No greater 
opportunity for history’s approba- 
tion than this awaits President 
Truman!—G.M3S. 

























‘Dealers Up in Arms..... 
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This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. 


No attention is given to unsigned 


letters but you may sign your name with the assurance that it will not be 


useé, if you so request. 





Letter to Macy 


Thinking you might be interested, 
I am enclosing copy of letter I have 
sent to Rep. W. Kingsland Macy, 
who has been giving auto dealers 
and the industry a lot of adverse 
publicity. —H. M. Buen, Bulen 
Chevrolet Sales, Cass City, Mich. 

Eprror’s Note: The letter fol- 
lows: 

“I deeply resent your blanket in- 
dictment of automobile dealers, 
with charges blandly assuming the 
majority of dealers are guilty of 
greedy practices at the public’s ex- 
pense. 

“It is not the dealer’s fault that 
demand has greatly exceeded sup- 
ply. We are currently filling orders 
placed in June, 1946, thus spotlight- 
ing this industry. It is my belief, 
and I am familiar with the opera- 
tions of quite a few dealers, that 
most are doing business in a time 
of shortage with the thought of 
preserving goodwill for more nor- 
mal times ahead. 

“In this dealership, we have not 
loaded cars with accessories, 
though we have tried to sell them 
what they wanted. We have re- 
quired no tradein, consequently 
have received trades on only ap- 
proximately 10 percent of deliv- 
eries, I am personally driving a 
1947 car with 48,000 miles on it, 
when I could make a legitimate 
$500 profit by selling and taking a 
*48. We have taken no tips, There 
has been no money under the 
table. 

“TI find no notice taken of the pub- 
lic’s practice of taking a car at list 

price from a dealer, ostensibly for 
his own use, then immediately re- 
selling for a profit of several hun- 
dred to a used-car dealer. This 
practice has forced us to use a re- 
sale contract specifying the car will 
be resold only to us within the first 


Address Editor, Automotive News, Detroit 26, Mich. 


six months. Sometimes the dealer 
needs protection from the public. 
“As for the factory, I have 
never been pressured to buy ac- 
cessories, They have not condoned 
the shady practices of the few. A 
number of dealers have been can- 
celled; more are being investi- 
gated. Proof is hard to procure, 
however, and it is the American 
way that a man is presumed in- 
nocent until he is proven guilty. 
“I deplore the practices indulged 
in by the few and feel you are doing 
a good job in exposing them. How- 
ever, I feel the picture is inaccu- 
rate. To be fair you should also 
publicize the conscientious dealers, 
though I presume this would not be 


newsworthy.” 
* oa . 


Rallying Cry 
I am enclosing a copy of a letter 


I have written Congressman W. 


‘Kingsland Macy. My letter to Con- 
(Continued on Page 42, Col. 3) 


— 


Coming Events 





DECEMBER 


Dec. 6-7 — Wichita, Kans, (Hotel Broad- 
Annual convention, Kansas Motor 


annual meeting. 

Dec. 6-10 — Chicago (Navy Pier). 
show. 

Dec, 9—Detroit (Book-Cadillac hotel). Hun- 
dred Millionth banquet, Automotive Man- 
ufacturers Assn. 

Dec. 9—Salt Lake City. Annual convention 
of Utah Auto Dealers Assn. 

Dec. 11 — Chandler, Ariz, (San Marcos 
hotel). Annual convention, Arizona Au- 
tomobile Dealers Assn. 

Dec. 14 — Detroit (Statler hotel), Annual 
meeting, Detroit Auto Dealers Assn. 

JANUARY 

Jan, 13-14—Lincoln. Nebraska Auto Deal- 
ers convention, 

Jan. 17-19—Edgewater Park, Miss. (Edce- 
water Gulf hotel). Annual convention, 
Truck-Trailer Manufacturers Assn, 

Jan, 24-27 — San Francisco (Civic Audi- 
torilum), Annual Convention and Equip: 
ment Show of NADA, 


ASI 



















Here’s the “Yws 


IN THE NEW 
FORD PARCEL DELIVERY 


2. Quarter-windows 







1. Forward-located 
steering and clutch 
and brake pedals ¢ 













4. Easy Access 
Engine Cover 






YOUR CUSTOMERS get the special multi-stop Ford 
Truck chassis with all six of the features shown above. 
They're standard on every F-3 Parcel Delivery. 






A BODY BUILDER adds the body, custom designed to 
your customer's needs. No alterations of the Ford 
warranted chassis and controls are necessary. 
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Distinctive design of brand-new Parcel Delivery gives 
Ford Dealers big edge in a $60,000,000 market! 


American business buys a yearly average of 
$60,000,000 worth of short wheelbase—big 
body—multi-stop trucks. The new Ford F-3 
Parcel Delivery will get a large share of this 
business. Here’s why! (1) It accommodates 
bodies up to 400 cu. ft. capacity on two 
wheelbases, 104-inch and 122-inch. (2) It 
offers forward-located controls and steering 
column gearshift. (3) It comes with grille, 





windshield and quarter-windows already 
mounted. This simplifies the body builder’s 
job, cuts body costs, assures handsome front- 
end appearance. Ford’s front-end PLUS gives 
Ford Dealers a sales advantage enjoyed by 
none of the other three leading truck makes. 
Ford is the only one of the four leading 
manufacturers to offer a grille, windshield 
and quarter-window package. 


to be atord Dealer 


Grille, windshield, front- 
quarter windows, and 
seat supplied as shown. 
Also engine cover. 
Chassis ready for easy 
installation of body roof, 
body sides, and floor. 













Higher U.S. 


NEW YORK. — Little chance of 
federal tax reduction in the next 
few years is seen by Henry H. Hei- 
mann, exccutive manager of the 
National Assn. of Credit Men, in 
the current issue of the group’s 
monthly business review. 

Also warning of the sossibility 
of additional government controls 
affecting business, Heimann said, 
in part: 

“If even a portion of the Presi- 
dent’s platform as he detailed it in 
his campaign is put into effect, you 
are immediately aware of the fact 
that the fiscal problems of govern- 
ment are going to be most difficult. 

“The expenditures of centralized 
government will rise, not fall; the 
number of government employes 
will increase, not decrease. The 
action under the Hoover commis- 
sion report will probably be limited 
to that which is politically expe- 
dient. 

“In other words, there is little 
chance of your federal tax bill be- 


Dodge Advances 
Jones, Letscher 
To New Posts 


DETROIT.—Appointment of Lynn 
P, Jones and Edward P. Letscher 
as regional managers at Atlanta 
and Greensboro, N. C., respectively, 





E. P. Letseher Lynn P. Jones 


is announced by Ed C. Quinn, 
Dodge general sales manager. 

Jones, who has been regional 
manager at Greensboro since 1945, 
replaces T. J. McCarty, who re- 
signed to take a Dodge dealership 
in Lakeland, Fla. 

Letscher, who succeeds Jones at 
Greensboro, was named assistant 
regional manager of the Memphis 
region in May of this year. 


sler Names 


Osborne to Sales 


DETROIT. — Joseph A. O’Malley, 
general sales manager of Chrysler 
division, has announced appoint- 

on ; ment of John M. 
Osborne as sales 
executive of that 
company. 

Osborne will be 
in charge of bud- 
get control, sales 
agreements, sales 
statistics, car dis- 
tribution and the 
sales tabulating 
and dealer ex- 
pense control an- 

John M. Osborne = aiysis de part- 
ments, O’Malley said. Osborne first 
joined Chrysler division in 1934. 





Credit Expert Warns of Increased Expenditures 
In Truman Platform Promises 


Taxes Seen 


ing lower in the next few years. 

There is every reason to antici- 

pate it will be higher. It must be 

higher if we adopt or expand 
some of the social programs out- 
lined during the campaign unless, 
of course, we continue to be un- 
concerned about our staggering 
debt and resort to deficit financing. 

“Should we resort to deficit financ- 
ing, how much longer will the in- 
vestor, which includes all groups 
and classes, feel comfortable in the 
possession of his government’s se- 
curities that month by month may 
be confiscated progressively by in- 
flation? 

“Yes, it is much better, in fact a 
necessity, that our tax payments 
cover our expenditures. Unless they 
do so, we are only adding to our 
troubles. Morally it is time we 
stopped spending our children’s and 

grandchildren’s money or leaving 
bills for them to pay. 

“You can expect, therefore, that 
your tax bill will increase. Plan 
accordingly but even as you pay 
your bill, use every means you 
can to stop waste and extrava- 

gance. It is up to you to get bet- 
ter acquainted with your repre- 
sentatives in government so that 
they may become better ac- 
quainted with you and with your 
views. This is a right and duty of 
citizenship. 

“You should know too that the 
business atmosphere in the next 
few years may not be as unham- 
pered as you would like. Some of 
the campaign pledges will, if put 
into effect, call for allocations, limi- 
tations and business controls. A 
mandate has been given to put 
these into effect when, as and if 
needed. 

“Get. busy now to see how you 
can conform without too much 
expense and loss, and above all, 

get busy now to try and help di- 
rect these possible controls in a 
manner that will not be harmful 
to business.” 
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» Heavy Mortality Is Feared 
| Among New Dealers 


By Jim White 

| Associate Editor 
PONTIAC. -— Over one-fourth of 

the auto dealers who took on fran- 

|chises since 1942 will close their 

shops because of inability to oper- 

ate their places of business profit- 


_ |ably in a coming competitive mar- 





ket, J. Russell Eldridge, a Trenton 
(N. J:) Pontiac dealer for more 
than 25 years, declared here last 


.| week. 


MAN'S GOOD FRIEND—A group of Ger- 
man shepherd seeing-eye dogs and their blind 


masters were guests of honor at a_ recent 
San Francisco luncheon attended by 600 
Shriners and sponsored by George Daniels, 
Pontiac dealer. Daniels, who is prominently 
identified with the pooreuore dog project 
on the West Coast, donated for the occasion 
a Pontiac Streamliner sedan to be sold at 
dealer's list price with the proceeds going 
to Guide Dogs for the Blind, Inc. At the 
luncheon speakers’ table are Daniels (stand- 
ing) with "'Duchess'’ and her master, Willis 
Brown. Wearing fez is Oscar Kohthardt, 
Shrine presiding officer at the luncheon. 


The occasion was a forum of 
26 of Pontiac’s oldest dealers, all 
of whom have over 25 years’ ex- 
perience in the business, who 
attended a two-day discussion of 
dealer-factory problems with top- 
bracket officials, They also pre- 
viewed the 1949 Pontiac line. 

Eldridge declared that “many, 
many of the dealers” who have 
entered the business since 1942 just 
don’t know how to effectively 
handle their operation. 

“When the margin of profits is 
trimmed in the coming competitive 
period, easily one-fourth of those 
operations will close their doors 
because of too much red ink,” Eld- 


(Continued from Page 3) 


that any used-car purchase will 
give satisfactory performance. 

It was an outstanding letter, and 
I am sure Gibbons will be glad to 
send a copy to all dealers who 


write him direct. 
* * * 


Seek Cooperation 
Of Employes 
DEALER’S employes are val- 
uable assets to be utilized in 
overcoming the current crop of 
accusations against the trade. 
Many dealers have enlisted the co- 
operation of their co-workers. Fol- 
lowing is a text of a letter that 
has been used by dealers in ad- 
dressing their staff. Maybe you'll 


Olds Names 4 Region Chiefs 
In Reviving Old System 


LANSING. — Reestablishment of 
its prewar regional manager system 
for Oldsmobile’s nationwide sales 
organization was announced last 
week by D. E. Ralston, general 
sales manager. 


The appointment of four re- 





H. F. Banks F. Q. Murphy 

gional managers was revealed at 
Oldsmobile’s first postwar na- 
tional sales convention. Field 





BACK TO SCHOOL—Truck sales managers and truck specialists representing Chevrolet 
dealerships of the Flint region are attending a series of four-day sales training courses in 
Detroit, where they are given comprehensive instruction in all phases of Chevrolet operation 
in the truck market. Photo shows group of students series to lecture by M. D. Madora, 

a 


Flint region truck manager, who heads the school with a 


culty of zone truck managers 


and special guests. Upon the completion of each school members are presented certificates 
by H. E. Crawford, Flint regional manager. More than 200 men will have taken the special- 
ized training by the termination of the 1948 institute in December, 


representatives were advised of 
the changes at the opening meet- 
ing of the convention held at the 
ane grounds in Milford, 


Ralston named H. F. Banks, as- 
sistant sales manager, as manager 
of the central region with head- 
quarters in Detroit. Banks has 
served as assistant sales manager 
in charge of the eastern half of 
the U.S. 

F. Q. Murphy, zone manager in 
New York City, was appointed as- 
sistant sales manager in charge of 
the Atlantic region, with headquar- 
ters in New York. O. C. Farns- 
worth, formerly assistant zone 
manager in New York, assumes 
Murphy’s former post, Ralston said. 

C. A. Blake, zone manager in 
Chicago, becomes regional manager 
in the Midwest states, with head- 
quarters in Chicago. W. O. Lampe, 
assistant to L, F. Carlson, Oldsmo- 
bile’s general merchandising man- 
ager, has been named to succeed 
Blake. 

G. R. Jones, zone manager in 
Oakland, Calif.. was named Pa- 
cific Coast regional manager, with 
headquarters in Oakland. G. H. 
Natzel, now zone manager in Los 
Angeles, has been appointed as- 
sistant to Jones. V. H. Sutherlen, 





G. R. Jones C. A. Blake 


who has been serving as assistant 
zone manager in Los Angeles, 
assumes Natzel’s former duties. 

Russell Lesher, assistant sales 
manager in charge of sales in the 
western U. S., has been granted a 
temporary disability leave of ab- 
sence, Ralston announced, 


like the idea. You are welcome 
to it: 

| “The most valuable thing in this 
| business—more valuable than shop 
equipment, stocks of parts, new 
|and used cars, building and fur- 
nishing—is our reputation. 

| “Right now every automobile 
merchant is under the blight of 
suspicion because of the failure of 
a few operators to deal with abso- 
lute fairness in the matter of car 
deliveries and allowances. 

“Every individual working in 
our establishment, or connected 
with us in any way, should not 
only defend this organization 
against any unjust accusation or 
implication but should take the 
trouble to tell everybody who 
talks about it that here is an 
automobile dealership that oper- 
ates strictly on the level. 

“If you have any doubts about it, 
come into the office and let’s go 
over the record. Those of us who 
know the facts know that we are 
delivering our allotment of new 
ears fairly. Appraising used cars 
fairly. Reconditioning and selling 
used cars fairly. 

“We must make up for our cus- 
tomers’ disappointment by ener- 
getically endeavoring to _ serve 
more efficiently and by showing a 
sincere and friendly interest in 
their welfare. We must not let 
people get wrong ideas about us. 
This business, our jobs and our 
future depend upon the goodwill 
of those who deal with us. 

“Whenever the opportunity is 
present tell our customers, your 
friends, and your neighbors that 
we are honestly and efficiently do- 
ing our best to furnish the people 
of this community with good, safe, 
economical transportation. Our fu- 
ture depends upon how we treat 
people—and talk to people—now.” 


Wis. to Enforce 
Building Law 


MILWAUKEE.—Wisconsin’s mo- 
tor vehicle department commis- 
sioner, B. L. Marcus, has instituted 
a checkup of all car dealers’ ap- 
plying for 1949 dealers’ licenses. He 
has announced a decision to deny 
all licenses in which the building 
requirement is not met by appli- 
cants. 


Partial Refund 


Singleton Creditors to Get 


5 Percent Back 


CLEVELAND.—Creditors of John 
W. Singleton, the now imprisoned 
auto dealer of new-used car sales, 
will get a small fraction of their 
money back before Christmas, ac- 
cording to the attorney for the trus- 
tee in bankruptcy. 

Checks of 5 or 6 percent of the 
amounts claimed are soon to be 
mailed with another small percent- 
age dividend to be mailed out later 
when additional assets of the new- 
used car salesman are sold. 



























ridge said. “Many will fail simply 
because they will try to keep the 
money they’ve made instead of re- 
investing it into the business and 
learning the fundamentals.” 

Eldridge expressed an opinion 
shared by the other dealers. Price- 
class competition is already show- 
ing itself, they said, and will be 
back with a vengeance for many 
lines by autumn of 1949. 

L. W. Ward, Pontiac’s general 
sales manager, predicted that 
there will be “heavy reductions” 
in the number of dealers in the 
next 18 months. Eventually, how- 
ever, the competition will sepa- 
rate the men from the boys, 
profit-wise, Ward declared. 

The visiting dealers and this 
writer were treated to a “sneak- 
peek” at three models of the 1949 
line by Harry J. Klingler, general 
manager. 

Dealer approval was pronounced. 
Many declared the 1949 line will 
receive the finest public acceptance 
in Pontiac’s history. Interior re- 
finements and dashboard styling 
were especially praised. 

With introduction of the 1949 
line, Pontiac is setting into mo- 
tion a program to improve its 
dealers’ operations to meet the 
coming competitive market, Ward 
told the dealers. 

Pontiac’s business management 
department is not entirely satisfied 

with all its dealers’ operations, it 
was pointed out. Therefore, Ward 
said, Pontiac is setting its sights 
on a better dealer program to aid 
them in correcting practices that 
drain on profits and to increase 
potential for extra profits through 
service, accessory sales and other 
features. 


Obituaries 


Air Crash Kills 
Dealer Valenti, 
2 GM Aides 


JEFFERSON, N. H. (UTPS)— 
Three Lexington (Mass.) men, all 
prominent in the automobile indus- 
try, were killed when their plane 
crashed on Cherry mountain, 

The victims, who were on their 
way home from a weekend hunting 
trip, were: 

Fred Valenti, 40, Lexington auto- 
mobile dealer and pilot of the plane, 
who had been a pilot for 10 years; 
Donald W. Smith, 36, adjuster for 
Buick, and Virgil A. Jennings, 42, 
New England representative of 
Fisher Body. 

w + a 


Huguley Dies at 66; 


Dealer for 19 Years 

WEST PALM BEACH, Fla. — 
Services for Arthur W. Huguley, 66, 
president of East Coast Motors 
(Buick), were held here last 
Wednesday. He had been ill for 
several years, but had been active 
in his dealership, purchased in 1930. 

Mr. Huguley, born in Boston, was 
a captain of artillery in the first 
World war. The Buick dealership 
here was his first experience in the 
automobile business. Survivors in- 
clude his wife, Mrs. Grazia P. Hu- 
guley; a son, Arthur W., of Mt. 
Kisco, N. Y.; three grandchildren 
and a sister, Mrs. Alice Howes of 
Boston. 





Potter, 57, Dies; Spent 


40 Years in Auto Business 
KANSAS CITY, Kans. — Fay D. 
Potter, 57, owner of Potter Motors, 
Ine, (DeSoto), died Nov. 24 at his 
home here. He suffered a heart ail- 
ment and had been ill three weeks. 
Mr. Potter had been in the auto- 
motive business since he was 17. 
a i 


F. S. Welch, 69, Dies; 


Pioneer Auto Maker 

WATKINS LAKE, Mich. — Fred 
S. Welch, 69, died here of a heart 
attack Dec. 2. 

Mr. Welch and his late brother, 
Albert, founded the Welch Motor 
Car Co. in Pontiac in 1911, which 
was absorbed by what later became 
General Motors Corp. 

s ” ao 


Harry B, Burr 
DETROIT.—Harry B. Burr, local manu- 
facturers’ agent, was killed Dec, 1 in an 
auto accident near Howell, Mich. Mr, Burr 
was a member of the Detroit Boosters club 
- the Automotive Affiliated Representa- 
' tives, 
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OOK this eye-filling smoothie 
over—and make note of the 


happy news: 


It’s the Buick Super for 1949— 
and it’s available in any of four 
body types, with that sensational 
engineering triumph, Dynaflow 
Drive.* 


Now this sprightly stepper, too, 
has the drive in which oil does it 
all—as the climax of a long list 
of fresh features that make this 
the smashing buy of the season. 


‘There’s room, for instance — 
from gracious interiors where 
even the super-soft seats add 
space for hats and hairdos. 


There’s a view—and what a view! 
—from big, broad, full-curved 
windshields, narrower corner 


, 4 
Anica? 


posts, one-piece rear windows — 
22% more glass area in 4-door 
Sedans. 


There are doors that swing wider 
and with less effort on freshly 
styled interiors —a power plant 
big enough and eager enough to 
keep measure with any adven- 
ture-appetite. 


And there’s the soft sure-footed- 
ness of low-pressure tires. The 
extra safety and comfort of extra- 
wide rims. The fluent stride of 
all-coil springing — silky engine 
smoothness from Buick’s exclu- 
sive Hi-Poised engine mountings. 


A smoothie? This Super cer- 
tainly is. On every score from 
its boldly fashioned grille and 
chrome-ringed VentiPorts to 
smoothly streamlined taillights 


tStandard on ROADMASTER, optional at extra cost on SUPER models. 


the rest. 


When Better Automobiles Are Built BUICK Will Build Them 


Oil does it all in Dynaflow Drive 


There's no clutch pedal in Dynaflow Drive. And no 
gears that shift. Instead, the engine makes oil whirl 
in this drum. And it whirls in such a unique and special 
way that whatever kind of power you need — for 
starting, climbing, accelerating, cruising — is instantly 
delivered to the rear wheels. You just set a lever, 
press the gas treadle—and the power plant does 


re 
Te A 


and graceful, contoured bumpers. 


Even the price tags are some- 
thing to get excited about. 


So when folks look them over— 
see what they cover — match 
them against the field—they head 
straight for the nearest Buick 
dealer to get a firm order in! 


BUICK piviston of GENERAL MOTORS 


BUICK alone 
has all these features 


Silk-smooth DYNAFLOW DRIVE* + FULL-VIEW 
VISION from enlarged glass area * SWING-EASY 
DOORS and easy access * “LIVING SPACE” INTE- 
RIORS with Deep-Cradle cushions * Buoyant-riding 
QUADRUFLEX COIL SPRINGING « Lively FIRE- 
BALL STRAIGHT-EIGHT POWER on HI-POISED 
ENGINE MOUNTINGS «+ Cruiser-Line VENTI- 
PORTS (Super and Roadmaster) * Low-pressure 
tires on SAFETY-RIDE RIMS +» DUREX BEARINGS, 
main and connecting rods * Ten smart models 
featuring BODY BY FISHER «+ Plus Sound-Sorber 
Top Lining (Super and Roadmaster closed models), 
Road-Rite Balance, Duomatic Spark Advance, 
Contoured Bumpers, StepOn Parking Brake, 
Permi-Firm Steering, Hideaway Hood Latches 
(Super and Roadmaster), Shielded Ignition. 


# Standard on ROADMASTER, 
t PER models 


xtra st ons 


re 
CLEARLY THAN ales 














White sidewoll tires, 
as illustrated, 
available at extra cost. 





























Tune in 
HENRY J. TAYLOR, 
Mutual Network, 
Mondays and Fridays 












s 
More Space Added... 
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Exhibitors at NADA 
Already Doubled 


(Continued from Page 1) 


highway safety, and displays from 
the Redwood Assn. of California 
and from the California Automobile 
Club. 
* + * 
IGHWAY SAFETY will be the 
theme of the meeting, with a 
clinic devoted to this subject. Ly- 
man Slack will be moderator, with 
all of the adjacent state chairmen 
taking part. One of the main speak- 
ers of the meeting will be Franklin 
Kreml, director of the traffic insti- 
tute, Northwestern University, who 
is considered one of the nation’s 
outstanding authorities on safety. 
Among the manufacturers of shop 
equipment, tools and sales aids that 
have already been assigned space in 
the 1949 equipment exhibition are: 
Ammeco Tools, Inc., Los An- 
geles; Arndt Palmer Lab., Melvin- 
dale, Mich.; A ive News, 
Detroit; Autonews, Los Angeles; 
Balcrank, Inc., Cincinnati; Bank 
of America, San Francisco; Bar- 
rett Equipment Co., St. Louis; 
Black & Decker Mfg. Co., Tow- 
son, Md.; F. E, Brady Products, 
Muncie, Ind.; Breuer Elec. Mfg. 
Co., Chicago; Burroughs Adding 
Machine Co., Detroit. 
Cedar Rapids Eng. Co., Cedar 
Rapids, Ia.; Choldun Mfg. Co., New 
York; Cincinnati Equip. Sales Co., 
Cincinnati; Coats Loaders & Stack- 
ers, Inc., Fort Dodge, Ia.; Comfort 
Spec. Co., St. Louis; Corbett-Veek 
Co., Portland, Ore.; DeVilbiss Co., 
Toledo; Dixie Machine Tool Co., 


Ford and Dealers 
Set Ad Parley 
For Thursday 


DEARBORN.—The annual meet- 
ing of Ford Dealer Advertising 
committee chairmen will be held 
in Dearborn on Dec, 9, it was an- 
nounced last week by B. R. Donald- 
son, Ford advertising manager. 


Thirty-three dealers, representing 
each of Ford’s districts in the na- 
tion, will attend the one-day session 
to discuss advertising plans for next 
year with company officials. 

A regularly-scheduled meeting of 
the six regional managers of the 
company will also be held this 
week, Ford said. 

Dealers attending the advertising 
session will be: 

R. L. Wade, Harold W. Athoe, 
S. P. Alexander, T. P. Lowry, James 
O. Hills, I, R. Hicks, Joe DeMarsh, 
W. B. Strange, D. D. Harris, R. G. 
Stovall, E. B. Dunn, Lester A. 
Olson, J. Frank Stampp, William 
Brown, G. M. Holtsinger, A. D. Rayl, 
P. H. Johnston. 

Also, Turner A. Summers sr., J. 
C. Johnson, Harold Hornburg, 
George W. Bohn, George W. Pat- 
terson, R. Leslie Brown, Fred Jones, 
W. T. Mahoney, H. N. Toohey, 
James G. Paps, Adolph Roeper, 

aul D. Vincent, H. E Majer, A. 
W. Howard, E. W. Boyer and Rob- 
ert L. Lewis. 








FOR SAFER DRIVING—Boley Motor Sales, | 
vuneet with a 1949 Pi 


the Salem school depa 


controls for use in training students. Keys were turned over by Boley 


nc. (PI 


Cincinnati: Doyle Vacuum Cleaner, 
Grand Rapids, Mich.; Evans Ream- 
er & Mach., New Lexington, O.; 





Executone, Inc., New York; Gray 


Co., Inc., Minneapolis; Globe Hoist 
Co., Philadelphia. 

H & H Prod. Mfg., Los Angeles; 
Harley-Davidson, Milwaukee; * Er- 
nest Holmes Co., Chattanooga, 
Tenn.; Hulbert Mfg. Co., Ashtabula, 
O.; Ingersoll-Rand Co., New York; 
Inter Communication System of 
America, Chicago; Kent Moore Org., 
Inc., Detroit; Lincoln Eng. Co., St. 
Louis; Litho-Paint Poster Co., Chi- 
cago; Manzel, Inc., Buffalo; Miller 
Mfg. Co., Detroit; National Cash 
Register, Dayton; Norick Brothers, 
Oklahoma City. 


* * * 


a Pennzoil Co., Oil City, Pa.; 
Petersen Welding Lab., Kansas 
City; Pressure Castings Co., Holly- 
wood, Calif.; Reynolds & Reynolds, 
Dayton, O.; Rotary Lift Co., Mem- 
phis; Ruger Equip. Co., Portland, 
Ore.; S & D Eng. Co., Glendale, 
Calif.; H. C. Schildmeier Co., In- 
dianapolis; Stemac Co., Denver, 
Colo.; Schwabacher-Frey Co., San 
Francisco; Shaw & Slavsky, Inc., 
Detroit; Sparks- Withington Co., 
Jackson, Mich.; Star Mach, & Tool 
Co., Minneapolis; Sun Elec. Corp., 
Chicago; Universal Underwriters, 
Kansas City; Van Houten-Rankins, 
Detroit; Weaver Mfg. Co., Spring- 
field, Ill.; “X” Laboratories, Inc., 
New York. 

Century Products Co., Detroit; 
Clayton Mfg. Co., El Monte, Calif. ; 
Heyer Products, Belleville, N. J.; 
Remington Rand, Inc., New York; 
Service Station Equip., Los An- 
geles; J. O. Stephenson Fdry. & 
Mfg. Co., Detroit; Swenson Eng. 
Co., Detroit; Underwood Corp., 
New York; Great Lakes Steel 
Corp., Stran Steel Division, De- 
troit. 

Bay Mfg. Co., Torrance, Calif.; 
B & B Mfg. Co., Oakland, Calif.; 
Bachman & Baxter, Los Angeles; 
Curtis Pneumatic Mach. Division, 
Curtis Mfg. Co., St. Louis; Illumi- 
nating Display Co., San Francisco; 
Malsbary Mfg. Co., Oakland, Calif.; 
Modern Enterprise, Portland, Ore.; 
R. N. Nason & Co., San Francisco; 
Tac Rachet Wrench, San Fran- 
cisco; Vixen Spark Plug Cleaner 
Co., Los Angeles; The John E. Wolf 
Co., Oklahoma City; K. R. Wilson 
Co., Buffalo. 


Fluid at 60 Below 
Claimed for Oil 


LOS ANGELES.—An auto motor 
oil, which it is claimed will remain 
fluid in temperatures down to 60 
degrees below zero, was announced 
last week by MacMillan Petroleum 
Co. L. L. Rebber, the firm’s direc- 
tor of research, said the oil is forti- 
fied against oxidation, foaming and 
varnish while retaining film 
strength and penetrating qualities. 

He added that company tests 
showed little ring or bearing wear, 
very light carbon sludge and nor- 
mal oil consumption. 


Dodge), Salem, Mass., presented 
four-door sedan ulpped with dual 


ymo' 
erce, president of 


the dealership, to Miss Mary E. Hanify, who is said to be the only woman in Massachu- 


setts, if not in New England, who is actually conductin 
supervisor 


schools. Left fo right: Eugene J. Fanning, 
vehicles of Massachusetts; Chester R. > 
Carbone, superintendent of schools; Miss 


Automebile Dealers Assn., Inc. 


driver training courses in the high 


driver education, registry of motor 
nold, principal of the senior high school; Peter 
Hanify; Pierce; James Ward, o 


the i f 
motor vehicles, and William A, Piunkett, executive vicepresident of rdssachuretie ate 


FATHER AND SON—This perfect scale model of a 
by James R. Miller, Cadillac distributor at Montevideo, Uruguay, for his young son. Th 


replica is powered by a !2-horse, rear-housed engine, can attain 


at 2,000 pesos. 


Record ASI Show Opens 


1947 Cadillac convertible was built 


With 528 Exhibitors 


(Continued from Page 1) 


showed that this ASI show con- 
tains 528 exhibitors utilizing 
1,448 booths with a total of more 
than 176,000 square feet of space 
in both wings of the mile-long 
structure. 


By comparison, the 1947 show 
had 486 exhibitors who occupied 
1,327 booths and 172,738 square feet 
of space. 

+ + e 

TS ABILITY to accommodate 

the 42 additional exhibitors has 
been due to two factors: Voluntary 
action of some companies in ac- 
cepting slightly smaller space so 
that more applicants, who other- 
wise would be crowded out, could 
be admitted, and the plussage of 
space and booths within the con- 
fines of Navy Pier. 

The size of this week’s show can 
be even better appreciated by con- 
trasting it with the first one, held 
29 years ago under auspices of the 
Automotive Equipment Assn. That 
show attracted a mere 143 exhibi- 
tors who took 170 booths totaling 
18,374 square feet of floor space. 

Staged by the joint operating 
committee of the Motor & Equip- 
ment Manufacturers Assn., Mo- 
tor & Equipment Wholesalers 
Assn. and National Standard 
Parts Assn., this ASI show is 
also certain to score heavily on 
the attendance front. 

In this respect, the mark to sur- 
pass was hung up a year ago at 
19,888 registered, and those in 
charge expect it to be topped by 
closing day Friday (Dec. 10). They 
base their prediction upon the 
number of applications for cre- 
dentials in advance of opening day. 

* a * 


OME idea of the smoothness 


_|“™ and efficiency back of this en- 


terprise may be obtained from 
these two facts: 

1, A new plan for handling the 
crowds has been adopted with the 
objective of eliminating congestion 
and waiting at the registration 
desks. Qualified firms were notified 
last July to send in names of elig- 
ibles in their organizations. In re- 
turn, they were mailed registra- 
tion cards and badge inserts to be 
exchanged upon arrival here for 
badge folders and strips of admis- 
sion tickets. 

Those arriving early for the 
NSPA and MEWA conventions 
at the Sherman and Stevens ho- 
tels, respectively, found registra- 
tion clerks on hand Friday, Sat- 
urday and Sunday to make the 
exchanges. Starting today (Mon- 
day), the scene of this activity 
shifted to Navy Pier, where cre- 
dentials were also handled on 
the two preceding days. 

Since registered mail was used 
in sending out the original regis- 
tration cards and badge inserts 
during the past several months, a 
charge of 25 cents per name was 
made for those taken care of. And 
woe to those who lose their cre- 
dentials this week. 

Replacements will cost $2 a per- 
son. Even more woe to those 
caught loaning their credentials, 
because that means depriving 


Record Attendance Seen 


For Accessories Show 

PHILADELPHIA.—Invitation re- 
quests indicate a record attendance 
at the Automotive Accessories Man- 
ufacturers Assn. exposition, Feb. 
7-11, at the Grand Central Palace 
in New York, says Herman Erlich- 
man, exposition manager. 


them of the right to attend the 
show. 

2. In the spirit of preparedness 
and to avoid a last minute rush, 
Coffman reported a week before 
opening day that one-half of the 
show, installations and all, had 
been placed, with the remaining 
ones in readiness to greet visitors 
at weekend, two days ahead of 
the inaugural. 

* + * 

As FOR exhibitors, they consti- 

tute a veritable “blue book” 
of the billion dollar after-market 
industry. Arranged for the edifica- 
tion and enlightenment of buyers 
is every item imaginable in the 
realms of replacement parts, ac- 
cessories, shop equipment and 
other products, with the manufac- 
turers competing to prove theirs 
the best and springing many new 
and ingenious items to take care 
of the 1949 demand. 

There is optimism among whole- 
salers and manufacturers alike 
that the coming year should bring 
a larger dollar volume than 1948. 
Both groups, however, take noth- 
ing for granted. Instead, they are 
determined to battle vigorously for 
business along selling and adver- 
tising lines. 

The MEWA and NSPA con- 
ventions wound up Saturday, 
each running two days, so that 
jobber members may devote all 
this week to inspecting and plac- 
ing orders for the parts, acces- 
sories and equipment on display 
from 9 am. to 5 p.m. daily. 
Wholesaler members have the 
entire week set aside for them, 
while non-members and other 
guests will also be admitted on 
the final two days. 

Sunday’s schedule included the 
MEWA presidents’ reception at the 
Stevens; the Distributors Institute 
get-together at the LaSalle, and 
the Automotive Old Timers ban- 
quet at the Sherman. 

On the Monday program will be 
a cocktail party given by the joint 
operating committee and the Auto- 
motive Advertisers Council at the 
LaSalle; the TBA (tire, battery, 
accessory) group meeting at the 
Stevens; the NSPA silver anniver- 
sary banquet, and Automotive 
Booster club dinner at the Sher- 
man. 

* + * 
ex TBA group will conclude its 
two-day meeting Tuesday after- 
noon, and the major evening event 
will be the MEMA reception and 
annual members’ dinner at the 
Drake. 

Wednesday’s function will be the 
Overseas Automotive club recep- 
tion and banquet at the LaSalle, 
with plans made for a turnout of 
nearly 300 here for the ASI show. 

The Automotive Affiliated Repre- 


ig ~~ | Ford Promotes 






e 
m.p.h. Cost is estimated 







Burdette, Three 


|Others in Sales 


DEARBORN.—Promotion of four 
Ford sales officials is announced 
by Vice-President J. R. Davis. 

Donald C. Burdette, assistant 
manager of the Central region, with 
offices in Detroit, has been pro- 
moted to parts sales manager to 
serve under Henry M. Strout, man- 
ager of the Ford parts and acces- 
sories sales department. 

John F. Connors, previously man- 
ager of the Washington (D. C.) 
sales district, succeeds Strout as 
manager of the Somerville (Mass.) 
district, one of the largest in the 
Ford organization in population and 
sales potential. 

Howard W. Cook, who has been 
assistant manager in the Washing- 
ton district, has been promoted to 
succeed Connors. 

R. H. East, formerly manager of 
the parts and accessories sales de- 
partment of the Southeast region, 
with offices in Chester, Pa., has 
been appointed district sales man- 
ager in Atlanta. He replaces R. J. 
Burke, who is resigning to become 
a Ford dealer. 

Burdette joined Ford at Louis- 
ville in 1933. He held several re- 
sponsible sales positions before be- 
ing transferred to the Central 
region in 1947 as parts and service 
manager. He was appointed assist- 
ant regional manager in January, 
1948. 


Toledo Steel 
Holds Parley 


TOLEDO. — A week-long confer- 
ence at which Toledo Steel Products 
Co. outlined its 1949 sales and ad- 
vertising plans to representatives 
from all parts of the country ended 
here last week. Joe E. Adams, vice- 
president, revealed that the main 
subject of discussion was the com- 
pany’s newly introduced Vitameter, 
an alcohol-water-injection device 
for use on automobile engines. 

The device, which Toledo Steel 
has already marketed in Columbus, 
is said to reduce greatly gasoline 
consumption. Other new products 
under discussion included a sodium- 
cooled valve line; rotocap valve ro- 
tator, and a copper-plated hi-brinell 
cylinder sleeve. 


New Tire Announced 


By Mohawk Rubber 

AKRON.—Newest addition to the 
line of tires developed and produced 
by Mohawk Rubber Co. here is a 
special passenger-car tire, desig- 
nated the TP Chief. 

Tread of the tire is comprised of 
deep knobs for sure traction in 
snow and slush, plus a row of L- 
shaped knobs, set at opposite angles, 
to prevent skidding, the company 
said. It is available in conventional 
and low-pressure sizes. 


sentatives will take over Thursday 
by holding a meeting, beginning at 
3 p.m., followed by their banquet 
in the evening at the Sheraton. 

Further to make sure that 
there will be no dull moments 
after show hours each day, many 
of the exhibitors wil) hold “open 
house” in their hotel head- 
quarters. 

A complete report on proceed- 
ings of the NSPA and MEWA con- 
ventions, held too late for cover- 
age in this issue, will be made in 
the next issue of Automotive News. 

It was agreed at both conven- 
tions that the coming year prom- 
ises greater merchandising efforts 
in the industry and intensive work 
among wholesalers to insure effi- 
cient business management and re- 
sultant profits from such efforts. 








TO COST $200,000—Artist sketch of new building for Herrick Motors, Inc., new Los Angeles 


DeSoto-Plymouth dealers. 
and 43rd St. in Los Angeles. 
vac will be spent for equipment. 


M 


D. M. 
acific Coast regional manager for the DeSot 


company. 


Construction of the headquarters is under way at Crenshaw 
More than $165,000 is being expended in its construction. 


ivd. 
About 


Herrick, who recently resigned his position as 
10 division of Chrysler Corp., is president of the 





Double Safety Assured — This is an intentional roll-over test at 
GM's Proving Ground. To the safety of greater visibility from 
wider windshields is added the safety of stronger body struc- 
ture, as proved by the searching tests at the Proving Ground. 








In Styling, Headroom and Comfort Come First — 

Even in the early stages, GM design engineers carefully 
check interiors down to the last inch to insure spacious- 

rT. ness in all ways. 
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‘I'he bounty of new developments in the 1949 General Motors cars has grown 
from years of exploration into new materials and methods. 


, And so you will enjoy features in these new automobiles that were undreamed of not too long ago. 


n- Some you'll see at a glance—sparkling but sound styling, greater comfort, better visibility. 
ts Others, like longer-lasting metals, you'll appreciate after thousands of trouble-free miles. 








seeking the secret of extra hardness. Out of this test, to determine the hardening power 
of steels, has come a better way of putting even longer life into parts for ‘49 models. 


Key tO constant progress 


a f ; To Make Cars More Durable — GM ceaselessly studies the very heart of all metals, 


e All will be the results of vears of studv by GM research—of improvements developed by alert engineering 


—and of careful production planning. 


‘Together, thev add up to the fact that any GM car for 1949 
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will prove a better value than ever before. 





“MORE AND BETTER THINGS FOR MORE PEOPLE” 
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° CHEVROLET + PONTIAC ¢ OLDSMOBILE + BUICK + CADILLAC + BODY BY FISHER - 


On the air: HENRY J. TAYLOR, Monday and Friday evenings, over more than 450 Mutual stations, coast to coast. Hear him! 


{ 





ENERAL MOTORS 


GMC TRUCK 


& COACH 





10 Pee poet ocak ie : AUTOMOTIVE NEWS, DECEMBER 6, 1948 _ 


AUTOMOTIVE WASHINGTON 
Some ‘Case Histories’ 


Used in House Probe 


By William Ullman 

Washington Correspondent 
= the initial public hearings of the House sub- 
committee on questionable trade practices in the retail 
motor car field, Committee Counsel John Reddan gave to 
the press “case histories’ of some of the complaints which 


ed. Another man complained that | 
the dealer to whom he traded in| | ee 
his 1941 Buick for a new Olds- 
mobile deducted $350 from the 
$1,000 allowance to put the car in 
condition to meet 
the dealer’s war- 
ranty standards. 
The accessories 
saddled on an- 
other buyer of a 
new Hudson read 
almost like a 
fairy story and it 
would be funny 
except that the 
buyer was clipped 










William Uliman 
gave rise to the investigation in the first place and later! which he described as “mostly use- 


strange gadgets | devoted to service and 1,743 to parts. 


prompted the hearings re-®*—— aan, 

: |the fact that both he and 
ported in AUTOMOTIVE NEWS. wife are unable to hear, the deal- 
Here are a few of them: 

One case was that of a teacher | forced them to take a radio as|and one hydraulic jack, $15, Then 
at a school for the deaf. Despite | an accessory, the couple report-| there was a $20 charge for “condi- 


his less.” These included one Kleenex 
dispenser, $3.50; one electric razor, 











Centermount 



















Emergency 
and Parking Bendix* 
Brake for Automatic Clutch 
Buses and Trucks and Gear Shift 


Control Systems 















Bendix Brakes 







for Trucks, 
Bendix Hydraulic Tractors, Buses 
Power Steering and Passenger 





Cars 









ao 







Bendix 










B-K* Power Vacuum-Power 
Braking System Gear Shifter 
for Cargo 






Trailers 





From Half-Tonner to Highway Giant 


HYDROVAC* 


the World's Most Versatile Power Brake! 







More truck capacities and types are served by Bendix 
Hydrovac power braking than by all other power 
brakes combined! This versatility actually /owers the 
cost of Bendix power braking because it has resulted 
in such widespread usage and quantity production. 
Regardless of size, therefore, every truck you make or 
own can be Hydrovac-equipped at a price in line 
with the truck’s original cost—an exclusive Hydrovac 
advantage! Contact the factory for specific information. 

*REG. U.S. PAT. OFF. 


for some $600 for! owned and operated by H. E. Rundell, has 7, 


tioning” so the buyer could run the 
car off the showroom floor and 
er who sold them a 1949 Ford|$29; two manual auto jacks, $9.95, | $6.75 for a “hydro-tone” (wash job). 


Other gadgets and extras paid | $62.10; 
for by this buyer, according to | wheel trim rings, 














IN ABERDEEN, WASH.—The new dealer putea. of Rundell Motors (Nash). The building, 


feet of floor space, of which 3,850 is 


the itemized list submitted to the 
subcommittee, numbered: 

Two-tone paint, $15.21; oil bath 
air cleaner, $5.25; weather control, 
airfoam cushions, $26.23; 
$12.50; deluxe 
steering wheel, $19.41; vacuum 
booster pump, $7.87; electric clock, 
$15.74; bumper guards, $12.59; drop 
light, $6. 

Also, a tool kit for $150; a bat- 
tery filler, $10.95; oil filter, $25; 
magnalight, $3.95; rear vision mir- 
rors, $9.50; windshield washer, 
$13.25; compass, $5.95; spare tire 
connection, $3. 

Also, a hand pump, $2.50; a pol- 
ish package, $25; gas lock cap, 
$3.05; two steering knobs, $2.50; fog 
lights, $20; fire extinguisher, $13.90; 
backup light, $11.35; gas filter, 
$5.10; license plate frames, $3.60; 
three magnetic drain plugs, $1.95. 


Also, three courtesy lights, $15; 
battery charger, $17.75; flashlight, 
$2; seat covers, $75.90; radio, $89.13; 
cigarette lighter, $3.75; vanity mir- 
ror, $2.25; glare-proof mirror, $4.25, 
and last, a tail pipe, $3. 

Another complainant sent to the 
subcommittee a letter received re- 
cently from a Plymouth dealer 
whom he had approached about 
buying a new car. The would-be 
buyer said he received a form let- 
ter from the dealer which said 
in part: 

“A cash deposit of $100 is re- 
quired with no commitments as 
to time of delivery—no prom- 
ises, no guesses!” 

A veteran at the Bethesda medi- 
cal center reported he was allowed 
$250 for his old car on a $2,350 
Studebaker. His tradein auto was 
bought by the head mechanic of 
the firm from the dealership for 
$650 for his own use, the GI said. 
He added the new car also carried 
$500 in extra accessories. 

* * + 
Taft-Hartley Friends 
Wrae the Republican - spon- 

sored labor-management law 
from the statute books, which be- 
came one of the hottest issues of 
the recent campaign, obviously is 
high up on the list of legislative 
action which President Truman 
will propose to the 81st Congress. 

But, though the new Congress 
will be numerically in the hands 
of the Democrats, any assault on 
the Taft-Hartley act by labor, or 
any attempt by the administration 
to put it into the discard, is not 
going to be easy, for the legisla- 
tion will have a lot of friends on 
Capitol Hill. 

It is no secret that the Re- 
publicans intend to put forth 
every effort to prevent emascula- 
tion or outright repeal. In this 
the GOP leaders are looking for 
some help from _ conservative 
Democrats when the issue comes 
ap for a vote. It is almost cer- 
tain they will accept some broad 
amendments in order to forestall 
complete repeal. 

At this early date, no one is pre- 
Jared to estimate how far the 
arty which will become the mi- 
nority on Jan. 3 would be willing 
to go in accepting amendments to 
the act, but indications are they 
might agree on some _ extensive 
modifications in order to insure its 


retention. 
a of 4 


Profits Too High? 


Yetta the next 10 days, a sub- 
committee on profits of the 
joint Senate-House committee on 
the economic report will hold hear- 
ings to find out whether corporate 
profits are too high and, if so, what 
should be done about it. Senator 
Flanders, Vermont Republican, 
chairman of the group, said he 
thought the inquiry was indispens- 
able to any intelligent action by 
the 8ist Congress on legislation 
affecting business. 
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“That’s One For Ripley” Unique 
Promotion for Auto-Lite “Sta-ful” 


TOLEDO, OHIO—“That’s one for 
Ripley'” 

At least, so thought the Auto- 
Lite Battery Corp. referring to its 
“Sta-ful” Battery which needs 
water but 3 times a year in nor- 
mal car use. 

Te illustrate the point, a large 
water tumbler was secured—one 





that held slightly more than 14 oz. 
of water. That’s the amount of 
liquid reserve above the plates of 
an Auto-Lite “Sta-ful” Battery as 
compared with an ordinary battery. 

On one side of the glass is a 
shield showing the Auto-Lite “‘Sta- 
ful” Battery and on the other is a 


_ ADVERTISEMENT 


ley signature reading, “This glass 
filled to the top shows how much 
more liquid reserve you get in an 
Auto-Lite “Sta-ful” Battery as 
compared to an ordinary battery. 
That’s why “Sta-ful’’ needs water 
only 3 times a year in normal car 
use.” 

More than 100,000 of these “Be- 
lieve It Or Not” water tumblers 
are being sent to Auto-Lite Bat- 
tery jobbers, dealers and prospects 
from coast to coast. Considered to 


certification over the famous Rip-| be one of the most unusual pro- 





id dl. be 


Batteries also look alike, but Auto-Lite Sta-ful Batteries 





O MATTER how much batteries look alike, score yourself 


ail s 


100% when you pick Auto-Lite “‘Sta-ful’’, the battery 


that needs water only 3 times a year in normal car use. 


And you are 100&% right if you picked the girl at the 
right as Bette Davis, starring in “June Bride”, a Warner 
Bros. production. The girl at the left is Mrs. Edythe Diehl, 
of Midvale, New Jersey, who was born in the same 


VU tee 8 bp es 





Which is really Bette Davis ? 


only Fined 
MY Yl 


IN NORMAL CAR USc 


year and on the same day of the month as Bette Davis. 


So if batteries look alike, be wise—get the advantages 
of extra plates and fibre-glass insulation an Auto-Lite 
“Sta-ful"’ gives you. Money cannot buy a better battery. 


AUTO-LITE BATTERY CORPORATION 
Toledo 1 


motion programs developed, it is 
but one example of the many 
powerful sales advantages offered 
to Auto-Lite “Sta-ful” Battery 
jobbers and dealers. 
Featured on ‘“Suspense!”, the 
popular Auto-Lite radio program 
broadcast every Thursday at 9:00 
p.m. E.S.T. over 160 CBS stations, 
news of the Auto-Lite ‘“Sta-ful” 
reaches car owners regularly in 
every part of the country. This 
effective selling is reinforced by 


powerful advertisements appear- 
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ing in “Saturday Evening Post’, 
“Collier’s”, “Look”, magazine and 
rotogravure sections of 58 great 
Sunday newspapers and by adver- 
tisements in leading farm publi- 
cations such as “Farm Journal”, 
“Country Gentleman”, “Progres- 
sive Farmer”, “Successful Farm- 
ing’, “Rural Gravure” and “Cali- 
fornia Farmer”. 

Other promotion material is 
available to help dealers take full 
advantage of this powerful Auto- 
Lite “Sta-ful” selling opportunity. 











Plates ot lef 
t or 
ept fully covered 
bi ouse of the 
Pig liquid reserve 
in the AUTO.LITE 
Sta-fyl’’ Battery 















A large . 
of plates at right 


TUNE IN THE AUTO-LITE RADIO SHOW "'SUSPENSE!,’’...RADIO ADVENTURE AT ITS GREATEST...THURSDAYS, 9:00 P.M., E.S.T. ON CBS 
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MacDonald Gets Beecroft .. . 


Modern Roads Called 
Biggest Safety Hope 


WASHINGTON. — Public Roads 
Commissioner Thomas H, MacDon- 
ald declared in the second annual 
Beecroft memorial lecture here last 
week that the rebuilding of the 
highway system to modern stand- 
ards also would contribute more 
than any other factor to a perma- 
nent reduction of the traffic acci- 
dent toll in the U.S. 

The improvement in safety, he 
said, will come through the use of 
modern design in highways, based 
upon facts now available on the 
performance of vehicle operators. 

“Human behavior at the wheel, 


tant criterion for highway design,” 

the commissioner said. 

MacDonald was presented with 
the Beecroft memorial safety award 
by the Society of Automotive Engi- 
neers. The award acclaims Mac- 





Donald’s contributions to the cause 
of traffic safety. 

Pyke Johnson, president of the 
Automotive Safety Foundation, 
made the presentation at a dinner. 
Present as honor guest was Paul 
Hoffman, now ECA administrator 
and last year’s award winner. 

MacDonald pointed out that the 
fatality rate on modern expressways 
is substantially below that on roads 
of earlier design. The expressways 
also provide much greater capacity 
for movement of vehicles, he added. 

A long-range highway improve- 
ment program is, he said, funda- 
mental to the traffic safety move- 
ment, 

Referring specifically to the 
engineering surveys of road and 
street needs which have been 
made in several of the states, 
with the technical assistance of 
ASF, MacDonald said that they 


are “maturing into long-range 
plans designed to serve both eco- 
nomic needs and safety of use.” 


Among principal hazards of exist- 
ing roadways, MacDonald listed 
under-capacity for the traffic load; 
inadequate shoulders; dangerous 
curvature; inadequate sight dis- 
tance; narrow lanes; congested road 
intersections, and railroad-highway 
crossings at grade. 

Nearly half of all rural highways 
carrying 1,000 or more vehicles per 
day are now less than 20 feet wide, 
he said. With one vehicle disabled 
on the average for every 20,000 ve- 
hicle miles of travel, wide shoul- 
ders and the removal of obstacles 
from the side of the pavement are 
of major importance, he continued. 

“Safe vehicle performance de- 
pends to a greater degree upon 
adequate, well-maintained brakes 
than on any other single element of 
vehicle design,” MacDonald said, 
urging a more stringent enforce- 
ment policy on brake maintenance. 

Better driver vision of the right- 
hand edge of the road also was sug- 
gested, together with “protective 
bumpers, front and rear, capable of 
absorbing shock, in place of expen- 
sive grillage.” 

Noting the constantly higher 
Sa of commercial vehicles 

n 








SOON TO BE LARGER—Horan and Paul (Kaiser-Frazer), Jamestown, N. Y., have let con- 
tracts for the construction of a service garage on the back of their present dealership 


building, according to partner Al J. Horan. 


said that wherever possible in ex- | product of the past one-third cen- 


isting roads, and in every case 
where a route is designed for 
mass transit, facilities should be 
provided for loading and unload- 
ing off the main line of move- 
ment, Loading bays and termi- 
nals for trucks, if efficiently de- 
signed, serve a similar purpose, 
he said, particularly in the cen- 
ters of metropolitan areas. 

“Our principally used street and 


the traffic stream, MacDonald | highway systems are largely the 





Help your filter service sell oil changes! 





], DIRTY OIL is often a sign of a worn 
or defective filter cartridge. Chang- 
ing the cartridge is an easy, profit- 


able job. 





4, AND .. . LET big displays of oil in 
cans help sell oil changes for you. 
Put ’em next to the driveway where 
customers are sure to see them. 








of oil they asked 


2, SLUDGY OIL on the stick is a con- 
vincing exhibit to customers and 
offers the chance to say, “‘Better let 

me check the filter.’ 


5, YOUR CUSTOMERS trust canned 
oil. The container tells them .. . 
they’re getting the brand and grade 








for. 






QUICK, EASY WAY TO GIVE SERVICE 


1. Greet customer; take order 

2. Deliver gas; wipe rear window 
3. Clean windshield, passenger side 
4. Check oil and water 


5. Clean windshield, driver's side; 
collect 





3, CLEANING the “breather cap” and 
inserting new cartridge are ‘“‘quick”’ 
jobs and make it easy to suggest 
new crank case oil. 


6, OIL IN CANS increases turnover... ; 
eliminates breakage . . 
keepaneater, moreattractive station. 


. helps you 





CANNED OIL IS GRAND OIL FOR PROFITS 


AMERICAN CAN COMPANY (Canco) New York * Chicago « San Francisco 


tury,” he said. “Most of the im- 
proved mileage has been built un- 
der public pressures, and legislative 
edict, to stretch the dollars over 
maximum lengths, 

“We have now reached the point 
in our knowledge of the manner in 
which highways are used .. . to cor- 
relate driver behavior under pre- 
vailing traffic conditions with the 
geometric details of highway de- 
sign. The degree to which the cri- 
teria so determined are accepted 
and intelligently applied ... will 
determine the degree of safe effi- 
ciency of our future highways.” 


FBI Breaks Up 
Car Theft Ring 
In Kentucky 


PADUCAH, Ky.—Eighteen of the 
20 members of the largest automo- 
bile-theft ring ever uncovered in 
western Kentucky have been con- 
victed, it was revealed here by 
the FBI. 

The ring stole 80 automobiles in 
lower western Kentucky in the last 
two years, changed the serial num- 
bers and sold them in five states, 
according to the FBI. 

Three of the 18 convicted thieves 
received probated sentences while 
15 were given jail terms. One 
alleged member of the ring, Roy 
Snyder, is still at large while the 
case of still another, Russell Low- 
ery, has been continued until April. 

The leader of the gang, Needmore 
Higgins, received a 10-year sen- 
tence while the other terms ranged 
from two to seven years. The pro- 
bated sentences were for a year 
and a day. 

* a 
7 Eastern Car Thieves 


Captured by FBI 

CHARLO , N. C.—Seven mem- 
bers of a gang engaged in auto 
stealing between Newark, N. J., 
and Lumberton, N. C., have been 
arrested, it was announced here by 
the local FBI office. 

Four members of the gang were 
arrested in Newark and the re- 
mainder in North Carolina, The 
FBI said the gang stole automo- 
biles in the Newark area, registered 
them in Rhode Island, and then 
sold them in Lumberton to used-car 
dealers, 


Horton to Speak 
At Truck-Trailer 


Assn. Conclave 


WASHINGTON. — H. D. Horton, 
new president of American Truck- 
ing Assns., will speak at the eighth 
annual convention of the Truck- 
Trailer Manufacturers Assn., ac- 
cording to John B. Hulse, secretary- 
manager of the TTMA. 

The convention is to be held at 
the Edgewater Gulf hotel, Edge- 
water Park, Miss., Jan. 17-19. 

Other tentatively scheduled speak- 
ers are F. A. Schotters, operations 
vice-president, Trailmobile Co.; E. 
J. Lucas, sales manager, Kingham 
Trailer Co., and Col. David J. Craw- 
ford, commanding officer, Detroit 
Tank Arsenal. 

The program starts on Monday 
with registration and a “get-ac- 
quainted” reception. The first gen- 
eral session is to be on Tuesday 
morning. A banquet with entertain- 
ment concludes the Tuesday pro- 
gram. 

The annual business meeting, in- 
cluding the election of officers, is 
scheduled for Wednesday morning 
The new officers will be installed 
at the Wednesday luncheon. 
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t age 16, it’s a man’s world until a school prom comes along. 
Then watch Junior go to work on Pop for the family pride-and-joy sedan. 
From that day on, Junior spends more and more time trying to please 
. women, or at least one woman. That’s why it’s important to get on 
y the woman’s side when you have automotive features to sell. Tell it to women in 


the magazine that nearly a million more of them buy and believe in... 
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More and more advertisers 
are finding that Sports Afield’s 
famous Spend-o-crat* market 
represents the most responsive 
audience of men available today. 


*A sportsman with an appreciation of the finer 

things of life—and the leisure and means to 

enjoy them. 

For instance, a recent survey shows that Spend- 
- e-crats not only own 40% more automobiles, 

but actually drive them 36% farther. To sell 

automobiles ...sel! Spend-o-crats. 
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FOB FACTORY 
Industry’s Investment 


More than Doubled 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


By A. H. Allen 


" SOUNDS almost incredible that the automotive industry 
could have doubled its production plant since 1941, but 
the figures are there to prove it. The Automobile Manufac- 
turers Assn. is authority for the observation that invest- 
ment in production machin-* = 7" 
ery has more than doubled |°°!ved, each 
with motor vehicle and parts 
plants now operating approximate- 
ly 400,000 production machines val- 
ued at $2% billion. This means that 
in the seven years since the start 
of World War II, machines and 
equipment equivalent in number 
and value to those in operation at 
that time have been installed. 
That, of course, is only part of d 
the story. As new types of machin- | A. H. Allen 
ing and processing equipment are | 





does the job some- 
what better or 
more efficiently 
than its predeces- 
sor, so the net re- 
sult is a produc- 
tive plant consid- 
erably more than 
twice that oper- 
ating in 1941. 

It is difficult to 
imagine another 
such investment 
being made by 
the time the 1956 
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PLANNED FOR BIG BUSINESS—George F. Erb, Chrysler dealership, is in Roseville, Calif., 


models are in production, yet it 
can be demonstrated the only way 
to pay the high wage rates now 
in effect and still maintain a com- 
fortable break-even point is to 
keep adding to capital investment. 

No one has figured what the 
industry’s break-even point is 
under today’s conditions, although 


it is admittedly high, too high for | sions for the Waldorf-Astoria dis- 


a village about 20 miles north and east of Sacramento. 


safety if there should develop any 
early need for trimming produc- 
tion schedules. 
+ * * 
GM Readies ‘Showboats’ 
NUMBER of exceptionally 
striking “show jobs” are being 
readied by General Motors divi- 





cL, 


Lee 


It’s the new Delco direct acting shock absorber—a precision 
instrument that is permanently sealed to maintain more uni- 
form, more lasting control over riding comfort. 


Two entirely new design developments used in the new Delco 
overcome the disadvantages of sealed shock absorber construc- 


° tion. These developments are: 


1—The new Delco compression valve which provides self- 
cleaning action on the intake flow to reduce danger of clogging. 


Uniform calibration is maintained. 


2-—The Delco “Multi-Lip” seal. Its combined sealing and 
scavenging action prevents leakage from the cylinder and 


assures uniformly long service. 


Delco Sealed-In Ride Control is the answer to /asting uni- 
formity in shock absorber performance. Delco Products Divi- 


sion, General Motors Corporation, Dayton, Ohio. 








play in New York next month. 
Many of them are strictly “special” 
and would not be obtainable in 
regular production. One dream- 
boat, a natty Cadillac convertible, 
has many of the GM officials who 
have seen it worked up into a 
particular frenzy of enthusiasm 
+ * + 


Tokens of Gratitude 


Gansta CLAUS is getting set to 
shower down on auto company 
buyers the usual flood of “remem- 
brances” from grateful suppliers. 
Officially, the industry frowns on 
its purchasing staffs accepting 
Christmas gifts but the practice 
has been in force for a good many 
years and in lush times like the 
present it would be impossible to 
stop. 

During the war the system was 
reversed in many cases, with buy- 
ers presenting trinkets to suppliers 
in the hope of being apportioned 
a larger share of hard-to-get items. 
Things are gradually returning to 
a “seller’s” market, however. 

. * * 


Steel Difficulty 


A NUMBER of steel foundries 

around the country, faced 
with lagging demand for steel 
castings, have turned to the pro- 
duction of ingots which can be 
rolled into sheet and strip steel 
by the so-called conversion route. 
Their principal difficulty has been 
in locating suitable ingot molds, 
manufacturers of molds in turn 
having a tough time locating 
sufficient pig iron to keep up with 
orders from regular customers. 

* + > 


| Buick Precedent? 


MDUICK’S front fender ventiports, 

in addition to lending a strik- 
ing and distinctive appearance, 
will serve to reduce engine operat- 
ing temperatures by exhausting 
hot air from the engine compart- 
ment. 

If they prove to be practical, 
they may signalize a general trend 
by other manufacturers to rede- 
| sign front fenders to provide less 
| congestion in hot engine air. Louv- 
ers, ports or other types of open- 
ings would give designers some- 
thing to fill their sketch pads in 
trying to work out distinctive fen- 
der styling. 


Haulers to Form 
Army Battalion 
In New Hampshire 


MANCHESTER, N. H. (UTPS)— 
An announcement that the New 
Hampshire Truck Owners Assn. is 
sponsoring formation of a reserve 
trucking battalion as a unit of 20 
divisions of truck transport troops 
desired by the Army in case of en- 
emy attack, featured the group’s 
18th annual convention here, 

Col. Ross B. Warren, U.S. army 
chief of highway transportation, 
made the announcement before 
more than 500 delegates at the con- 
vention, which adopted a 10-point 
highway development program sim- 
ilar to those supported by other 
highway user units. 

Officers were elected as follows: 
president, Minot S. Desmond; vice- 
president, Henry Pariseau; treas- 
urer, H. P. Welch; clerk, Joseph 
Foster, and secretary, A. J. Staby. 

The following directors were also 
named: Donald Peterson, Guy O. 
Hollis, Dana L. Clark, Morris Silver, 
Edward L. Traver, Clark P. Jones, 
Henry Pariseau and Henry Welch. 





American Posts 
Air Cargo High 


NEW YORK.—American Airlines 
again broke its records for the car- 
riage of cargo during October, fol- 
lowing a record high month in 
September, according to Walter 
Sternberg, assistant sales vice-pres- 
ident. 

Sternberg said that the aggre- 
gate of mail, express and air 
freight was 3,774,818 ton miles, 
compared with 3,450,679 in Septem- 
ber and 3,082,915 in October, 1947. 
Air freight alone reached a new 
peak of 2,474,690 ton miles in Oc- 
tober, an increase of more than 4 
quarter-million over September. Air 
freight shipments totaled 5,394,660 


pounds. 
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Lawsuits Affecting Dealers... 
; Pi Expected for 
P, 
; Court Decisions Knetzer, Kramer 
a EDWARDSVILLE, Ill. — Circuit 
By Leo T. Parker not made until more than 4 | Judge Ralph L. Maxwell has denied 
a a ee : month later. motions of attorneys of Robert L. 
ACen to a recent higher; The higher court held that the| Knetzer and Arthur F. Kramer to 
court, an employer who fur-| buyer must accept and pay for the| quash indictments charging the 
ri nishes transportation for employes | roof coating, and said: bankrupt former dealers with con- 
is liable in damages or payment| “In action on a sales contract|spiracy to defraud and obtain 
. of compensation to an employe in-| stipulating that the writing em-|money by false pretenses. Likeli- 
. jured or killed while being trans-| bodied the entire agreement and/hood was that both would be 
ported. that neither seller nor buyer was/ brought to trial in January. 
gs In Mutual v. Stukes, 164 Fed.| bound by agreements not contained! ft, denying the motions Judge 
- (2d) 571, it was shown that an| therein, evidence of extrinsic agree-|yaxwell held that competent evi- 
= employer transported employes in|ment for delivery at fixed time/ gence had been heard by the grand 
a an automobile to and from their}and by specified carrier was in-| jyry on which to base the indict- 
0 work. One day a collision occurred admissable as in contradiction of ments, and he also ruled that the 
” = Fp Bp gg seriously in- | agreement. indictments were in proper order. 
y= : Similar motions were pending at 
rs oun se elias to No Increase Jerseyville, Ill, where Knetzer and| WESTERN ENGINE REBUILDERS ASSN. ELECTS—At the recent convention in San Diego, 
“d the employe’s dependents, say- MILWAUKEE. — Although most| Kramer were under indictment on Calif., the above officers and directors were named. Bottom row, left to right: L. V. Dana, 
s. Smee ploy license fees for various businesses | similar charges president, Dana Motors, Sacramento; Ralph C. Fackler, secretary-treasurer, Fackler Motor 
to ng: were increased from 200 to 500 j . Service, San Diego Calif.; Karl T. Goeppert, director, J. E. French Co., Oakland, Calif.; 
The evidence shows beyond percent by the Milwaukee common In addition, Kramer’s wife is| George Lockett jr., outgoing director, Crown Motor Rebuilders, Pasadena, Calif. Top row, 
question that he (employe) was council in November, the new car charged with obtaining money by | left to right: Arthur F. McGarr, vice-president, Lomax Motors, Inc., Portland, Ore.; Frank 
transported to and from work and dealers’ li rm t in-| false pretenses. The state charges | 1. Havore, outgoing director, Ray's Engine Rebuilding, Los Angeles; George H. Morrison, 
there can be no question that un- > conse Sse Wes SX > th h isted her husband in | °t9°ing executive vice-president, Morrison Dodd Co., Los Angeles; A. F. Lorentzen, direc- 
der the law he enjoyed the status creased. However, all used car deal-|that she assiste er husband 1 | tor, Automotive Engine Rebuilders, Inc., Oakland, Calif.; A. $. Kenmonth, executive vice- 
5 of an employe engaged in the em- Thi must pay a $50 license fee.| selling Chevrolets at lost price in| president, Piston Supply Co., Los Angeles. Newly elected directors not shown in photo are 
ployment at the time of the acci- This was formerly $25 per year. their alfalfa field near Jerseyville. L. D. Plumley, Palo Alto, Calif.; Ted Koerner, Los Angeles; Alex Lutzoff, Pasadena, Calif. 
‘ dent which resulted in his death.” 
* * * 
i e=- recent higher court 
has ruled that both buyer and 
. seller are bound by a clause in a 
' written contract which states that 
. the contract contains the “entire” 
, agreement. 
" In Zone Co. v. Service Co., Inc., 
57 Atl (2d) 562, the testimony 
showed that the owner of a garage 
and service station bought 330 gal- 
lons of heavy duty roof coating. 
Ss, The written agreement contained 
k- this clause: “It is mutually agreed 
se, between buyer and seller that this 
t- order contains the entire agree- 
ng ment of the parties and neither 
t- customer nor seller shall be bound 
by any agreements not contained 
al in the original of this order.” 
nd The buyer refused to accept 
es delivery of the roof coating on 
es the grounds that at the time the 
ve —, a was —— Wan 
Ses e seller’s esman promise 
dl that shipment would be made at Raa nda Ljyftis 
in once, and that the shipment was 
- . ° STEAM CLEANER 
Buick Executives 
“ . ye N D 
Open Dixie Tour; | 
e « i 
Honor Gillespie 
FLINT.—Buick General Manager 
> Ivan L. Wiles and Sales Manager 
Otis L. Waller were to leave here 
as Dec, 5 to address Buick dealers 
>wW in the South and Southwest on 
is the factory’s 1949 manufacturing, 
sales, merchandising and distribu- 
ve tion plans. 
20 They = speak before several | 
ps hundred Buick dealers at luncheon 
n- meetings in Atlanta today (Dec. 6), BE THE FIRST IN YOUR NEIGHBORHOOD TO CASH 
p’s — on Dec, 8 and Memphis on IN ON THIS AMAZING, NEW, FOUR-WAY, REVERSE- 
ec. 9. ED 
ny Buick executives will be joined in FLUSH CLEANING METHOD - +. THE ONLY ONE ON 
on, oe ~ oe = en THE MARKET COMBINING HEAT... CHEMICALS ,.. 
executive vice-president o , an maar aa 
A William F. ‘Hufstader, GM's vice- Ales Sel AIR PRESSURE ond CLEAR WATER RINSE. 
president in charge of distribution, 
- > ocunestion with a easenonae ahha It’s FAST! It’s THOROUGH! 
inner for enry G. espie, . 
1er Buick’s southern region sales man- lt outmodes all other cleaning methods! 
- Waa Pi Dec, 31 after And it’s the opportunity of a lifetime! 
pon Curtice and Hufstader served as Whether you are located in a big garages in many areas. 
a general manager and sales man- eS MORE fa city or in a small town, the minute The market for Complete Cool- 
- ager, respectively, at Buick before (243 you put HYPRESSURE JENNY _ ing System Cleaning is waiting at 
F they assumed their new duties with with STEAM THORO-PURGE to your door. The instruction manual 
an General Motors last Nov. 1. work in your garage or service sta- of every major automobile manu- 
oe? Buick officials who will accom- tion you'll be set for the biggest facturer recommends periodic clean- 
ae pany baka pe Co a — business in your history. ing of the cooling system. There are 
omg = Boa as ms —_, Belfi ae Manufactured by the 56 year-old more than 80,000,000 prospective 
oat said Lakac aes company that builds HYPRESSURE _jobs yearly. 
ctl dinbsane nae pronsne atk I Bien JENNY—the original and for over Don’t delay! Others are prepar- 
Gillespie, and C. C’ Darby assistant 22 years the world’s leading steam _ing toact. Get the facts on this new, 
southern region sales manager. cleaaner—STEAM THORO-PURGE golden opportunity for tremendous 
They will be joined in Memphis has been exhaustively tested on over _ profits before it is too late! Our plan 
by J. B. Nash and H. J. C. Miller, 6000 cars and thoroughly proved gives you everything you need to 
nes assistant general sales managers; in commercial operation in service get going right away. 
athe O. W. Young, general manufactur- 
«) ing manager; W. J. Brewer, direc- Mail the coupon ... NOW! We'll send you full particulars by return mail. 
2 tor of purchases; K. H. Hender- ae ee eee 
a shott, comptroller; C. W. Jacobs, HYPRESSURE JENNY DIVISION j 
coal general service manager; P. E. Mc- HOMESTEAD VALVE MANUFACTURING CO. i 
. Cracken, general parts manager; L. P.O. Box No. _, Comopolis, Pa. i 
M. Taylor, director of distribution; i 
rre- E. T. Ragsdale, assistant chief en- PLEASE RUSH me full information on HYPRESSURE JENNY ond 
air gineer, and H. K. Poffenberger, STEAM THORO-PURGE incleding vou 4 pepe FREE Booklet, i 
les, central region sales manager. 4 PAGE $10,000 More Business © Yous. I fe) 1 2349-N09n a-Va 7: 
»m- ceneinanpeamiatinaeenineenians | Tete 
DAT. Marchand Promoted BOOKLET Seicas Cia ba dechessnanexnebenabvacsedenetssarnasnenetheel MANUFACTURING CO. 
et | ratty “A. Marchand’ bas been ee. | 
6 amed vice-president of Joseph W. j 
Air .inider, Inc., Buffalo, He joined the Oly. srccsescrccecescescscsesesens Zone...++s Bate. eee eeee j 
660 -ompany in 1940 as a mechanic and 


wince 1946 has been service man- 


ager, “Visit our Booth Nos, 14, 16, 18, A.S.I. Show, Chicago, December 6-10” 
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In the Hopper 


Recommend Oregon Raise 
Gas Tax, License Fee 


A boost of one cent per gallon in 
Oregon’s present five-cent gasoline 
tax, together with an increase from 
$5-to $10 a year in the basic liccnse 
fee for motor vehicles, will be rec- 
ommended to the 1949 Oregon legis- 


lature by the state legislative in- | on 
|}case of injury or death to more 


terim committee on highways. 

The committee estimated $10,000,- 
000 in additional annual revenues 
are needed for the state’s imme- 
diate highway needs. It was esti- 
mated that the additional gasoline 
tax, on which there would be no re- 
funds, would raise approximately 
$4,800,000 a year at the current rate 
of consumption, while the license 
fee boost would yield $2,500,000. 


$20,000 Forced Insurance 
Sought in Connecticut 


State Rep. Simon S, Cohen has 
filed a bill for the 1949 Connecticut 


legislature which would compel all 





PREMIUM 
SILVERTOWN 
Highest quality 





automobile owners to have liability | 


insurance of at least $20,000. 
Under the proposed bill, the state 
motor vehicle commissioner would 
revoke the registration of motor ve- 
hicles whose owners failed to main- 
tain in full force a liability policy. 
The policy would have to cover at 
least $20,000 in case of injury or 
death to one person, and $40,000 in 


than one person. 
7 * + 


Arkansas Considers 
Uniform Title Law 

An automobile title registration 
law for Arkansas, based on a uni- 


form federal code, will be consid- 
ered by the motor vehicle committee 


|of the Arkansas legislative council 


at a meeting at Little Rock, Ark., 
Dec, 10. If approved by the council, 
the proposed law will be recom- 
mended to the legislature which 


|meets in January. 


Frank Clancy, director of the au- 








SHOW THE SPAN FROM THEN UNTIL NOW—The 100 Millionth Anniversary display of 


Community Motor Corp. (Chevrolet), Staunton, Va. 


The white frame on the side of the 


Model 490 is the original bill of sale which states, "Oct. 19, 1917, Received of Samuel Miller 


$650, full 
nal bill o 


which looks as if the customer got a discount 
buyer, and dealer's signature, D. H. Hartman, 


sas revenue department, estimated 
that it will take $125,000 to set up 
the new system, but that this would 
be offset by registration of perma- 
nent ownership title of 400,000 ve- 
hicles at $1,50 each during the first 
year of operation. 





tomotive tax division of the Arkan- 


B.F.G. SILVERTOWN 
Lowest cost per mile 


Best traction 


B.F.G. EXTRA-CUSHION 


Easiest riding 


ayment for Model 490 Chevrolet car." panes by D. H. Hartman. Also his origi- 
sale which reads: "Price of car, $635; fre 
front bumper, $6.50; dash light, $1.25; one set of c 


ght charges, $30; tire and tube, $22.80: 
ains, $3,"° making a total of $698.55 
of $48.55. This was signed by Samuel Miller, 
of Woodstock, Va. 


Lynchburg Retailers Ask 
License Fee Hike 


Directors of the Lynchburg Re- 
tail Merchants Assn. have voted 
unanimously to ask the city council 
to impose an increase of up to 20 


B.F.G. MUD-SNOW 








| 


evenly distributed. 


THIS B. F. GOODRICH SILVERTOWN 
s has rolled up 46,687 miles, reports 
D. J. Sanders, Junction City, Kas. The 
BFG tread travels farther because it’s 
wider, more level. Weight and wear are 


? H. E. REEDER of Bloomington, III., 
s has driven this BFG Silvertown 
60,801 miles—all safe, comfortable miles. 
The stronger tire body resists bruises and 
blowouts. Riding tests prove BFG tires 
give a smoother ride. 


B. F. Goodrich 


3 55,000 MILES on this BFG Silvertown, 
# reports taxi-owner ‘‘Tex’’ Martin. 
You get more with any BFG tire because 


research—now backed by 


industry's most complete research center 


— pioneers the newest and best in tires. 


ASK YOUR B.F. GOODRICH SALESMAN TO TELL YOU HOW HANDLING B.F.GOODRICH TIRES CAN PAY YOU EXTRA PROFITS! 


percent in business license fees in 
|order to increase city income for 
a proposed school construction pro- 
gram, 

“This board realizes,” the resolu- 
tion explained, “that if the contem- 
plated expansion program for the 
city is adopted, additional sources 
of revenue will have to be found, 
so we hereby, on behalf of mem- 
bers of the association, submit the 
board’s resolution as our part in 
furthering the cause of better edu- 
cational facilities for the city of 
Lynchburg.” 

* o o 
Wisconsin Study Compares 
States’ Gas Tax Rates 


A study by the Wisconsin Tax- 
payers Alliance discloses that this 
state’s four cents a gallon gasoline 
levy is now the most common rate 
among the states of the union. 
Eighteen of the 48 states tax motor 
fuel at the rate of four cents. The 
next most numerous group, how- 
ever, levies six cents; it includes 
nine states, most of them in the 
South. 

Wisconsin’s levy is now equal 
with the neighboring states of 
Iowa, Minnesota and Indiana, but 
is higher than the three cents 
exacted in Michigan and Illinois. 

The highest current tax on mo- 
tor fuel is the nine-cent levy in 
| Louisiana, and the lowest is in 
| Missouri, where the tax is two 
|cents but a pending constitutional 
|amendment would boost the rate 
| to 3% cents. 
| Two states have 4%-cent taxes, 
and eight levy five cents. In addi- 
tion to state taxes, the federal gov- 
ernment levies 1% cents a gallon 
and some cities and counties have 
entered the gasoline tax field. 

* - +. 


Mass. Bill Would Raise 
Driver Age Limit to 18 


Licenses for the operation of 
| motor vehicles in Massachusetts 
would not be granted to anyone 
under the age of 18, under the 
terms of a bill filed with the state 
legislature. The present age at 
which drivers may be licensed in 
the state is 16 years. 

* 2 > 








Ark. Drivers’ Licenses 


Transfer of the responsibility of 
issuing drivers’ licenses from the 
Arkansas revenue department to 
the Arkansas state police will be 
recommended by State Police Di- 
rector Jack R. Porter to the Arkan- 
sas legislature, which meets in Jan- 
uary. He will propose examination 
of drivers at least every three years, 
with a force of 45 full-time exam- 
iners to be employed. At present 
licenses are issued on a fee basis, 
without examination. 

* © t 


Seeks Pedestrian Laws 


Mayor Daniel B. Brunton of 
Springfield, Mass., is seeking au- 
thority from the city council to file 
a bill with the Massachusetts legis- 
lature for a law that will permit 
enforcement authorities to establish 
a set of pedestrian traffic regula- 
tions. 


Exide Firm Upe 
Battery Prices 
6 to 9 Percent 


PHILADELPHIA,.—Retail prices 
on new automobile storage bat- 
teries were up about 10 percent 
last week, following a hike in the 
wholesale level by Electric Storage 
Battery Co. 

Announcing price boosts ranging 
from 6 to 9 percent on its Exide 
industrial and automotive batteries, 
|the firm blamed higher costs of 
|lead and antimony for the action. 
Retail outlets here said they had 
;not yet been advised of increases 
| by other large producers such as 


Electric Auto-Lite, Globe Union 
and National Battery. 
| Meanwhile, retailers reported 


that batteries for replacement pur 
poses were in increasingly short 
supply. They blamed this on the 
demands of steadily high new-car 
and truck production. 


Griffin Quits Ford Post 
For Richmond (Mo.) Deal 


Paul J. Griffin has announced that 
he has opened a Ford dealership at 
Richmond, Mo. 

Griffin, a veteran of the Ford field 
organization, has been assistant dis- 
trict sales manager of the Dallas 
Ford branch for the past year. 
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for people with hungry minds 


After reading a news story, do you often 
find yourself faced with such ques- 
tions as these: What really caused this 
to happen? How will it affect me? 

If so, then you are one of the mil- 
lions of people with hungry minds— 
the kind of men and women who want 
to know the “‘inside”’ story of what’s 
behind the news and how it affects 
their daily lives, their jobs, their 
futures, and their country. 

For them, today’s good living is 
not good enough. Their appetites for 
a richer life keep them always alert to 
new ways and means of improving 
themselves...and eager for new 
products for better living. 

Millions of such people turn to 
THE AMERICAN MAGAZINE every 
month—Aungrily. In the December 
issue, you’ll discover why! For exam- 


THE CROWELL-COLLIER PUBLISHING COMPANY, 


PUBLISHERS OF THE AMERICAN MAGAZINE, COLLIER’S, AND WOMAN’S HOME COMPANION 


250 PARK AVENUE, NEW YORK I17, N, Y.. 
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The Inside’ Story 






ple, see ‘“‘Eisenhower’s Mission in 
America’”’ which gives you the inside 
story on why General Ike turned 
down a chance to become President 
of the U.S. A. ... And if you’re look- 
ing for reasons why the buying power 
of your dollar has shrunk, you won’t 
want to miss the eye-opening article 
on hidden taxes — ‘‘502 Taxes on a 
Pair of Shoes.”’ Other stimulating 
articles by important people—plus 
popular features and top-notch fic- 
tion—complete the mental meal-of- 
the-month. 

Yes, every issue of THE AMERICAN 
MAGAZINE—from cover 
to cover—is planned, 
written, and edited for 
people with hungry THE 
minds. That’s why they 
“eat it up.” 


ae 





People with hungry minds are the kind who also have the 
healthiest appetites for new and better products —and the 
means to satisfy those appetites. To automotive advertisers 
who want to develop a multimillion quality market the pages 
of The American Magazine offer unmatched values. 


* 


ALL-AMERICAN... No other magazine can 
match the forty-year record of THE AMERICAN 
MaGaAZINE in selling America’s men and women 
on the American way of doing business and the 
American way of life. 










IMPORTANT... Because its articles are by 
Y important people on important subjects—THE 

AMERICAN MAGAZINE is quoted in the press 
and on the radio more times per issue than any 
other magazine. 







quarter of a million reprints of many different 
articles appearing the past year. 


/ PENETRATING... Requests received for a 












COMPLETE ... No serials, no warmed-up 
Y leftovers. Everything’s complete and fresh in 
each issue. 







EYE-CATCHING ... Deft arrangement of edi- 
torial content gives each advertisement maximum 
visibility —in any section of the magazine. 








POWERFUL ... All the advantages of long 
life and continuity of impressions inherent in a 
great monthly—plus the timeliness and news 
interest of a great weekly. 


mernican 


MAGAZINE 








[BUD SCHIRMER (Detroit Manager) — H. A. PATTERSON - The American Magazine, General Motors Building, Detroit 2, Michigan 
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Highways & Safety... 


50-Mile Limit Studied 
For 10 States in Last 


A RESOLUTION calling for a 
uniform maximum speed limit 
of 50 miles an hour on highways 
from Delaware through the north- 
east region states was adopted at 
the closing session of the 13th an- 
nual Regional Highway and Motor 
Vehicle Conference in New York. 

The 50-mile limit was asked to 
apply to New York, Connecticut, 
New Jersey, Delaware, Maine, 
Massachusetts, New Hampshire, 
Pennsylvania, Rhode Island and 
Vermont. 

The proposed uniform speed limit 
statute contained a clause provid- 
ing that “compensation of officers 
shall not depend upon apprehen- 
sion or arrests for any laws or 
ordinances regulating speed.” This 
was interpreted as a _ protective 
measure for the motoring public 
against “speed traps.” 

Adoption of the resolution fol- 
lowed submission of a report by 


iis nS si 
ORES 


the committee of traffic regulation 
and control, headed by R. C. Geor- 
ger of the New York State Traffic 
Commission. 
* * * 

OTING that there is “consider- 

able confused thinking” about 
speed and its bearing upon acci- 
dents, the committee pointed out 
“that the speed that contributes 
to accidents is too fast for condi- 
tions. 

“Speed cannot be treated as an 
abstract subject,” the committee 
declared. “It must be considered in 
relation to the highway and con- 
ditions alongside the highway. Two 
entirely different conditions must 
be recognized. One is that which 
exists on the open highway. 

“The other is the situation in a 
closely built community, where the 
pedestrian movement and cross 
traffic generated by population 
density create a pattern entirely 


oo 


FOR SAFER DRIVING IN SOUTH CAROLINA—Taylor Motor Co. (Ford), Chester, S. C., 
presented the schools there with a dual-control instruction car. Thomas Durant Taylor of the 
dealership is shown presenting the keys to Ben F. Johnson of the teaching staff. Booker E. 


Bagby, mayor of Chester, 
citation from Ford, Taylor states. 


different from that which prevails 
on the open road.” 

Other resolutions called for an- 
nual physical examinations for 
school bus drivers and tests in 
driving skill; a uniform code of 
hand signals, and official regula- 
tions to apply to bicycles. 

A resolution outlining uniform 
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is on the extreme left. The dealership has won its four-letter 


safety programs asserted “that 
maximum standards of traffic ac- 
cident prevention can be achieved 
most speedily through intensive 
cooperation” of the agencies of the 
several conference states. 
+ * * 

ANOTHER speaker was J. Dewey 

Dorsett, general manager of 


the Association of Casualty and 
Surety Companies, who said that 
in the last 10 years traffic acci- 
dents have caused 310,000 fatalities 
and injuries to 10,900,000 persons. 

Citing estimates that a speed 
violation is involved in one of three 
fatal accidents, Dorsett recom- 
mended a top speed limit of 60 
miles an hour on “the most idea! 
type of super highway.” 

Maj. Gen. Philip B. Fleming, ad 
ministrator of the Federal Works 
Agency and chairman of the Presi 
dent’s Highway Safety Conference 
declared that from 1936 to 1945 
traffic deaths averaged 12 per 100,- 
000,000 vehicle miles, while recent 
estimates for 1948 put the rate 
below seven deaths per 100,000,000 
miles. 

Fleming declared that further 
progress will depend mainly upon 
closer cooperation between states 
and local communities in the high- 
way safety cause. 


Florida Spends 
Over $15 Million 
‘On Street Work 


Florida municipalities are spend- 
ing approximately $15,500,000 a 
year on their streets and bridges, 
| according to the findings of a de- 
tailed survey made public by the 
State Road department. 

Based on reports from 97.5 per- 

cent of the state’s incorporated 
municipalities for the 12-month 
period ending May 31, the survey 
| showed that the cities and towns 
‘oo $15,416,000 out of $19,394,000 
| they had available for bridges and 
| Streets. 
State Road Chairman F. Elgin 
Bayless pointed out that this was 
exclusive of the money spent by 
the state on constructing and 
| maintaining links of the state road 
system within municipal limits. He 
said the State Road department 
did not have a breakdown between 
its rural and urban projects. 

Largest item among city expen- 
ditures, Bayless said, was for 
bonded indebtedness. Cities par- 
ticipating in the survey reported 
they spent $6,484,973 in principal 
and interest on outstanding bonds, 
compared to $5,684,325 for con- 
struction and $3,396,177 for main- 
tenance. 

The participating cities also re- 
ported a total bonded indebtedness 
of $100,634,266 for street improve- 
ments with all present bonds to be 
retired by 1984. 

* 


‘Higher Tax Share 
‘Sought in Iowa 


Earmarking for highway pur- 
poses of receipts from Iowa’s sales 
and use tax on automotive vehicles 
and equipment was advocated by 
|Iowa Highway Users Conference at 
|a statewide meeting in Des Moines. 
| All sales and use tax reecipts in 
| Iowa now go into the state general 
fund. Revenue from Iowa gasoline 
taxes and registration fees already 
is earmarked for highway use by 
state constitutional amendment. 


Or Horses? 
More Buses, Less Cars 


Proposed for Texas 


Claiming that there are too many 
jcars on the highways already, 
George Clarke, managing director 
|of Texas Safety Assn., called for 
;more buses to relieve congestion. 
|Clarke spoke before the annual 
convention of the Texas Motor Bus 
Assn. in Austin. 

Clarke said that the number of 
| motor vehicles is increasing so fast 
|} that street and highway facilities 
cannot keep up. 
| “Private car travel is becoming 
more and more costly and incon 
venient, yet people are traveling 
more than ever before in peace- 
time,” he said. “With increasing 
congestion, each new bus will mean 
15 to 30 less cars required to move 
the same number of people, thus 
somewhat relieving congestion.” 

Frick Opens Building 

Sheldon Frick, owner of Frick 
| Implement Co. (Willys-Case), Clay 
|Center, Kans., has announced the 
|formal opening of the dealership's 
|new building. Officers of the com- 
pany include Merle Gentry, parts 
department manager; Dan Matson, 
mechanical division manager, and 
i Berglund, machinery assem- 

er. 


| 
| 
| 





They Take Issue... 


Dealer Comments on Macy Hearings 


EVERAL dealers and dealer as- 
sociations have taken exception 
to publicity from the Macy investi- 
gation of auto retail trade practices. 


The point most make is that the 
congressional committee is con- 
demning a vast network of auto 
dealers on the basis of the prac- 
tices of a few dealers. 


Here are some of the comments: 


Utah Automobile Dealers Assn.— 
... At no time was testimony intro- 
duced to indicate that the commit- 
tee had made any sort of a national 
survey which would justify its ad- 
vance press release declaring the 
public has been fleeced generally by 
new-car dealers on tradeins and 
unwanted accessories. 

* o + 


ISCONSIN Automotive Trades 
Assn.—The report blackens all 
the dealers because of the faults of 
a few. ... There is great danger 
that a legitimate profit may become 
the target of attack. Critics of the 
industry can well spend a few prof- 
itable moments studying its past 
history when dealers numbered 
high on the casualty lists of busi- 
ness failures and when there were 
many lean years with no profit on 
the sale of cars. ... 
* * * 
Montana Automobile Dealers Assn. 
I (John Jewell, association man- 
ager) will have to admit that the 
entire industry is not lily white, and 
from my own information gleaned 
from visiting almost every dealer in 
the state, that the rumors relative 
to loading of accessories, selling 
slightly used-new cars at exorbitant 
prices, etc., come from the larger 
cities and apply to only one or two 
in a city. Nothing is heard of un- 
ethical practices in small places, be- 
cause those dealers realize that they 
must have repeat customers. 

As I said, we are not all lily | 
white. On one of my recent trips 
I found where one car was sold 
with approximately $412.65, and | 
the labor for putting on such ac- | 
cessories amounted to $132.60. 

Just one deal like that can cause 
more adverse publicity than all the | 
favors dealers can do in a lifetime. 
Just remember that favors are 
talked about but little and also soon 
forgotten, but an unethical practice 
is never forgotten and always 
talked about. Adverse conversation 
results in objectionable publicity. 

a + . 


MARTIN BURY, Philadelphia 
dealer (in his own advertising 
column) — ...Not everything that 
came out of the Washington hear- 
ings was factual. In these investi- 
gations, congressmen sometimes try 
to ride a horse named Publicity— 
By Exaggeration out of Fact. At 
one point they stressed the “large” 
profits that automobile dealers are 
earning as compared to the 1941 
earnings. That shoe should be on 
the other foot. Legitimate automo- 
bile dealers are now earning a full 


Letter to a Dealer 

To the Editor: 
We are sending you a copy of | 
an unsolicited letter received by | 
us from a customer.—WarrEN J. | 
Wiuuums, Hempstead Motors | 
(Lincoln - Mercury), Hempstead, | 
Long Island. 

* 


Mr. Harvey Lavac, 
Hempstead Motors Corp. 

Harvey, I’m embarrassed! 

I see by the papers I should 
have tipped you at least $500 on 
that new car you sold me. Mr. 
Morrissey should also have been 
remembered by at least a like 
amount. Clarence, too, because he 
never fails to greet me with a 
smile. I’m doubly embarrassed 
because I accepted a fair trade- 
in price for my old car. It seems 
you should have clipped me for 
another $500 on that part of the 
deal. 

It looks to me that if you don’t 
get on the ball and start cheating 
and gouging your customers, you 
ain’t going to get a Congres- 
sional investigation, and what’s 
worse, in the years to come 
you’re going to have to keep do- 
ing business in the old stand 
while the smart boys (7?) are 
basking in the sun—or the hoose- 
gow.—(Name withheld), the Shaw 
Walker Co., Chrysler Bldg., New 
York City. 


normal profit. Before the war most 
of them made very small profits or 
chalked up a net loss. 

It isn’t a case of making too 
much money now; rather it’s a 
case of having made all too little 
then. ... 

As to loading cars with acces- 
sories, I’m afraid that practice has 
been all too prevalent with some of 

the dealers. There’s nothing that 
can be done about it except to be 
careful when selecting the dealer 
with whom you do business. . . 

The entire situation will really 
correct itself only when automo- 
biles become more plentiful. You 


and sales every week. 


can hasten the correction by care- 
fully selecting your dealer and by 
using patience instead of tips. 

* 7 * 


AMES E. FRENCH, president of 

the San Francisco Motor Car 
Dealers Assn, — ... Now a lush pe- 
riod exists where demand is greater 
than supply—certainly a temporary 
condition—and the automobile deal- 
er is at long last having a chance to 
make a legitimate profit on his 
merchandise, both new and used. 

What happens? A congressional 
investigation. ... 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 


___ AUTOMOTIVE NEWS, DECEMBER 6, 1948 


IN THE SOUTH—Strickland Motors 
formal opening recently. The new building i 


Austin Outlet 


Keating Motor Sales, 1815 River- 
side drive, Minneapolis, has ob- 
tained the Minnesota franchise for 
the Austin line of cars and trucks, 
which will be delivered from Can- 
ada. The firm formerly was an 


EN 


A eat eae 


re 
" 4 oe 


AS 


= 
AS 


BALCRANK HOSE REELS 
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motor oil, gear oil 


counter 


waterand 


Inc. (Lincoln-Mercury) in Columbus, Ga., held its 
s at Fourth and /2th streets. 


Austin retail outlet and is headed 
by Carl Mosinian. A $10,000 remod- 
eling operation will get underway 
immediately. 


AUTOMOTIVE NEWS offers to adver- 
tisers a weekly audience of an estimated 
more than 100,000 cover-to-cover readers! 
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wall or ceiling installation 
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Okla. Group Urges Hiking | | 
Dealer Plate Fee $25 


OKLAHOMA CITY.-—-A revenue 
and taxation committee of the 
Oklahoma legislature has recom- 
mended a number of amendments 
to the state's motor vehicle laws, 
one of which would levy an addi- 
tional $25 fee on license plates used 
by dealers in transporting cars to 
other dealers by towbar or similar 
methods. 

Other recommended amend- 
ments would: 

1. Advance the sale of regular 
lieense plates from Dec. 21 to Dec. 
11, 

2. Limit the definition of a used 
car dealer to those only who make 
dealing in used cars their principal 
occupation. 

3. Authorize issuance of only one 
license plate per vehicle during 
years when an extreme shortage 
of materials exists. 

4. Enable the vehicle commission 
to issue a license and collect a 
registration fee on those vehicles 
on which documentary evidence of 
title is unobtainable, but without 




















relieving an applicant of the duty 
of subsequently obtaining an Okla- 
homa certificate of title. 

The committee also advocated 
a special permit for oversize ve- 
hicles, and changes in the law 
concerning the maximum height, 
weight, width and length of ve- 
hicles that may travel Oklahoma 
highways. 

A fee of $10 was suggested for 
the special permit, with an addi- 
tional $1 for each 1,000 pounds of 
laden weight in excess of that per- 
mitted by law. 


The committee said it recog- 
nized that the permit fee would 
in no way be a compensation to 
the state for any damage that 
might be done to highways by 
oversized vehicles, and that fur- 
ther legislation might be required 
to require the posting of bond or 
other security. 

The committee also urged that 
certificates of titles show lines, if 
any, on motor vehicles. It was 
recommended that the state tax 





“But all I said was ‘The car has 
had several owners and isn’t in 
very good shape’.” 


commission be made responsible 
for keeping records of mortgages 
and conditional sales contracts 
covering motor vehicles. The ob- 
ject would be to prevent the frau- 
dulent sale or mortgage of en- 
cumbered vehicles. 

A fee of 50 cents would be col- 
lected by the tax commission for 
the filing of any encumbrance, 
or certified or photostatic copy 
of motor vehicles previously en- 
cumbered. 


‘Cold’ Rubber 
Called Threat 
To Real Thing 


NEW YORK.—“Cold” rubber, a 
new synthetic elastomer, is the first 
real commercial threat to the domi- 
nance of natural rubber, according 
to three technologists of the Gen- 
eral Tire & Rubber Co., Akron, who 
presented a review of the important 
advances in rubber, 1947-1948, be- 
fore the annual meeting of the 
American Society of Mechanical 
Engineers here last week. 


As an indication of the impor- 
tance of this product, the authors, 
G. H. Swart, L. W. Brock and E. 
V. Osberg, cited the recent author- 
ization by the Office of Rubber 
Reserve to convert about half of 
the existing active and profitable 
synthetic rubber plants to this type 
of operation with a _ productive 
capacity of 183,000 long tons per 
year. 


“Cold” rubber, especially in con- 
junction with the new furnace car- 
bon blacks, may mark a new mile- 
stone in the progress of rubber 
— the review stated. It 
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gives promise of automobile tires 
superior to those now made from 
the natural product. Tires made 
from “cold” rubber are already be- 
ing offered to the American public 
and the report predicted that there 
will be a steady increase in the 
production of tires made from this 
product. 

Just how seriously this new rub- 
ber made by low temperature poly- 
merization may affect the position 
of natural rubber still remains to 
be seen, the report continued. It 
depends in a good measure on the 
ingenuity of the engineers and 
chemists working on this develop- 
ment. 

The major development in tire 
design has been centered on extra 
low pressure tires utilizing wide 
base rims, the authors said. 


The report mentioned new service 
condition requirements, including 
the extremely low temperature per- 
formance essential to arctic war- 
fare, and discussed the role of the 
new silicone rubbers that have ex- 
ceptional stability over a wide 
range of temperature. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 
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The following advertised delivered prices 
are based on factory retail prices at the 
factories. They include dealer delivery 
and handling charges and federal taxes. 
They do NOT inelude transportation 
charges, state sales taxes, or optional 


equipment. 

BUICK —S8 Series 40-4-dr. sed., 
$1,861; 2-dr. sed., $1,787; Super Series 50 
-—4-dr, sed., $2,192; 2-dr. sed., $2,092; 
conv., $2,624; stat. wag., $3,229; Read- 
master Series 70—(Dynafiow standard)— 
4-dr, sed., $2,782; 2-dr. sed., $2,661; conv., 
$3,203; stat. wag., $3,797. 

CADILLAC—Series 61—4-dr. sed., = 
945; club cpe., $2,840; Series 62—4-dr. 
$3,103; club cpe., $3,019; conv., $3,069; 
Series 60 Special—4-dr. sed., $3,891; Series 
75—4-dr. sed. (5-pass.), $4,833; 7-pass. 
sed., $5,053: 7-pass. Imperial, $5,253; 
9-pass. bus. cpe., $4,733; 9-pass. bus, Im- 
perial, $4,922. 

CHEVROLET—S wr — 4-dr. sed., 
$1,371; 2-dr. sed., 


tylemaste: 
$1,313; spt. cpe., $1,323; 
bus. cpe., $1,244; Fieetmaster—4- ar. sed., 
a. om 2-ar. sed., $1,381; spt. coe. $1, 402: 
$1,750; stat. wag., $2,013; Fleetline 
aan sed., $1,492; sed. cpe., $1,434 
CHRYSLER— “*6"’4-dr, sed., $1,- 
980.25; 2-dr. sed., $1,932.75; 7-pass, sed., 
$2, 404.50; lim., $2,530.75; club cpe., $1,- 
958.25; bus. epe., $1,843.50; Windsor “6 


4-dr. sed., $2,045.50; 2-dr. sed., 92,014; 
7-pass. sed., $2,459; 


lim., $2,585.50; cl 


ub ‘club cpe., $1,416.50 (V-8, $1,524); 





epe., $2,024.50; conv., $2,439.25; bus. cpe., 
$1,908.75; Traveler 4-dr. sed., $2,187.75; 
Saratoga “8’’—4-dr. sed., $2,321.25; 2-dr. 
sed., $2,284.25; club cpe., $2,294.75; bus. 
epe., $2,194.75; New Yorker ‘8’’—4-dr. 
es $2,446.25; 2-dr. sed., $2,409.25; club 
$2,419.75; conv., $2,850.25; bus. cpe., 
$2 319. 75; Town & Country conv., $3.8 430.25; 
Crown Imperial ‘ ‘8”’ — T-pass. » $4,- 
711.75; lim., $4,816.75. 
CROSLEY—2-dr. sed., $927; conv., $959; 
stat. wag., $991; spt. utility, $852. 
Deluxe—4-dr. sed., $1,845; 2- 
$1,808.25; club cpe., si. 834.50; 
bus. cpe., $1,718.75; Oustom—4-dr. sed., 
$1,911.50; 2-dr. sed., $1,879.75; 7-pass. 
sed., $2,335; lim., $2,461.50; club cpe., 
on conv., $2,315.75; Suburban, 


dr, sed., 


DODGE—Deluxe—4-dr. sed., $1,738.25; 
bus. cpe., $1,606.50; 
$1,807.75; town sed., 
, $2,199; club cpe., $1,- 
794; conv., §2, . 

FORD—Six—4-dr. sed., $1,473.50; (V-8, 
$1,560); 2-dr. sed., $1,425 (V-8, $1,511.50); 


Current Prices on New Automobiles 


epe., $1,252 (V-8, $1,433.50); Custom Six— 
4-dr. sed., $1,591.50 (V-8, $1,665.50); 2-dr. 
sed., $1,538 (V-8, $1,617); club cpe., $1,529 


(V-8, $1,613.50); conv., $1,886 (V-8, $1,- 
965.50); stat. wag., $2,119.50 (V-8, §$2,- 
264.50). 

FRAZER—4-dr. sed., $2,482.77; Manhat- 
tan—4-dr. sed., $2,746.11. 

HUDSON—Super ‘6’’—4-dr. sed., $2,- 
222.25 (8-cyl., $2,343); 2-dr. sed., $2,- 
171.25; club cpe., $2,219 (8-cyl., $2,339.75); 
bus, cpe., $2,069; conv., $2,835; Commo- 


“@?4-ar. "$2,398.50 (8-cyl., 


dore a 
$2,514); club epe., $2,374.25 (8-cyl., $2,- 
489.75); conv., $3,056.75 (8-cyl., $3,137.75). 


KAISER—Special—4-dr. sed., $2,244.37; 
Deluxe—4-dr. sed., $2,407.11. 

LINCOLN — 4-dr. sed., $2,680.50; spt. 
cpe., $2,633; conv., $3,117; Cosmopolitan— 
4-dr. spt. sed., $3,344; 4-dr. town sed., 
$3,344; spt. cpe., $3,291.50; conv., $4,054. 

MERCURY—4-dr. sed., $2,116; spt. cpe., 
$2,084.50; conv., $2,536.50; stat. wag., 
$2,820.50. 

NASH—600 Super—-4-dr. sed., $1,832; 2- 
dr, sed., $1,807; sedan cpe., $1,829; Am- 


bassador Super——4-dr. sed., $2,279; 2-dr. 
sed., $2,254; sedan cpe., $2,275; Ambas- 
sador Oustom—4-dr. sed., $2,489; 2-dr. 


sed., $2,464; sedan cpe., $2,485. 


OLDSMOBILE—Series 76 Standard—4-dr. 
sed., $1,864; 4-dr. town sed., $1,853; 2-dr. 
sed., $1,790; club cpe., $1,764; conv., $2,- 
180; Series 76 Deluxe—4-dr. sed., $2,006; 
4-dr,. town sed., $1,995; 2-dr. sed., $1,932; 
club cpe., $1,905; Series 98 Standard— 
(Hydramatic standard)—4-dr. sed., $2,542; 
2-dr. sed., $2,468; Series 98 Deluxe— 
(Hydramatic standard)—4-dr. sed., $2,636; 
2-dr. sed., $2,562; conv., $3,015. 

PACKARD — Eight — 4-dr, sed., $2,275 
(deluxe, $2,543); 2-dr. sed., $2,250 (deluxe, 
$2,517); stat. wag., $3,245; Super Eight— 
4-dr. sed., $2,827; 2-dr. sed., $2,802; conv., 
$3,250; 7-pass. sed., $3,500 (deluxe, $3,- 
850); 7-pass. lim., $3,650 (deluxe, $4,000); 
Custom -dr. sed., $3,750; 2-dr. 
sed., $3,700; conv., $4,295; 7-pass. sed., 
$4,704; 7-pass. lim., $4,868. 

PLYMOUTH — Deluxe — 4-dr. sed., $1,- 
455.50; 2-dr. sed., $1,397.50; 
$1,424; bus. cpe., $1,360.75; Special 





club cpe., 
Deluxe 


$1,544.25; 2-dr. sed., $1,- 
486.25; club cpe., $1,518; conv., $1,872; 
bus. cpe., $1,454.75; stat. wag., $2,082.75. 


PONTIAC—Torpedo ‘‘6’’—4-dr. sed., $1,- 
641 (deluxe, $1,731); 2-dr. sed., $1,583 
sed. cpe., $1,614 (deluxe, $1,704); spt. cpe 
$1,552 (deluxe, $1,641); bus. cpe., $1,500; 
conv., $2,025; Torpedo “8’’ — 4-dr. sed 
$1,689 (deluxe, $1,778); 2-dr. sed., $1,630 
sed. cpe., $1,661 (deluxe, $1,751); spt. cpe., 
$1,599 (deluxe, $1,689); bus. cpe., $1,558; 
conv., $2,072; Streamliner ‘‘6’’—-4-dr. sed., 
$1,727 (deluxe, $1,817); sed. cpe., $1,677 
(deluxe, $1,766); stat. wag., $2,374 (de- 
luxe, $2,442); Streamliner ‘‘8’’—4-dr. sed. 
$1,775 (deluxe, $1,864); sed. cpe., $1,724 
(deluxe, $1,814); stat. wag., $2,412 (de- 
luxe, $2,490). 

STUDEBAKER-—Champion Deluxe—4-dr. 
sed., $1,635.50; 2-dr. sed., $1,603.75; spt. 
cpe., $1,630; bus. cpe., $1,535.25; Champion 
Regal Deluxe—4-dr. sed., $1,709; 2-dr. sed., 
$1,677.50; spt. cpe., $1,703.75; bus. cpe., 
$1,609; conv., $2,059.50; Commander De 
luxe—4-dr. sed., $1,956.25; 2-dr. sed., $1,- 
924.75; spt. cpe., $1,951; bus. cpe., $1,- 
856.25; Commander Regal Deluxe — 4-dr. 
sed., $2,077.50; 2-dr. sed., $2,045.75; spt. 
epe., $2,072; bus. cpe., $1,977. BS; conv., 
$2,430.75; land cruiser, ‘$2,264.75 L 

WILLYS-OVERLAND — Stat. wag., $1,- 
841.71; stat. sed., $1,991.72; Jeepster conv., 
$1,885.77. 


—4-dr. sed., 








ice 


or- 
ir- 
he 
»X- 
de 


ave 
jive 
ant 
nt! 


usly 
ber 
ado 
lana 
owa 
tana 
lina 
Yhio 
‘and 
yton 
rted 
»ber 


fear 
date 


Dealer 


1,200 Visit New Chrysler 
Showroom in Armour, S. D. 


About 1,200 visitors attended the 
opening of the Chrysler sales and 
service building at Armour, S. D., 
owner E. C. Green reported. 

The showroom, parts, office and 
service department measure 48 by 
80 feet. The building’s front is fin- 
ished with full length plate glass 


windows and a chrome marquee. 
* * * 


Back Space 
Nash Slogan Appears 


On Bowling Shirts 


Nash Central Motors, Kansas 
City, is using the backs of the 
members of its bowling team to 
help further the company’s 49 ad- 
vertising theme, according to own- 
ers John F. Rupkalvis and Dave L. 
Barnes. 

The team’s bowling shirts incor- 
porate the current Nash slogan, 
“Hotter’n a Depot Stove,” in red 
letters with a blazing red stove 
radiating heat above the slogan. 

The “hot” idea is paying off for 
the team. Rupkalvis reports the 
squad is setting the pace in the 
local dealers’ bowling league and 
looks like a good bet to win the) 
championship. . | 

* * 





Titgemeyer Elected President 


Of Lake-Geauga (O.) Assn. 


E. F. Titgemeyer has _ been 
elected president of the Lake- 
Geauga (Ohio counties) Automo- 
bile Dealers Assn, 

W. H. Sherman of Willoughby 
is vice-president; D. F. Bailey, 
Painesville, treasurer, and J. A. 
Thompson, Painesville, secretary. 

* + + 


Akron Buick Dealership 


Purchased by Copley 


Bill Copley, founder and former 
president of City Chevrolet Co., 
Akron, has purchased the assets of | 
Earle Mansfield, Inc. (Buick). 

Bill Copley Buick Co. has moved | 
into the new 72-by-140-foot build- | 
ing which Mr. Mansfield had un- 
der construction when he died. 

Griggs Beam, formerly with City 
Chevrolet, has been named man- 
ager of the firm. Walter Carmi- 
chael, formerly with the Mansfield 
company, is service manager, and 
Howard Berg, also from City Chev- 
rolet, is parts manager. 

B . 


Raymond Pearson Opens New | 


$250,000 Home in Houston 


Raymond Pearson Motor Co. 
(Ford-Lincoln-Mercury), Hous- 
ton, Tex., opened its new $250,000 
home with a celebration featuring 
the music of Henry King’s or- | 
chestra, according to President 
Raymond Pearson. 

The company’s new location 
covers a full city block and con- 
tains, in addition to the show- 
rooms and service department, a 
used-car lot and separate paint 
and body shop. 

* 








= . 
Ford Dealers Donate Cars 


To Shreveport Schools 


Two Shreveport (La.) Ford deal- 
ers have presented two 1949 dual- 
control Ford sedans to the Caddo! 
parish schools for use in a driver 
training program. 

Participating in delivering the 
cars were George Wray jr., manag- 
ing partner, Wray-Dickinson Co.; 
C. L. Perry, driver training director 
of Shreveport public schools, and 
A. M. MclIlwain, business manager, 
Andress Motor Co., Inc. 

a * 


Friendly Foe 


Ad Applauds New Homes 


Of 2 Competitors 


When two Grosse Pointe (Mich.) 
dealerships recently completed ex- | 
tensive remodeling programs, their 
neighbor-competitor was the first to | 
offer congratulations and used a| 
large advertisement in a_ local | 
newspaper to do it. | 

Turner Motor Sales (Buick) and 
Fisher - Record Sales (Chrysler) 
were complimented on their build- 
ing alterations and improvements 
by Rodgers Sales (Studebaker). 

“Rodgers congratulates the other 
two members of Grosse Pointe’s 
little automobile row on their fine 
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Doings 


new buildings,” the Rodgers adver- 
tisement declared. 

The remainder of the ad tied in 
py calling attention to Rodger’s 
pride in its own service plant. 

* * + 


Dealer Does Part 
Workers Donate Day’s Profits 


To Community Chest 


Graham Loving (Packard) and 
his service employes cooperated in 
the District of Columbia Commu- 
nity Chest campaign by donating 
all proceeds earned by working on 
a regular day off. 


In a two-column advertisement in 
a Washington newspaper, Loving 
made the following appeal: 

“Car Owners—Will you help us 
help the Community Chest? Bring 
your car to us Saturday, Oct. 30, for 
any repairs you may need. All re- 
ceipts from labor and all parts 
profit will be donated to the Com- 
munity Chest. Every one of our 
employes is giving a full day’s 
work.” 

Response to this unique adver- 








” 





OWNER BOUGH WITH FORD 30 YEARS—Bough's Dedham Motors (Ford), opened recently 
in Dedham, Mass., on the Providence-Boston highway. A colonial brick structure, it covers 
17,000 square feet. Wilson Crouch is general manager. Bough is said to have been one of 
the first to recognize the importance of profit-sharing incentive bonuses for production 
employes. This policy has resulted in hard work and alert teamwork which produces better 
customer and public relations, the dealership states. F. G. Chadwick jr. is sales manager. 
J. Lawrence Bough has been actively engaged in Ford business for over 50 years. He opened 
his first dealership in Milton, Mass., in 1936. The other Bough dealership, Bough Motors, | 
Inc., in Milton, has also been undergoing expansion, with considerable floor space having 
been added to the service department, parts department and office. The two-story stucco 
addition has added important functional space. | 





tisement resulted in a contribution | 
of $210 to the local Community 
Chest drive. 


Edward Clinton, vice-president, 
and Paul Robertson, secretary. 
The board of directors includes 
these officers and Lloyd Voight 
and John Maurseth jr. 

+ + 


* 


High Bros., Little Rock, 


Sold Out to Lancaster 


High Bros. Sales Co, (Kaiser- | 
Frazer), Little Rock, Ark., has been 


* * * 


Aberdeen (S. D.) Dealers 
Elect Grover President 


Officers of the Aberdeen (S. D.) 
Automobile Dealers Assn. for 1949 
include A. F. Grover, president; 
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purchased by Associated Automo- 
bile Co., Inc. 

Ken G. Lancaster is president of 
the new firm, which will act as 
distributor in 36 counties. 

* * * 


Corbett Opens Dodge Deal 


In Northern Michigan 


Corbett Motors, Inc., Sault Ste. 
Marie, Mich., will hold an open 
house celebration, Dec. 8-11, to 
announce its appointment as a 
Dodge dealer. 

S. J. Corbett, who heads the 
new dealership, has served on 
the merchandising staff of Dodge 
division and as an account exec- 
utive for a Detroit advertising 
agency specializing in automo- 


bile accounts. 
* * 


British Ford Dealer 


Wolfard Motor Co. (Ford), Port- 
land, Ore., has announced its ap- 
pointment as a direct dealer for 
British Fords. The firm has desig- 
nated 10 other Ford dealers to han- 
dle the English cars in Oregon, 
southwest Washington and north- 
ern Idaho. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, leasi expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 








FO 


This year we're especially eager to welcome our friends in the 
industry to the Sparton booth at the Automotive Service Industries 
Show (A.5S.1.S.), Navy Pier, Chicago, December 6 to 10. 


For this year we can promise you some of the most sensational 
innovations in automotive safety equipment that we have ever pre- 
sented in our 48 years in the field. 


R EXAMPLE— 


1. The Sparton Tornado—amazing new addition to the famous 


family o 


2. The Sparton Retriever 


tive pick-up 


3. New Line of Sparton Teleoptic Devices 


directional signa 


ary driving and back-up lamps 


See us at Booths A-89, 91, 93, 95, to renew old friendships 


f Sparton Horns 


brand-new and revolutionary automo- 
and towing vehicle 

including automotive 

Is, marker and clearance lights, stop lights, auxili- 


SPARTON AUTOMOTIVE 


Division of 


and to see these brand-new automotive developments. 


THE SPARKS-WITHINGTON COMPANY 


SPARTON-TELEOPTIC COMPANY 
Subsidiary of 
THE SPARKS-WITHINGTON COMPANY 


MANUFACTURERS OF “SPARTON” AUTOMOBILE, TRUCK, BUS AND MARINE WARNING SIGNALS—AND TELEOPTIC AUTOMOTIVE SAFETY EQUIPMENT 
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(): what single ad 


‘When a single spread in a magazine 
lures better than a third of a million coupon 
returns, I'm convinced that advertising in that 


particular magazine is read and 





acted upon." 


Post 


COMMANOER 

Jack &. MaTHAnson 

1028 CHRYSLER BLOGS. 
new YORE (7.4. ¥ 


November loth 
. 4 § 


FOUR 1949. 
FORD CONVERTIBLES 


VOCE 
TO LEGIONNAIRES 


NO CONTEST! © NO INCONVENIENCE! 
The easiest way to get a brand new Ford you ever heard of! 


Mr. Fred L. Maguire, Advertising Director 
he American Legion Magazine 

fark Avenue 

ork 16, NY 












wi 
Dear ur. re: 


#hen @ singl 
third of a sill 
advertising in 
acted upon. 


d in @ magazine lures better than « 
coupon returns, I'm convinced that 
rticy magazine is read and 


ereevrve The J. J. Seagranm Post, 83, advertisement in the 
September issue of THE AMMI-AN LEGION MAGAZINE actually 
pulled the phenosenal total of 358,061 coupon returns, of 
ee 6e which 237,567 were sent in by sen and 120,494 were mailed 
Cumerorwen P monan #6 ty women. To put it aildly, all of us were astounded at 
the returns. 
An Ultra-Modern CROSLEY-AMERICAN All-Electric 


As @ result of this unusual showing, I am sore than ever 
certain that THE AMERICAN LEGION MAGAZINE really pene- 
trates the Legion Market and is reed by Legionnaires. 


Four new 1949 Ford convertibles, donated 
by the J. J. Seagrem Post to the American 
Legion 1948 Convention Corporation, will 
be awarded, absolutely free, to four lucky 
Legionnaires at the National Convention in 
Miami, October 18-21. No strings attached! 
No cost to you! The drawing will be held 
in the Orange Bowl, October 18th, and the 


cars will be available to the winners in 
Miami. If desired, arrangements will be 
made to ship cars at winners’ expense. Every 
Legionnaire is eligible to win. There is no 
charge for participating. Just mail the 
coupon below or send in a letter or postcard 
using the coupon as a guide. Entries must 
be received by midnight, October 17th 


Four luchy Legionnaires will drive heme hem Miami in brend new convetbies 
donated by the J. J). SAGRAM Pow. 


Kitchen with Built-in Television! 


This award is open to LADIES of the Ameri- 
can Legion — including women members — 
whether or not present at the convention. 

J. J. Seagrem Post, American Legion, has 
donated a specially designed, all-electric 
kitchen to the American Legion 1948 Conven- 
tion Corporation, which will award it toe 
lucky Lady of the Legion. This complete, 
Crosley-American kitchen includes electric 


range, garbage disposer. home freezer, large 
Shelvador refrigerator and television set! 
This is a separate drawing. Attendance at 
the convention is not necessary. The kitchen 
will be installed in your home anywhere in the 
forty-eight states. You can enter either by 
mailing the coupon below or a letter or post- 
card, using the coupon as « guide. Entries 
must be received by midnight, October 17th 


7 oF Leaner, 


ck S. Nathanson 
Commander 















Te OF USED OY THE LaBIES OF THE Legion 
Petes ceceseceeoooeorcore 
ee gee Comme Corneretes oor 
ber AIRE Segoe tte Meee 


Oenwriewen 


Te Of USED OY LEGION MEMEERS OMY 





Ameneee | apes Commmemen Corperstns 6 Marte 
te OEE Memes ee Merete 















Genriemaen 
1am « member of 


LEGION. located in__ 
cry 


fom women member of the 
Legion . AMERICAN 


Amencen 

~~ moter 
waar (we | ccnmee 

————-dauaginer [ Lepleneninn ome) 
wile ) 


Growing for the four 


Please enter my name in the free drawing for t 
Amencen All-Electric Kitchen, donated by the J 
a be held October 16, 1948 et Orenge 


° 
' 
' 
' 
1 
' 
' 
' 
; Please enter my name in the 
' 
' 
' 
' 
' 
' 
' 





237,569 MEN 


120,494 WOMEN 


“This is to certify that the coupons delivered 





to this organization on Oct. 27 by The American Legion 

Magazine have been sorted and counted by statistically sound and 
reliable procedure. We, as the agency making the count, certify 
that the total count of coupons was 358,063."'— Richard Manville. 
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in a single magazine 

























pulled &3:4'-e) coupons ? 





| —— J.J. Seagram Post spread: Sept. 1948 issue of 
THE AMERICAN LEGION MAGAZINE 


| ——JIs this a record ? 


> 


&& Aa— We don't know but welcome a 
certified topper 


We believe these 358,063 coupons mean that the September issue of The American Legion 

Magazine moved more people to traceable action than any other magazine has done with a single advertisement. 

This is no irrevocable claim to the biggest or the best. Too many of these have already 

been made by too many media professing to be all things to all advertisers. But all our inquiries to find a greater response 
story have met with vagueness. That is why we're asking here if you can top this one. 

Ours is essentially a male market. Though we do point with reasonable pride to an unusually 

large women readership for a male publication—2 million. Our influence is with 3 million men who fought in 


two wars. The strength of this influence can be determined by the results of this ad. 


TY] (0) ‘J 3,000,000 


MAGAZINE PAID CIRCULATION 


6,093,000 READERS-::-> (STARCH): os 





New Commercial Car Registrations, All 
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States for First Nine Months, ’48-’47 





















































v0 
3 g 8 3 
Truck registrations by states e = s o < s Truck registrations by states 
are released here weekly, as 5 t - 2 < = © 3 3 6 s — ae — a 
completed by R. L. Polk rep- z £ s ° e g £ o . 2 2 > a el a Be Agedhed 4 
resentatives in state capitals. ¥ 3 3 £ 5 2 : z 5 = = 3 S | resentatives in state cap . 
6i'i3/6/6 zis Sve ie ie ie ie | eS 
Alabama ag 5263} 25) 48! «21! «1440| 29-3847) | 1138) 2) 1805 Hs 182 | | 583) | 113) 1058) 4) 15673 "48 Alaba 
‘47 4 3441 66 12) 1689; 55] 2922! i} 690| 35] 1568 6 195 367 1} 1281 = 747 12007 | '47 a 
Arizona 48 3 1290; 20 7; 18) 539) 12) 1099) 2) 323 | 7 OW 23 5; 315 44, 272 7| 4414 ‘48 Arizona 
‘47 4 814 17 8 459 16} 883) 4 222 8 303 9 88 4 219 32 245 28 3363 (47 
Arkansas ‘48 5157) 7, 87) ~—«t|s«4372)~=s27| 3881) = -3!—*1000) jm 6) 8 272 595, 1; —s75| «1522; st |s«15537.°48 Arkan 
47 3443 68 1348! 32) 3269 | 597) 18) 1192 17 20 413 55| 710! 6| ‘11248 47 
California 170; 24) 13363) 182/304) + 352| 7230) 55| 10613| 56| 4528| | zu 104) 239 6| 190) 81) 3293 | 338) 2962) 185) 49012 ‘48 California 
“7 -291\—«42|-«O7 350} 212) 6510| 140! 9708) 138) 3175| 207) 4945 279 | 442) 91 2785! = 6|-«-455|«1576| +520) 41589 “47 
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Widespread Reaction . . . 


_AUTOMOTIVE NEWS, DECEMBER 6, 1948 


Press Comments on Macy Investigation 


Most of the newspapers of the | market price—they deliberately un- | 


land had something to say about 
the auto industry the other day 
following publicity on the Macy in- 
vestigation. 

Whether the comments are 
right or wrong, we think they are 
important to our readers. 

Some of them follow: 

Evening Star, Washington, D. C. 
—... Enough was disclosed to in- 
dicate the need for a thorough 
housecleaning by the automotive 
industry ... the most effective 
corrective action could come from 
within the industry itself, rather 
than from outside through prosecu- 
tion or new legislation. .. . 

* * + 


Fred Othman (syndicated col- 
umn) —...I got the idea, though 
I hesitate to quote him on so ten- 
der a subject, that he considers the 
40-pile-per-hour shave a dangerous 
luxury, despite safety-seal Hudson 
bodies and self-washing windshields. 

* * * 

Chicago Journal of Commerce 
No man is ever compelled to buy 
anything. That’s a point to remem- 
ber when discussing the sellers’ 
market in automobiles. ... 

+ * * 

The News, Washington. — The 
automobile industry had better 
act promptly and vigorously to 
clean up the questionable selling 
practices now being aired by a 
congressional committee here in 
Washington. . . . The time will 
come when the public illwill now 
being built up by dealers and 
salesmen who grab for easy extra 
money will be a costly liability to 
the whole industry. 

+ a - 

New York Times—Revelations in 
the last few days by two legisla- 
tive committees of unconscionable 
business practices in automobile 
sales and financing foreshadow 
one of two eventualities. Either the 
automobile makers and_ sellers 
must quickly get together to write 
and then enforce a code of honest 
business or such a code will prob- 
ably be written into law and im- 
posed upon them. 

* * * 

East Liverpool (O.) Review- 
Auto dealers’ practices revealed 
in testimony before a congres- 
sional investigating committee in 
Washington reflect a widespread 
condition. ... If one were to plan 
the systematic corruption of a 
nation’s trade practices, it could 
not be done any more effectually 
than it has been done haphazard- 
ly by the pressure of money in- | 
flation. ... 

Times-Herald, Washington - 
That (price control)would be a ma- 
jor calamity for both industry and 
public, but the fact remains that it 
can still happen unless the industry | 
cleans up its own problems. A first- 
rate policing job could be done very | 
easily by the big companies. They 
don’t have to sell automobiles now. 
. . » So, the companies could turn 
loose their home office sales forces | 
to watch the dealers... . 

* . + | 

Phil S. Hanna, Chicago Daily 
News—No one in his right mind 
will attempt to condone the actions 
of automobile dealers who have 
taken advantage of the sellers’ | 
market and gouged the car-buying | 
public. Like all groups who ride a 
free horse too far, retribution will 
catch up eventually. But what im- | 
presses me is that the very people | 
who are hanging the auto dealers 
up to public scorn are themselves 
gouging the public . . . when the 
politicians hire unneeded public | 





| 
| 








employes . . . they are requiring the 
public to buy unwanted “acces- 
Sories.” . . . Even $1,000,000,000 of 
extra profit would be small potatoes 
compared with the taxes which the | 
American people pay to hire unnec- | 


essary bureaucrats so-called... . 
* * * | 


Letter to Wall Street Journal | 
from John W. Scoville, economist. | 
—A Congressional committee has | 
been stirring up a tempest in a/| 
teapot. ... 

When automobile production was | 
resumed after the war, the manu- 
facturers could have charged very 
high prices. But instead of charg- | 
ing a price which would have| 
equalized supply and demand—the | 


derpriced the new cars. This gave | 
the dealers an opportunity to) 
charge the market price. But most | 
dealers did not charge the market 
price—for had they done so, the} 
number of buyers would have been | 
just sufficient to absorb the cars| 
coming off the lines—and dealers | 
would have had no long waiting 
ROB, 2s « 

It is good economic theory that 
the proper price is the market 
price—that is, the price that 
equalizes supply and demand. 
Since most automobile buyers 
have paid less than the market 
price, the estimated losses of the 
public ($450,000,000), due to over- | 


charges by dealers or due to the 
fact that dealers made a profit 
on trade-ins, is a pure myth. It 
would be better to estimate the 
gains to the car buyers caused 
by the failure of the manufac- 
turers and dealers to charge the 

market price. .. . 

The investigating committee is 
having trouble in finding what law 
was broken by the dealers and the 
salesmen. Of course they broke no 
law, and if they sold to the highest 
bidder, they just showed good 
sense. 

+ * * 

Detroit News—The long-run ef- 
fect of this week’s hearing before 
a Congressional subcommittee on 
sales practices in the auto industry 


can only be wholesome ... We have 
heard it complained privately by 
some of these (manufacturers) and 
their sales executives that in many 
respects they are at the mercy of 
the dealer. 

If he is a gypsy concerned only 
with grabbing a fast dollar, he is 
out of place in a business in which 
goodwill counts for everything. 

Bd * + 


James M. Haswell, in the Detroit 
Free Press —... Many auto buyers 
long ago learned that new cars sel- 
dom if ever actually sell for the re- 
tail prices set by the manufacturer. 
...In today’s market of too many 
buyers and too few cars, they in- 
variably sell for more. In the good 
old days of too many new cars and 
too few buyers, sometimes new cars 
used to sell for less.... 


* + * 
Leslie Gould, Journal-American, 
New York —... There has been 


and still is a racket worked in the 
sale of new and used cars. But 


27 


the vast majority of the auto deal- 
ers will be found to play squarely 
with their customers. .. . Most of 
the new cars on the lots at prices 
$300 to $600 over the list come from 
the pubic and not from dealers... . 
The answer, though, is not more 
controls. Certainly not now when 
production is beginning to catch up 
with some of the demand. The sell- 
er’s market may be over next 
summer. 





Texas Automotive Sales 


Up 16 Percent Over ’47 

AUSTIN, Tex.—Sales for automo- 
tive stores in Texas showed a de- 
cline of 10 percent in September 
from those of the previous month, 
according to the bureau of business 
research of the University of Texas. 
Sales totals from January through 
September, however, showed a gain 
of 16 percent over the same period 
in 1947, 





Here is streamlined 
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Handsome in every de- 
tail. Easily installed on 
all latest models. 





E. A. LABORATORIES, INC. 
Myrtle Ave. & Spencer St., Brooklyn 5. 


Gentlemen: We are interested in your proposition. 


eI eee MeL 


a ee Sa ee LS 
















you 


NAME THE CAR... 


THE 


RIGHT HEATER 


When you buy from E.A. (national heater 


headquarters), you choose from a complete 
line of custom-built, easy-to-install heaters. 
You'll like E.A. big-dollar, top-performing 
value immediately . . . you'll like the high, 
wide and handsome profit that comes with 


every heater, too! 


Whatever make or model car you sell, 
E.A. has the right heater for you. Buying from 
E.A. means being assured of the best possi- 
ble service from the world’s largest inde- 
pendent manufacturer of auto heaters. The 
heaters shown here are three leaders. 


E. A. LABORATORIES, Inc., Brooklyn 5, New York 


El Monte, California « Chicago, llinois 


Made by E. A.—the leader since 1904 in the automotive accessory field. 


Name 


We are agents for 


Address 
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By James D. Woolf 

A FEW DAYS ago, motoring 

through a Texas city of some 
40,000 population, I happened to 
remember that my wife had asked 
me to bring home a coffee perco- 
lator of a new type she had been 
unable to find in her local stores. 

While paying my luncheon check, 
I asked the cashier for help. 
“Well,” she said, “there are a dozen 
stores here that might have what 
you want. But since it’s something 
special you are looking for, you’d 
better try Wilson’s. They’re usually 
first with the latest.” 

Seeking direction from a police- 
man on the corner, I mentioned 
casually that I was trying to 
track down a hard-to-find perco- 
lator. 

“Wilson’s,” he declared, “is your 
best bet.” 

A reputation like Wilson’s — a 
reputation of being on your toes— 
of being alert and up-to-date—of 
being first with the latest—can be 


Why uot “Cash Tu” on 
Chirstmas Busines? & 


SEAT COVERS 


GIVE YEAR ‘ROUND 
PLEASURE and COMFORT 


Satisfied Customers at Christmas time help build year 


a 






‘round business. 


For Sales Satisfaction you can't beat “Sure-Fit” seat covers and 


automotive accessories. 
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Salesense in Advertising 
Tested Ideas for Small Business 


one of your most priceless assets. 
. * 


UT TO BE first with the newest 
items of merchandise is not the 
whole of it. Of equal importance 
is being first in 

Service ‘Extras’ SERVICE — first 

Satisfy the in thinking up 

Customers little twists and 

angles — the little 

“extras’—that make for customer 
satisfaction. 

For example— 

—the bakery shop that devised a 
special “sealtite” envelope for small 
change, thereby preventing its loss 
by children as they tote home a 
bag of cookies or rolls, or a loaf 
of bread; 

—the laundry that, with a little 
gadget of its own invention, loosens 
up the buttons after the shirt is 
starched and ironed, thus prevent- 
ing their being embedded tight into 
the fabric; 

—the building supply dealer who 
stencils grade marks on his lumber 


Check your stock now, and be prepared for 


CHRISTMAS business . . . 


TO 


ing to our own specifications. 


Primarily used under seat covers for added 
comfort, they are ideal for truck seats and reconditioning older 
model cars. Sell a set of TOPPER PADS with seat covers for 


added profit. 


AVAILABLE IN TWO SIZES 
Mei Tot? c- s ~ 16°eSO xt" 
No. 1518 .... 18"x56"x1” 












ER PADS 


. A-1 Top quality cushion pads. This new 
pad has been developed and molded accord- 


out. 


MULTI- 


AUTOMOBILE FLOOR MATS 


Three sizes to fit any car — brown or 
black. Protects and beautifies car floors. 
Prevents or covers worn spots. Easy to 
keep floors clean — just remove and shake 


and guarantees the accuracy of his 
gradings; 

—the banker who provides check 
books for left-handed customers, 
with the stub part on the right 
and not on the left end of the 
book; 

—the dairy that delivers its milk 
in bottles with corrugated necks, 
thereby preventing slippage from 
cold, wet fingers. 

The newest in merchandise! The 
newest in service! The newest in 
IDEAS! That’s the formula that 
wins—and the reason why I found 
a whole town telling me that “Wil- 
son’s is your best bet.” 

* +. * 
pe COPY is advertising’s un- 
forgivable sin. And much ad- 
vertising is as dull and drab as old 
shoe strings. 

The reason is the failure of the 
advertiser to say anything fresh 
and new and novel. No ideas, no 


imagination — just the same old 
same _ prosaic 


generalities, the 
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CELLED 


WRITE US AND A REPRESENTATIVE WILL CALL WITH A COMPLETE LINE OF SAMPLES 


Tze HOWARD ZINK Corgoratic 


Passaic, N. J. —FREMONT, OHIO—Long, Beach, Calif. 


TAUPE CONTOUR REPLACEMENT MATS 


6, 1948 








THE HOUSE OF SERVICE—Is the slogan of Renner Oldsmobile, Wauwatosa, Wis., which 
recently played host to 2,200 visitors at the opening of its remodeled sales and service 


departments. Beige 


claims, the same ancient bombast 
that advertisers have been dishing 
out since the Pilgrims sold the 
first string of beads to the Indians. 

Dull copy is dull not so much 
because of poor writing. The 
fault lies usually in the subject 
matter. Words cannot be satis- 
factory substitute for ideas. 

If you have something in your 
business worth talking about— 
something fresh and interesting— 
either about your merchandise or 
your service, tell about it in simple, 
homely words, and you will have 





At your service is the most complete line of auto seat covers, cushions and fabric automotive accessories in the 


U.S. Thot’s why for yeors dealers have known thot 


'1T PAYS TO BE ASSOCIATED WITH THE LEADER” 











colored glass tile was used on the outside of the showroom. 


advertising that people will read 
Don’t fuss around with fancy 
writing. 
> * 

HERE IS NEWS in merchan- 

dise. Much of our time and 
energy and nearly all of our money 
goes into our purchase and con- 
sumption of goods. 

KNOW the products you sell. 
Look for a news angle every time 
you write an ad. See if you can’t 
find, in each instance, some special 
bit of information that the reader 
will find interesting and enlighten- 
ing. I know a merchant, a feed 
dealer, who is wonderfully success- 
ful at doing this. 

He is constantly reading upon 
grains and feeds. He studies all the 

literature sent to 

Sidelights May him by manufac- 


Brighten Up turers. He de- 
Your Copy vours govern- 
ment bulletins 

and the trade journals. He has 


assembled an astonishing library 
of “Ripley-Believe-It-or-Not” infor- 
mation. 

Every piece of copy he prints has 
in it at least one interesting and 
useful fact that is not generally 
known, People look for his adver- 
tising; they enjoy reading it and 
find it helpful. 

It is easy to see why this dealer 
is widely respected as being alert 
and up-to-date, why like Wilson’s 
he has a reputation of being on 
his toes. 

a2 * * 
U= YOUR imagination all of the 
time. There is no substitute for 
it in business. Neither hard work, 
nor sagacity, nor hard-headedness 
can fill the place left vacant when 
imagination is lacking. 

The imaginative advertiser makes 
his own news. He does it first by 
doing what Wilson’s does—he is 
constantly on the alert for innova- 
tions in merchandise. Is everybody 
talking about a new plastic cock- 
tail tray, or a revolutionary new 
floor paint, or a new streamlined 
electric toaster, or a new-type lawn 
mower, or a remarkable household 
deodorant? All right, he has it! 
Isn’t he the first with the latest? 

For nearly two years I have been 
reading the national advertising of 
an unusual new weed-killer. My 
gardening friends have been prais- 
ing it. But the hardware store 
where I sometimes deal doesn’t 
carry it. 

“Nope,” he told me indifferently. 
“I don’t have it. Can’t carry every- 
thing, y’know.” 

An imperfect world invites you. 
Reflect a moment on your own 
experience as a consumer, You 
asked your dry cleaner to give 
the sleeves of your coat a “round 
press,” but they came back with 
@ Frazor-edge crease. Two times 
lately the roofer has tinkered 
with your roof, but your ceilings 
are damp again. 

After three weeks, repairs on 
your watch are not finished—and 
one week was the promise. Yester- 
day, for the 10th time, you were 
outraged to find lipstick on your 
tumbler in a public restaurant. And 
your haberdasher delivers to your 
home a box containing six ties, but 
what you ordered was a scarf. 

Despite the famed efficiency of 
American business, little is done by 
anybody that cannot be done better. 

The door is wide open. With only 
a little extra effort you can be the 
Wilson’s in your community—with 
a reputation of being on your toes 
—of being alert and up-to-date—of 
being the first with the latest. 

And you will have outstanding 
advertising—because you will have 
some outstanding things to talk 
about. 


Camp Appointed 


Cc. D. (Bud) Camp jr. has been 
appointed general sales manager 
of Titus Motor Co. (Ford), Ta- 
coma, Wash. 
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Affecting Factories and Dealers .. . 





Auto Advertising 


By Jim White 
Associate Editor 

What is claimed to be the larg- 
est single radio promotion program 
by an automobile dealer has been 
inaugurated by Motor Sales Co. 
(Lincoln - Mercury), Minneapolis, 
over station WTCN there. Erwin, 
Wasey & Co. is in charge of pro- 
ducing the show, “Motor Caravan.” 

Six half-hour programs per week, 
staged at different hours each 
night to cover as many audiences 
as possible, make up a package 
show featuring the Denning Sis- 
ters, the King Cole trio, the Chuck- 
wagon Jamboree and others in ad- 
dition to late news by a veteran 
station announcer. 

* 


Public Service Aid 


More than 6,000 house organ edi- 
tors throughout the nation recently 
received a guide from the Adver- 
tising Council for four month’s ad- 
vertising support of public service 
campaigns. The guide was request- 
ed by the editors themselves 
through an advisory committee 
headed by K. C. Pratt, editor of 
Stet, magazine of house organ 
editors. 

The guide carried ad-proofs of 
four different public service cam- 
paigns covering the next four 
months. Total circulation of house 
magazines is now estimated at 49 
million readers, according to the 
International Conference of In- 
dustrial Editors. 


Taylor Returns to ABC 


Henry J. Taylor, noted econom- 
ist, author and journalist, returns 
to ABC networks Dec. 20 with a 
weekly quarter-hour of news and 
commentary presented by General 
Motors. 

Kudner Agency, Inc., will handle 
the 52-week program which will 
be heard Monday evenings from 
8:45 to 9 p.m., EST. 

* * * 


Tribune’s Linage 

A 112-page issue containing an | 
estimated 235,000 lines of adver- | 
tising was distributed to its read- | 
ers Thanksgiving Day by the | 
Chicago Tribune, the largest 
daily issue ever published by that 
newspaper. A large share of the 
advertising was devoted to pre- 
Christmas offerings of Chicago | 
stores. 

The holiday issue established | 
the fourth new daily record in | 


Se 


| 





advertising volume set by the | 
paper in less than three months. 
This is the third consecutive year | 
that the Tribune is printing a 
greater volume of advertising 
than any other newspaper in the 
country. During the 12 months | 
ended Oct. 31, it printed 42,130,- 
940 lines, 20 percent more than 
any other newspaper during the | 
same period and the largest vol- 
ume ever printed by any Ameri- 
can newspaper in any 12-month 
period. 


* + 


Texaco First 


The Texas Co. (Texaco) marked 
the beginning of its ninth succes- 
sive year of sponsorship of the 
Metropolitan Opera broadcasts last 
week when, for the first time, the 
premier performance of the season | 
was televised over eastern sea-| 
board networks of the American 
Broadcasting Co. The broadcast 
originated over W4JZ-TV, New| 
York, and lasted the entire per-| 
formance of the opera, Verdi's 
“Othello.” 


+ * * 


| 
Cushman to Ayres 
Cushman Motor Works, Inc., 
makers of the Cushman line of 
motor scooters, has announced 
the appointment of Ayres Adver- 
tising, Inc., Lincoln, Neb. to 
handle its advertising accounts. | 
Previous to the appointment of 
the Ayres agency, Cushman pro- 
motion was handled by Calkins 
& Holden, Kansas City. Current 
plans call for the use of general 
magazines, business and farm | 
Papers and an extensive dealer 
program. Sidney J. Hoganson is 
advertising director of the firm. 
+ 





Brake Campaign 
Bendix-Westinghouse Automotive 


Air Brake Co. Elyria, O., has 
launched a new national campaign 
through the Saturday Evening Post. 
MacManus, John & Adams, Inc., 
Detroit, handles the account. 


Although a consistent adver- 
tiser over the years in the trade 
press, the present campaign is 
the company’s first venture in 
national media. Regular trade and 
direct mail advertising will be 
continued on the same basis as 
in the past. 

In the Post, individual ads will | 
be full pages and in two color, with | 
layout following the shape of the 
Bendix - Westinghouse trademark. 
The theme will emphasize the slo- 
gan, “For Heavy Hauling the Best 
Brake Is Air and the Best Air 
Brake Is Bendix-Westinghouse.” 

* * + 


K-F Dealer TVs 


Paul Schulte Motors, Inc. (Kais- 
er-Frazer), St. Louis, is currently 
sponsoring a Friday evening tele- 
vision program of sports over 
KSD-TV, the first such dealer- 


ow =sog * 


Miller Motors in Wash 


sponsored television show in the 
area, it is claimed. Prominent 
sports figures are interviewed be- 
fore the listening audience by 
Johnny O’Hara, station sports an- 
nouncer. 

Gordon-Marshall Advertising, 
Inc., handles the account. 

* * * 


East Side Coverage 


A series of safety advertise- 





you can reply 


WOLF'S HEAD 








lf he wants to know why... 
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CROSLEY AND ROLLS-ROYCE DEALER—Jack Pry, Washington, dealer for Crosley and 
Rolls-Royce, has ee at 1539 Pennsylvania Ave., 


S. E., and also operates Henry 


ngton, the latter being a Crosley exclusive. 


ments which appear weekly in 
three metropolitan New York 
City newspapers have been pre- 
pared for the East Side Chevro- 
let Corp., 61st St. and First Ave., 
by A. W. Lewin Co., agency. 
The ads appear weekly in the 
Times, Worid-Telegram and Post- 
Home News. Total circulation is 
said to exceed 1,200,000 weekly. 
Ads feature safety tips to the 
motoring public and information 


29 
about Hast Side service offers. 
* * + 


Names 


Charles Dahle, for the past two 
years assistant press secretary to 


_| Governor Earl Warren of Califor- 


nia, has joined the firm of Kriedt 
& Myers, San Francisco, as public 
relations associate. Before the war 
he was northern California repre- 
sentative of MacManus, John & 
Adams, Inc. 


William A. Greene, a senior mem- 
ber of the sales staff of the Bureau 
of Advertising, American News- 
paper Publishers Assn., has been 
named executive assistant to the 
director, it is announced by Harold 
S. Barnes, director of the bureau. 

Donald Q. Coster, member of the 
executive sales staff of the Bureau 
of Advertising, American News- 
paper Publishers Assn., has been 
appointed eastern manager. He 
will be in charge of all bureau 
eastern sales operations in the na- 
tional advertising field. 


Named K-F Dealer 


Kelliher 66 Garage has been 
named Kaiser-Frazer dealer for 
Kelliher, Minn. Allen Aune, Harry 
Virden and Ralph Eaton operate 
the firm. 


IS THREE STEPS AHEAD 


Here’s a real way to boost your sales. Tell every cus- 
tomer why Wolf’s Head is better. Tell them that the 
refining process of Wolf’s Head Motor Oil is carried 
three steps further than that of ordinary oils. And explain 
that Wolf’s Head . . . 100% pure Pennsylvania, premium 


grade ... is a superior 


refinement of only the finest 





SREPRADRTT! FP WT 


Pennsylvania crude. Once you make it clear that there’s 
a big difference between Wolf’s Head and ordinary oils, 
you’ve found the quickest way we know of to get your 
customers to ask you for Wolf’s Head . . . every time 
they need oil. Wolf’s Head Oil Refining Co., Inc., Oil 


City, Pa., New York 10, N. Y. 


100°. Pure Pennsylvania—‘Premium Grade”’ P.G.C.O.A. Permit No. 6 
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Called Responsibility of Management. . . 


Distribution Cost Cut Urged 


NEW YORK.—Management’s re- 
sponsibility to lower distribution 
costs of merchandise it produces 
was stressed by Robert A. Whitney, 
president of the National Federa- 
tion of Sales Executives, in ad- 
dressing members of the American 
Marketing Assn. here. 

Whitney warned that the fact 
that more than 60 percent of the 
retail price of merchandise repre- 
sents the cost of getting it from 
the factory into the hands of the 
consumer seriously threatens the 
future of our “competitive enter- 
prise system.” 

“Consumer groups, labor leaders, 
government agencies, even produc- 
tion officials themselves point with 
pride at industry’s record of estab- 
lishing accurate cost figures and 
cost controls,” he declared, “but fail 
to reveal that the standardization 
and centralization required by mass 
production tend to drive even higher 
the cost of distributing goods. 

“Today top management must 


or Cincinnati 
without the 


ASK ANY CINCINNATIAN C7 i re 


look at the whole gamut of dis- 
tribution from the time the prod- 
uct is merely an idea in the mind 
of an inventor until it is in the 
hands of the consumer. Both vol- 
ume sales and the resulting vol- 
ume production should be studied 
to find the best means of better 
coordinating all of the elements 





Trolleys Out in Area 
East of Frisco Bay 


SAN FRANCISCO. — Califor- 
nia’s Public Utilities commission 
has authorized the Key System 
Transit Lines to substitute mo- 
tor buses for all remaining trol- 
ley cars in the San Francisco 
east bay area and granted a 
new fare structure to increase 
the company’s annual revenue 
by $693,000 annually. Fares 
which would have increased 
revenues by $1,660,000 a year 
had been sought. 








with the work of all the individ- 
uals in charge of these many 
functions of our distributive sys- 
tem.” 

Whitney declared that only by a 
close working relationship and 
knowledge between the producer, 


ments of each, can “unnecessary” 


distribution costs be eliminated. 


Manufacturers were urged by the | 
| speaker to take advantage of “the 


wonderful merchandising effort” 
that can be made through repre- 
sentatives of newspapers. 

He cited a recent successful 
merchandising campaign in which 





newspaper mats to induce retail 
stores to co-feature their own ad- 
vertising of the product were sent 
to all newspapers in the campaign 
three months before the national 
advertisement appeared. 

With the mats was the campaign 
story, he explained, and a check list 
for listing local stores that took 
ads. The result was enthusiastic 
nationwide response, he said. 


ATI ney 


the wholesaler, the retailer and ele- | 





TOYLAND |i 


MAKES INITIAL BOW IN AUSTRALIA—The Holden, first Australian-built car, 





is now in 


production in one model, according to Edward Riley, general manager of General Motors 
Overseas Operations. The four-door five-passenger sedan is being produced by General 


Motors-Holden's, Ltd. 





GM Launches Production 


Of Aussie-Built Holden 


NEW YORK.—Beginning of pro- 
duction of the first Australian-built 
automobile, the Holden, was an- 
nounced here by Edward Riley, gen- 
eral manager of GM Overseas Op- 
erations division. The car will be 
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No gift, but for sales profitably 
produced, Retail advertisers pre- 


sent to the Times-Star a 1,268,000 
line margin over any other Cin- 


cinnati paper, daily or Sunday 
.-- for the first nine 1948 months. 


produced by General Motors- 
Holden’s Ltd. in its Australian 
plants. 

The Holden is currently being 
produced in one model, a four- 
door five-passenger sedan, and 
has a 108-inch wheelbase with an 
overall length of 172 inches. It 
has a curb weight of approxi- 
mately 2,200 pounds and is of in- 
tegrul body-frame construction. 

Tests on four prototype cars, ag- 
gregating 236,750 miles, reveal that 
the Holden has flashing accelera- 
tion, wide high-gear driving range, 
high maximum speed and unique 
operating economy, the company 
said, 

In recent tests of two Holdens, 
over a 600-mile course of varying 
terrain, at varying speeds, more 
than 30 miles an American gallon 
| was recorded, a figure which hith- 
| erto only “baby” cars have achieved, 
| GM stated. 

Another feature of the Holden is 
its ample road clearance of 8% 
inches minimum, for big clearance 
is vital on Australian country roads. 
Despite its clearance the overall 
height of the car has been kept to 
only 61-11/16 inches. 


The engine is a six-cylinder, 
overhead valve type with three- 
point rubber suspension. It has a 
capacity of 132.5 cubic inches with 
a bore and stroke of 3 by 3% 
inches. Its rating is 21.6 h.p. with 
development of 60 brake h.p. 
There are four main bearings and 
high pressure lubrication is used. 

The brakes are hydraulic on four 
wheels giving self-serve action on 
both forward and reverse braking. 
The wheels are 15 inches, carrying 
— four-ply low-pressure balloon 
tires. 


In keeping with the Australian 
need for conserving dollars, only 10 
percent of the car on list price and 
5 percent by weight will represent 
imported parts and accessories and 
components, under agreement with 
the Australian government. 


Final assembly of the Holden is 
being carried out in the company’s 
existing assembly plants in each of 
the five Australian mainland capital 
cities—the plants at Melbourne, 
Pagewood (Sydney), Birkenhead 
(Adelaide), Perth and Brisbane. 
Manufacturing operations will be 
concentrated at Fishermen’s Bend, 
Victoria and Woodville, South Aus- 
tralia. 

Utilizing the latest equipment in 
the company’s newly erected and 
existing plants—involving a new ex- 
penditure of $7,732,560 at the 55- 
acre GMH plant at Fishermen’s 
Bend, Victoria, and $5,563,360 at the 
55-acre GMH plant at Woodville, 
South Australia—production will be 
stepped up as speedily as possible 
to fulfill the nationwide need for 
this new car, it was stated. 

Other specifications for the Hol- 
den, announced by the company, 
include: 

Tread: Front, 53 inches, rear 54 
inches, 

Minimum turning diameter: 37 
feet (right and left). 

Suspension: Front, independent 
incorporating vertical coil springs. 
Rear, semi-elliptic in lubricated 
covers. Rubber insulated spring 
eyes and shackles. 

Transmission: Single plate dry 
disc type, cushion by multiple 
springs. Open propeller shaft bal- 
anced in needle bearing universals 
front and rear. 

Gearbox: Three-speed selective. 


Synchromesh second and high. 
Rear axle: 
hypoid drive. 
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U. S. Tires Names Mack 
To Head Merchandising 


Auto Personnel 


AUTOMOTIVE NEWS, DECEMBER 6, 1948 _ 


| Parts has appointed R. C. 


Kirschner. 
* * * 


H. R. Mack has been appointed | General Tire Appoints 


merchandising manager, U. S. Tires 
division of United States Rubber 
Co., according to J. C. Ray, sales 
manager. 

Mack joined the rubber company 
in 1937 as a tire salesman in Buf- 
falo. He was made district man- 
ager there in 1938 and, in 1942, was 
appointed manager of truck tires 
with headquarters at New York. 

* + . 


Carroll Retires; Huntington 
Takes Over Goodrich Post 


Chester E. Carroll, general man- 
ager of the Associated Lines sales 
division of B. F. Goodrich Co., has 
retired from ac- 
tive business 
after 30 years 
with the organ- 
ization. M, G. 
Huntington was 
named his succes- 
sor by James J. 
Newman, vice- 
president. 

Huntington has 
been named as- 
sistant general 
manager of the 





M. G. Huntington 


Five Branch Managers 


Vice-President L. A. McQueen 
of General Tire & Rubber Co. 
announces appointment of five 
branch managers and the open- 
ing in Richmond, Va., of a new 
branch sales outlet. 

The branch managers assigned 
by McQueen are: Earl H. Schaub, 
Denver; William W. Fergusson, 
Buffalo; Richard Graybill, New 
York; John W. Bogle, Richmond, 
and James J. Flasco, St. Louis. 

* * * 


Pontiac Appoints Dickens 
Cleveland Zone Chief 


J. E. Dickens, former assistant 
zone manager for Pontiac in the 
Boston area, has been named chief 
of the Cleveland district. He suc- 
ceeds J. H. O’Sullivan, who has 
signed a franchise for a Pontiac 
dealership in Florida. 

Dickens, 41, the incoming man- 





(Bob) | 





ager, has held practically every 
zone position in the Pontiac organ- 
ization and has been with the divi- 
| sion 23 years. 

| * * * 





| Motorola’s Galvin Names Son 
| Executive Vice-President 


Paul V. Galvin, president of Mo- 
torola, Inc., has announced appoint- 
ment of his son, Robert W. Galvin, 
as executive vice- 
president of the 
radio and tele- 
vision firm. 

The new execu- 
tive vice - presi- 
dent of Motorola 
is 26 years old 
and has been a 





director of the 
company since 
1945. The post he 
now occupies has 
Meberd W. Gatvin been vacant since 
1944, following the death of Joseph 
E. Galvin, a co-founder of Galvin 
oo Co., forerunner of Motorola, 
ne, 





+ > * 


Maclean Joins Goodall 


Leonard Maclean has joined the 
sales staff of Goodall Fabrics, Inc., 
according to Fred L. Ford, sales 
manager. 
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DEALERS TALK THINGS OVER WITH FORD OFFICIALS—Ford acted as host to 12 repre- 
sentatives of the dealer organization at the annual National Ford Dealers’ Council in Dear- 


born recently. Two dealers from each of the six sales regions represented 6,400 dealers at 
the council which is designed to discuss dealer-factory relations. Front row, left to right: 
J. J. Marsh, Denver; Richard A. Smith, Seattle; Walker A. Williams, general sales manager; 
| J. R. Davis, sales vice-president; L. . Smead, assistant general sales manager; Ben S 
| Davison jr., West Columbia, Tex., and Herbert Horff, Memphis, Tenn. Back row, left to 
right: . L. Webster, Schenectady, N. Y.; D. E. Sweeney, Uniontown, Pa.; S$. C. Holman, 
Merchantville, N. J.; J. J. Conroy, Doylestown, Pa.; R. B. Dawson, Detroit; Art Kane Dand- 


| ridge, Tenn.; E. W. Boyer, Minneapolis, and Dana Hudelson, Champaign, Ill. 


| — _ — 


| 
| 


Lanning Succeeds Brother | »rother, Jess, who died recently, as 
| president, and also will continue as 


San Francisco's district Chrysler- | poneral manager of the firm. 


Plymouth dealership, the Jess Lan- | Senne eee 
AUTOMOTIVE NEWS production and 





ning Co. Inc., is now headed by | registration figures tell the story of output 
Jack Lanning. He succeeds his! and sales every week. 








division, which handles the mer- | 
chandising of the company’s Bruns- | 


wick, Diamond, Hood and Miller | 


brands of tires, tubes, accessories 
and repair materials, since April, 
1946. 

o . * 


Ahlberg Names McGregor 
As Sales Manager 


Appointment of M. G. McGregor 
to the post of sales manager was 
announced by Fred O. Burkholder, 
president of Ahlberg Bearing Co., 
Chicago, 

The appointment embraces the 
direction of all sales activities in 
the company’s 14 branch offices, 
Burkholder said, 

McGregor, formerly Ahlberg’s 
manager of replacement bearing 
sales, has been with the company 
for 22 years, having started as a 
general office clerk in June, 1926. 

e * * 


Darby Heads White Branch 
At Oklahoma City 


Emmett A. Darby has been 
named Oklahoma City branch 
manager for White Motor Co., ac- 
cording to J. N. 
Bauman, vice- 
president in 
charge of sales. 
Darby was for- 
merly branch 
manager for 
White at Dallas. 

From 1928 to 
1933 Darby served 
as manager of 
W. A. Darby & 
Son, machinery 
distributors, after 
which he joined the Oklahoma City 
branch of International Harvester 





Emmett A. Darby 


Co. on national account truck sales. | 


From 1942 to 1945 he served as 
transportation officer in the Navy. 
Following military service, he 
joined White Motor Co. as branch 
manager at Dallas. 

* * *# 


Guaranteed Parts Names 
Four New Managers 


Marco Hecht, president of Guar- 
anteed Parts Co., Inc., has an- 
nounced the promotion of B. M. 
Hecht to the position of general 
manager and the appointment of 
Ray E. McGuire to the position of 
sales manager. 

B. M. Hecht has been associated 
with Guaranteed Parts for 24 years 
in various capacities, his last posi- 
tion with the company being that 
of sales manager. McGuire has; 
been affiliated with the automotive 
replacement parts industry for 
over 20 years and with the igni- 
tion replacement parts industry, | 
specifically, for 14 years. 


Guaranteed Parts also announces 


the appointment of Mack M. Mar- | 


| tin as district manager for the |’ 


southeastern states. He was pre- | 
viously employed by Eis Mfg. Co. | 
and Petroleum Solvents Corp. 

As district manager for Indiana, 


Ohits and Michigan, Guaranteed 
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Your market 


4 BIG all year ‘round 


There’s no dead season when you stock the new 
Karvisor. Karvisor serves a year ‘round need... 
is constantly in demand! In summer, Karvisor 
promotes safety and driving comfort by cutting 
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IN SUMMER 


NO GLARE 
... HEAT 





out blinding rays of sun...eliminates the dangerous 


glare of cowl and hood refiections...and keeps cars 
considerably cooler. In winter; Karvisor not only 
reduces ice glare but also keeps windshield free 
from sleet and snow. All year around, Karvisor 
adds new streamlined beauty to all cars.. Don’t 
miss out on this new profit-getter. .. write now! 





IN WINTER 


NO SNOW 
rey lg 





DIETERICH PRODUCTS CORP. 


1125 LAKE STREET _ :-: 


OAK PARK, ILLINOIS 
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U.C. Time Sales Pace Increases .. . 





Car Financing Continues to Rise 


during the month, the FRB said, 
with a dollar volume of paper 


that of a month ago. 


WASHINGTON. —A small in- 
Retail financing by sales finance 


crease in the volume of retail auto- 
























rag financing was a a amounting to 5 percent more than | companies: 
e eral Reserve rd by the 
sales finance companies for Septem- ‘Number ae cluns of “Outstadding 
retry same saa “=. ccmadns Class of retail installment paper— ease Gains menth of aeath 
balances on this class of paper con- | Automotive: Total retail.......... +1 +2 +5 
tinued to expand, the announce- Passenger cars: New.......... —5 —3 me 
ment said. SE bs tcweses +4 +5 

The financing of other consumers’ Commercial cars: New......... —2 —3 

oods Co  PRerer +2 i et 
s pave Sune Gove Sp volute of Other consumers’ goods: Total.............. +4 —1 


the preceding month, it was stated, 
but outstanding balances, were down 
for the third consecutive month. 


Retail automotive paper acquired 
in September was 2 percent above 
the August volume, as indicated in 
the following table. Financing of 
new vehicles dropped somewhat, 


types of wholesale financing de- 
clined, it was pointed out. 

Automotive and diversified financ- 
ing by sales finance companies in- 
dexes of outstanding balances—Dec. 
31, 1939, equals 100: 


The volume of wholesale automo- 
tive paper acquired during the 
month was down considerably, the 
report stated, but paper for non- 
automotive goods showed a slight 
rise compared with that of August. 
Outstanding balances for these two 





HAS DRIVEN HUDSONS FOR 37 YEARS—Typica! of long-time owners in Puerto Rico is 


Raimundo Valdecilla, of Ponce, P. R., who has owned Hudsons since I91!. He is shown 


Commodore Six sedan and a 1911 veteran still in use in San Juan. 









standing between his new 
Valdecilla took delivery of his new car from Puerto Rico Distributors Corp., in San Juan. | While used vehicle financing rose. 
The firm reports large banks of orders for the new model in Puerto Rico. The number of new passenger TABLE 1 
cars financed in September was 5 7 Wholesale Retail Industrial, 
Miller Chevrolet Honors ice with the company, according ao os sn tag ane ar yo End of month all cai — — eye A 
Two 20-Year Employes to Manager C. W. Dobney. pointed ‘o-. oew-enr production — a) ae —— ae ae 
Two employes of Ryal Miller The employes honored were | dropped 14 percent. ME SC edsnatedewess 100 100 100 100 100 100 
Chevrolet Co., Norfolk, Neb., have | John Davis, service manager, and Time transactions in used pas-| 1940 ............... 136 132 169 140 129 131 
been honored for 20 years of serv- | Amber Seeman, office manager. senger cars “were well maintained” | 1941 ............... 152 149 175 250 148 147 
CE wae Ll reer 53 37 112 40 76 61 
SD outsides ceeseé.s 20 13 40 8 30 27 
Sins dcvveteceus 18 15 24 11 26 26 
DNS asea.ctesreese 22 18 27 38 39 23 
BE ae wetbievecieces 59 42 90 224 105 59 
° ® SE aba be 66.000 6ee' 119 88 163 394 226 89 
1947—-Sept. ........ 100 75 122 321 192 86 
Rove s veers 105 79 124 310 206 92 
ae 111 83 138 359 218 89 
CENTRALIZED CONTROL FOR ec: 2s 32 2 3% 
1948—Jan. ......... 123 92 167 426 229 92 
| Sr 127 96 171 445 230 94 
March ...... 134 105 175 458 232 98 
eae 139 113 159 517 240 111 
NEE 141 119 143 495 250 118 
Se sesbeccs 147 123 165 462 251 121 
ee 151 130 164 4148 250 120 
WEEDS cece es 6 155 136 165 396 249 119 
Evtecncces 807 142 154 362 247 119 


*Indexes as of Dec. 31 for the years 1939, 1940, and 1941 are based on figures re- 
ported by sales finance companies on a supplementary report form which accompanied 
the regular monthly report form for January, 1942. Succeeding indexes are derived by 
calculating the pércentage changes of the outstanding balances reported by sales finance 
companies for each month from those reported by the same companies for the preceding 
month, and by linking these percentages to the indexes for the preceding month. 


TABLE 2 


Volume of paper acquired 
during September, 1948 


By companies Ratio paper 
By all reporting Outstanding acquired to 
companies outstanding balances outstanding 
reporting balances* Sept. 30, 1948* balances} 
Class of paper— 
Total retail automotive. .$188,125,341 $185,536,731 $1,052,762,198 18 
Total wholesale automo- 
PL datdebas ses eueneee 315,514,056 313,674,612 238,571,055 131 
Total wholesale — other 
than automotive...... 9,371,147 9,357,205 27,391,410 34 
Total retail — other con- 
sumers’ goods ........ 30,386,984 30,164,519 376,777,161 8 
Industrial, commercial 
and farm equipment... 7,837,617 7,779,240 85,365,704 9 
Total sales financing. .$551,235,145 $546,512,307 $1,780,867,528 31 


*Data are based on figures from sales finance companies able to report both their 
paper acquired and their outstanding balances. 

tRatios obtained by dividing paper acquired (column 2) by outstanding balances 
(column 3). 
































TABLE 3 
Number of cars Paper acquired 
Percentage Dollar Percentage 
Number oftotal Dollar volume of tota! 
Class of paper— 
Total retail automotive.......... 144,212 100 $159,109,930* 100 
+ + . New passenger cars............ 41,393 29 60,596,506 38 
Centralized Service Control Speeds Service ne on... ais 817821601 
a 
° e Used passenger cars........... 83,722 58 74,625,659 47 
Eliminates Errors , Increases Profits Used commercial cars.......... 768 2S 6,455,605 4 
; : L F : Total wholesale automotive...... 190,317 100 $289,949,834* 100 
Any business that is departmentalized can _ tion. Such a survey costs you nothing, does “ > ‘epee Seecbireeenstaes tr! ekeees 
expedite transactions, save time, stop not obligate you at all. GROVER has made New cars (passenger and com- 
errors, end duplication of effort,andlower many installations in automotive service Mercial) .......esseessecseees 166,501 87 262,279,697 90 
costs by centralizing control. You have _ setups that will interest you. Whether you Used cars (passenger and com- 
that kind of business, especially as re- are planning new quarters or modernizing mercial) ....-..++seeeeeeeeees 23,816 13 27,670,137 10 
gards your service operation. That's why old or plan no other changes—this is sels IN carat se. reomee freee lee Srante:setendnn peites o. breabares o< 
a GROVER survey of the extra efficiency thing you ought to look into. Specialized reported in table 2 due to the exclusion of some data for which breakdowns were not 
you can get with a Pneumatic Tube Sys-_ literature on request—or a tailor-made evetiante, 
tem is worth your immediate considera- survey of your requirements free of charge. TABLE 4 
Dollar 
Class of paper— volume of Percentage 


paper acquired of total 
Retail—other consumers’ goods: 
Furniture, radios, pianos and other musical instru- 


es eave acc cunecsrinnivoeeein. $ 1,444,099 3 
Refrigerators and other household appliances..... 8,790,194 18 
Residential building repairs and modernization.... 10,350,808 22 
SERS PY y ) ee 9,341,790 20 


Total retail—-other consumers’ goods................ $29,926,891* 63 






PNEUMATIC TUBE SYSTEMS w Total wholesale—other than automotive............. 9,371,147 20 
Industrial, commercial and farm equipment......... 7,837,617 17 

GROVER COMPANY e DETROIT 19, MICHIGAN pe — 
Total diversified financing..................+.e6- $47,135,655 100 


*Data are based on reports from sales finance companies providing a breakdown of 
their retail financing of other consumers’ goods. This amount is less than that re 


Offices in Principal Cities 
ported 
in table 2 due to the exclusion of some data for which breakdowns were not available, 





| 





nce 


1948 

ling 
end 

th 


nCc- 


dec, 


rial, 
cial, 
arm 
lent 


ll 


wee ew Se te SS SS Oe we es aes oe eee a 


s re- 
d by 


ance 
ding 


aper 
ed to 
ding 
ces} 


18 


31 
their 


nces 


tage 
ota! 


90 


10 


m of 
those 
» not 


itage 
tal 


Nee mre ne EE IER eee 











Slump Is Only Seasonal, 


Rochester Assn. Says 


ROCHESTER, N. Y.—Clifton H. 
Tarrant, president of the Roches- 
ter Used Car Dealers Assn., de- 
clared last week that while prices 
of some newer model cars have 
fallen off as much as 15 percent 
in recent weeks, the slump is sea- 
sonal and “no greater than it was 
at this same time last year.” 

In answer to a report that prices 
have been slashed up to $500 on 
low and medium-priced “new-used” 
car models, Tarrant said prices 
hadn’t tumbled that far in the 
Rochester area. Older cars, from 
1938 to 1942, “have held their value 
and are now as high as ever,” 
Tarrant added. 

* 


Dealer Challenges Law 
Against Lot Display 

WINDSOR, Conn.—The constitu- 
tionality of a local zoning regula- 
tion, prohibiting the display of new 
or used cars in any open lot, has 
been challenged here by Orlando 
Gionfriddo. Last September, Gion- 
friddo was fined the maximum of 
$250 for “willful violation” of the 
law. 

Counsel for Gionfriddo character- 
ized the zoning provision as “too 
broad” and an invasion of his cli- 
ent’s constitutional rights. He 
charged the regulation was “not 
properly adopted” and that the 
commission failed to “conform to 
zoning laws,” and that, as in Gion- 
friddo’s case, any land with a build- 
ing on it could not be considered an 
“open lot.” Gionfriddo operates a 
gasoline station and used-car sales. 

- 


> : 
Toronto U.C. Dealers 
Generate Own Power 


TORONTO, Ont.—Ontario’s pow- 
er curtailment program isn’t phas- 
ing used-car dealers here. Used car 
row still looks like the “Gay White 
Way” despite the fact that elec- 


Car Market Seen : 


Facing Loss of 


Low-Income Group 


MINNEAPOLIS. — High cost of 
new and used cars, plus increased 
taxes on gasoline, auto licenses and 
accessories, are threatening to 
“force the lower income group off 
the highways,” it was charged by 
the Minnesota State Automobile 
Assn. at its 42nd annual conven- 
tion here following reelection for 
a 14th year of E. Ray Cory as 
president, 

Hugh M. Craig, secretary-treas- 
urer, said the group scored the cost 
of new and used cars and taxes 
because “they are getting so heavy 
they are threatening to force the 
lower income group off the high- 
ways.” 

Cory termed “chaotic” conditions 
in the used car markets and said 
there was little improvement over 
a year ago although new car deal- 
ers “to an increasing extent” are 
attempting to dry up gray market 
operations. He noted that adoption 
of repurchase agreement policies 
was a helpful practice and urged 
a more widespread use of these. 

He asserted it was unnecessary 
for the average motorist to buy 
“premium” fuels as tests had 
proven this point as well as the 
fact that a government order pro- 
hibits purchase of premium motor 
fuel for government vehicles ex- 
cept under special conditions. 

Cory, who is chairman of the 
AAA Consumer Problems Commit- 
tee and a member of the AAA 
executive board, congratulated the 
oil industry, however, for turning 
out a consistent high quality prod- 
uct but added that there has been 
a general misunderstanding by the 
public regarding the use of pre- 
mium as compared with regular 
motor fuel. 

Other consumer problems dis- 
cussed were the loading of cars 
by manufacturers and dealers with 
quantities of unwanted accessories 
and unfair trade-in practices. 

H. M. Craig, Minneapolis, was 
reelected secretary-treasurer; War- 
ren Crosby, Duluth, first vice- 
president; Dr. Hamilton Montgom- 
ery, Rochester, second vice-presi- 
dent, and C. O. Magnuson, St. 
Cloud, third vice-president. 














trical power is being shut off every 
night in the Toronto area to con- 
serve it. 


There are hundreds of white 
lights and technicolor signs burn- 
ing brightly. But the car dealers 
are not breaking the law. Diesel 
generating plants are doing the 
trick. 


* * * 


Milwaukee Dealers Set Up 


Report on Used Cars 


MILWAUKEE. — The Milwaukee 
County Automobile Dealers Assn. 
has devised a two-week summary 
report of the invoiced prices of 
used cars in Milwaukee county for 
the purpose of evaluating tradeins, 
buying and selling used cars, tax 
appraisals and setting up budgets. 

According to Robert M. Bland- 
ing, executive secretary, nationally 
published book guides do not re- 
flect a sufficiently current value 
for a local area like Milwaukee 
county. At the November meeting 
of the association’s directors, it 
was decided to survey local dealer 
operations every 15 days to deter- 










the $38 monthly rent. 
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Used-Car Notes 





mine sales according to make, year, 
series, body style, condition and 


wholesale-retail prices. 
* * * 


St. Louis Operator Cited 


On Two Fraud Counts 


ST. LOUIS.—Troubles are multi- 
plying fast for Jack Norder, a local 
used-car dealer who now faces two 
charges of issuing worthless checks 
and a charge of embezzlement by 
bailee. The circuit attorney was de- 
bating whether to issue another 
felony charge. 

William H. Baker complained to 
police that last Sept. 20 he left his 
1940 model automobile with Norder, 
instructing him to sell it for $450 
and keep any sum above that fig- 
ure. Baker said he lowered his 
price to $400, and although Morder 
sold the car he has refused to turn 
Baker’s share over to him. Norder, 
according to police, said he sold the 
automobile for $525 and used Bak- 
er’s $400 to pay some bills. 

A few days after Baker’s com- 
plaint, a magistrate ordered Norder 
to vacate a building at 5342 Natural 
Bridge Ave. that he used as a 
garage and to pay $228 in delin- 
quent rent. The owner of the garage 
asked for the eviction because he 
alleged that Morder was not paying 








USED-CAR DEALERS SHOW APPRECIATION—Mrs. Mae Roats, wife of a retired police- 
man, who aided in the capture of the accused killers of Harry Ford, a Philadelphia used-car 
dealer, in an attempted holdup, is shown receiving a check for $250, donated by Philadelphia 

g 


Used Car Dealers Assn., from ae Bernard Samuel of Philadelphia. Left to r 
ittee; George 
H. Malone, director of pub 


Freeman, chairman, reward comm 
Mrs. Roats; James 


ht: Maurice 
Richardson, assistant superintendent of police; 


lic safety; Samuel; Cyrus S. Gorson, president 


of the association, and Martin Neimer, secretary-treasurer. 


Turner Motor Sales (Buick) 
Improves Plant Facilities 
New additions to Turner Motor 
Sales (Buick), Grosse Pointe, Mich., 
have been announced by Harry A. 
Turner, owner. 
Included among the improve- 


ments is additional service equip- 
ment designed to increase the efti- 
ciency of the operation, Turner 
declared. Over 30 persons are em- 
ployed by the dealership. 

Charles Groves is sales director, 
Ted McKee is service manager and 
Leon Sivil is parts manager. 





@ 1040 Twe compe mast puBLICATIONS INC 


looking for the right customer to buy it. Who is the right customer ? 


“When I talk about your advertising...I’m minding my own business. 


We are both interested in selling the same car. And we are both 


In my town, he’s easy to spot. He is well known in the community. Active in business, active socially, 


his way of living demands more cars, more frequently. This means repeat sales. What’s more... 





wherever he goes, our car goes with him and because he is a leader in the community 


he influences the car-choice of hundreds of others. We can reach him through House & Garden... 


the magazine with 380,000 reader-leaders.’ 


House « Garden 


... Teaches your dealer’s Preferred Prospects 





















Today’s Car 
Said to Take 
More Steel 


NEW YORK.—New models of 
popular postwar passenger cars re- 
quire an average of about 200 
pounds more of steel than late pre- 
war models and up to 1,000 pounds 
more than those in the early 1930s, 
the American Iron and Steel Insti- 
tute said last week, on the basis of 
a study of shipping weights of au- 
tomobiles, particularly of the three 
most popular‘makes of sedans. 

The increased weight from year 
to year of numerous makes has 
been especially pronounced among 
low-priced cars, it was said. In 1933 
the three most popular cars had an 
average shipping weight of less 
than 2,700 pounds, based on four- 
door sedans. From 1933 to 1941 the 
weights of these cars reportedly 
rose to an average of slightly more 
than 3,000 pounds. 

In 1946, average weights of the 
three top selling cars in the lower 
price field were substantially above 
3,100 pounds. Although weights 
were reduced slightly in some 1947 
and 1948 models, the average for 
the three remained higher than at 
any time prior to the war, and was 
472 pounds heavier than 15 years 
ago. 

Although steel is only one of 30 
or more materials entering directly 
into the construction of a car, the 
institute said, it constitutes by far 
the greatest portion of the weight, 
or about 69 percent of completed 
car weight of a “typical” model. In- 
cluding cast iron, the weight of iron 
and steel is 84 percent of the total. 


Wesler Joins K-F 
As Region Chief; 
2 Others Named 


WILLOW RUN. — Appointments 
of a new regional and two new dis- 
srict sales managers for Kaiser- 
Frazer Sales Corp. 
are announced by 
Fred R. Cooper, 
vice-president in 
charge of sales. 

Named to the 
position of re- 
gional sales man- 
ager in the New 
Orleans area was 
Arthur W. Wesler. 
ay — has been a 

trict manager 
A. W. Wester for Nash in At- 
lanta for the past two years. Prior 
to this he was associated with Gen- 
eral Motors for over eight years in 
various sales capacities. 


Earl R. Ernsberger is the new 
district sales manager for the Cleve- 
land area, Ernsberger, a merchan- 
dising manager for Sears Roebuck 
& Co. for seven years, has been the 
sales manager for Caloy Corp. of 
Detroit for the past two years. His 
Bulkley 











To a Successful 
Promotion Man 


not ordinarily interested in 
‘position open’”’ ads 









TS is one of those opportunities that happen 

only rarely. An interesting promotion job in 
the motor-car industry is now open. It is an 
important job and is compensated for accord- 
ingly. Due to the importance of the work to be 
done, it is necessary that we insist on these 
requirements: 


® Proven ability to “spark” ideas, and to 
plan complete and practical promotion 
programs for a highly competitive mar- 
ket (not necessarily in the automobile 
industry), with thorough provision for 
tie-up and follow-through. 

















A flair for presenting such programs to 
management and for working harmoni- 
ously with others. 






Mature and sound creative writing ability 
plus the knowledge and experience nec- 
essary to see material through to pro- 
duction. 




















If you’ve “put it on the line” in a fast-moving 
promotion job over a period of years—if you’ve 
had lots of pleasant successes along the way and 
are now ready for the step that could lead to 
major accomplishment, we'd like to hear from 
you by mail, with your experience outline, age 
and other pertinent information. 






























Members of our organization know of this 
message, and your reply will be held in absolute 
confidence. 


Box AN-20, AUTOMOTIVE NEWS 
2666 Penobscot Bldg. Detroit 26, Mich. 
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In the Des Moines area, Rudolph 
GREY IRON CASTINGS 


A. Hoaglund has been appointed as 
district manager. Hoaglund has 
been a district manager for Hudson 
and for Lincoln-Mercury for over 
12 years. His offices are in the 
Jewett building in Des Moines. 


Kingham Officers 
Deny Tax Dodge 


LOUISVILLE.—Three officers and 
the bookkeeper of Kingham Trailer 
Co. posted bonds and entered pleas 
of not guilty to a charge of income 
tax evasion here. 





ONE OF THE -NATION’S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 
xP boro indicted the 
os transferred the trial to this city. 
eae ete 


FOUNDRY DIVISION 


642 in income taxes during the pe- 
riod 1942-45. 

Bail for the officers, Mrs. Cecelia 
M. Kingham, secretary-treasurer; 
John B. Kingham, vice-president 
and general manager, and Oliver H. 
Kingham, vice-president and assist- 
ant general manager, was set at 
$10,000 each. Bond for A. L. Landes 
sr., bookkeeper, was $5,000. 


a 


Montgomery Motors 
Montgomery Motors, Inc., Mont- 
gomery, W. Va., has been organized 
with capital stock of $25,000. Prin- 
cipals are Biagio, J. W. and Anna 
Riccardi. 
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A federal grand jury in Owens- | 
company but | 


The truck trailer manufacturing | 
firm is charged with evading $669,- | 


iM 
WHOLESALE 


USED CARS 
USED TRUCKS 


all makes & models 
visit Detroit and see 


LEWIS F. BROWN, Inc. 


AUTHORIZED DEALER 









USED TRUCK LOT 
11644 Livernois 
near Webb 
Detroit 4 
WEbster 38-7747 


USED CAR LOT 
10300 Gratiot Ave. 
near French Road 

Detroit 13 
WaAlnut 5-1200 


MAKE OUR LOT YOUR HEADQUARTERS WHEN IN DETROIT 


AUTOMOTIVE NEWS offers to advertisers a weekly audience of an estimated more 
than 100,000 cover-to-cover readers! Whether you need a man or a hard-to-find part, 
Automotive News WANT ADS will do the trick! 


a ~ 


PNT TT NATE Wtaaa ti 
DESIGNED TO MEAN... MORE PROFITS FOR YOU! 


wy, HL 
=: 





New car purchasers are always 
“travel-minded."’ You will find 
it easy and profitable to sell them 
nationally advertised ‘Travel Test- 
ed” MAXIMILLIAN matched 
luggage . . . which they can con- 
veniently pay for as part of their 
car payments. 










THE VIKING 


Men's 2-piece set consisting of 2-Suiter and Overnighter. Lightweight, overlap- 
ping steel frame. Solid brass hardware. Scientifically designed clothing fixtures. 


| eel ORDER DIRECT FROM THE MANUFACTURER ie] San = = g 


FIRMAN LEATHER GOODS CORP. 
137 EAST 25th STREET, NEW YORK 10, N. Y 


No. OF SETS 


CONSUMER PRICE 


YOuR 
DEALER'S COST INCL. FED. TAX 


Please ship following: 

No. 1C—2-pc. VIKING Set in Top- 
Grain Cowhide or imported Pigskin. 
No. 1D—2-pc. VIKING Set in 
Debulf Cowhide. 











FIRM NAME 





ADDRESS city STATE 


BUYER'S SIGNATURE 
© Also send me illustrated catalogue. ‘ond price Tist of your complete Tine. 











"For additional Ladies pieces refer back to our large ad of November 22nd" 
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Automotive Finance .. . 
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Here’s What’s Wrong 
With the Market 


By George Deery 
Associate Editor 
DISCERNING reader of this 
column writes, “Here’s the tip- 
off to what’s wrong with the stock 
market—PRESSURE.” 

He then elaborates: “If the mar- 
ket is reflecting a maybe-things- 
aren’t - going - to - be - so-good atti- 
tude,” and Uncle Sam’s dollars fail 
to keep business close to its present 
high levels, Congress will have 
that problem tossed in its lap.” 

The probable result, he points 
out, is that the increased govern- 
ment spending will have done lit- 
tle good and the upcoming Con- 
gress will hear more about put- 
ting more liberal social laws on 
the books. 

That, too, will cost a _ pretty 
penny, or should we say in this 
inflationary period, a nifty nickel? 

Pressure, as the constant reader 
puts it, seems to be the answer. 
Meanwhile, nothing seems to be 
underway to lessen the pressure. 
Investors, until they can see more 
light, don’t want to be in the direc- 
tion of the flying lid, if the ex- 
plosion comes. It all winds up in 
TAX (Try-Anything-Money). 

” * s 


AT makes this reader’s com- 


ments so timely is that some 


Battery Maker 
Fears Output Cut 
In Lead Dearth 


MINNEAPOLIS.—A Minneapolis | 


automotive battery manufacturer 
has predicted a critical civilian 
shortage of lead may cause a short- 
age of automobile batteries as an 
outcome of the government’s stra- 
tegic materials stockpile program. 

Production, in his case at least, 
has been on a day-to-day basis be- 
cause of the short supply of lead. 
However, his opinion brought forth 
denials from another spokesman. 

Any reduction in the amount of 
lead available, said J. J. Kennedy, 
Grant Storage Battery Co., would 
be reflected quickly in the battery 
supply at the retail level. He added 
that the lead situation has been so 
tight for civilian users that it has 
been impossible to build a reserve 
above regular needs. 

“There has been the threat of a 
shortage all along,” he said, “and 
it wouldn’t take much of a dent 
in the regular available supply to 
make a shortage.” 

The retail battery trade is just 
moving into its peak season, Ken- 
nedy noted, and a sudden cold snap 
might wipe out existing stocks. 

No immediate shortage of bat- 
teries was anticipated in St. Paul, 
according to a spokesman for a 
group of battery manufacturers, 
sharply differing with Kennedy. 

Lead has been hard to get for 
two years, but wholesale and retail 
stocks of batteries are well up at 
present, he said, and should there 
be a curtailment of manufacturing, 
it would not be reflected in a short- 
age of batteries. 

The goal for lead procurement 
for the stockpile program projected 
by the government is 70,000 tons, 
less the amount already under pro- 
curement by next June. Normal 
civilian demand is likely to be in 
excess of 100,000 tons over the 1949 
supply, the Commerce department 
has reported, and government con- 
trols will probably be required if 
even a portion of the strategic de- 
mand is to be met, it was said. 


Buffalo Jury Hears 


Suit Against Playboy 

BUFFALO, — A state supreme 
court jury before Justice Raymond 
A. Knowles has begun hearing tes- 
timony here in a suit by Bob Mc- 
Kenzie of Buffalo against the Play- 
boy Motor Car Corp. 

McKenzie, who describes himself 
as a transcontinental automobile 
driver, is suing the Buffalo auto 
manufacturer for wages in connec- 
tion with driving a Playboy car 
between New York and Los An- 
geles in March, 1948. He also seeks 
damages for use of his name in the 
company’s advertising without his 
consent, 





government and _  not-too-well-in- 
formed union leaders realize that 
a downward break might not be 
too far away. For that day, they 
are already talking about govern- 
ment spending. 

the meantime, they are 
shouting for higher taxes on cor- 
porate income and shooing many 
stockholders away from making 
further investments. 

The result of this weird combi- 
nation of twisted thinking is that 
business sees a blackened outlook 
when it considers expansion. 

Now the expositors in London’s 
Hyde Park, along with the less 
substantial economists in this na- 
tion, may say the above reasoning 
is merely feeling sad for the cor- 
porations. 

Actually, however, it is exactly 
the opposite. It is feeling sad for 
the U. S. if business is bound and 
tied to the extent that it cannot 
expand and this country’s citizens 








Auto Stocks 
Nov. 29 Nov. 22 
Chrysler ......... 50% 52% 
Crosley .......... 6% 1% 
General Motors .. 57% 58% 
Hudson .......... 12% 18% 
Frazer .... 8 8% 
Nash-Kelvinator . 15% 15% 
Packard ......... 4% 4% 
Studebaker ....... 21% 22% 
OO 6 cutaeee v0 1% 1% 
Willys-Overland 71% 1% 

Average for — 
10 Stocks ...... 18.47 19.22 





are told that big sums from Wash- 
ington will take up the slack. 
* * a 


BUsiass builds and buys more 
equipment to boost production. 
The same cannot be said generally 
of red-tape-ridden government 
spending projects. 

Figures prove that commercial 
and industrial employment is 
closely related to capital expendi- 
tures. In good or bad years, pros- 
perity follows the dollar sign of 
private business, no matter what 
the government spends in peace 
years, 

To go further, in years when 
government spending was up and 
that of private industry was down, 
employment and payrolls were off. 
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WAUGH'S IN REVERE, MASS.—This Chrysler-Plymouth dealership has completed a new 
showroom and a general remodeling of its facilities. 





‘Proving Grounds’ 
To Install Dynamometers 


In 25 Gulf Stations 


PITTSBURGH. — “Vest pocket 
auto proving grounds” will be the 
central feature of a new, scientific 
tune-up service, or “motor clinic,” 
now being installed in 25 service 
stations of Gulf Oil Corp. through- 
out the country. 

The “proving grounds” are being 
introduced, after 10 years of inten- 
sive experimentation, as standard- 
ized equipment for selected major 


stations, officials of the corporation 
said. 

Technically, the “proving grounds” 
is a simplified model of the road- 
test dynamometer widely used in 
automotive and fuel research lab- 
oratories. 

Even in its service station ver- 
sion, Gulf said, the dynamometer 
is an expensive and elaborate appa- 
ratus. It consists of heavy rollers 
mounted in the floor and controlled 
by synchronous electric motors. 
This equipment connects with a 
movable instrument board which 
interprets data gained. 





$ Cleans Cooling Systems in less than THIRTY- MINUTES 


1. BY 


RRP FFF ARPA HPA ARMA AHA RP A 


Approved by car manufacturers. 


See your local zone manager. 


A.S.I. Show—Booth D-4.20 





“Triple rtction Cleaning... 


HEAT 


2. MECHANICAL AGITATION 
3. BY CHEMICAL ACTION 


No moving parts — minimum maintenance. 
Less than 30 minutes for complete set-up and purge. 
Easy to operate from ordinary AC-DC shop current and air compressor. 


Visible cleansing action loosens, dissolves, and filters out rust, scale, 
grease and grime. 


Triple-action, continuous reversing motion thoroughly cleanses radiator 
and motor-block. water jackets. 


@ Gleaming metal cabinet offers exceptional merchandising appeal. 





. THINGS TO KNOW 
ABOUT COOLING SYSTEM 
CLEANING EQUIPMENT 


Operation— 

Q: When using the Pressure- 
Purger, does the car motor 
have to be running? 

A: NO. Heating elements in 
the Pressure-Purger heat so- 
lution to necessary tempera- 
ture. 

Q: Does other equipment re- 
quire the motor to run for a 
long period of time? 

A: YES, and this is harmful 
to the motor. 

Equipment— 

Q: Does the Pressure-Purger 
have any motors, pumps, or 
moving parts which develop 
service difficulties? 

A: NO. There are no moving 
parts. 

Q: Does other equipment 
have motors, pumps and 
moving parts. 


A: YES. 


Merchandising Appeal— 
Q: Does Pressure-Purger 
show the rust, scale and for- 
eign particles removed from 
the cooling system? 

A: YES. There is an action 
which traps the sludge be- 
fore the eyes. 

Q: Does other equipment 
have visual customers mer- 
chandising appeal? 

A: NO. 
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SALES OFFICE; 512 FIFTH-AVENUE, NEW YORK 18, N. Y. 











Colbert Visits — 
Carolina Area 


DETROIT.—L. L. Colbert, Dodge 
president, visited Dodge dealers last 
week in the territory embracing 
Charlotte and Asheville, N. C., and 
Greenville, S.C. 

He was accompanied by E. P. 
Letscher, Dodge regional manager 
at Greensboro, N.C. Colbert was 
scheduled to return to Detroit by 
plane late Thursday. 





AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 


AUTOMOTIVE NEWS, DECEMBER 6, 1948 








Fisher-Record Sales Opens | 
Block-Long Dealership 

Fisher-Record Sales (Chrysler- 
Plymouth), Grosse Pointe, Mich., 
has formally opened its new deal- 
ership at 15000 Kercheval Ave., 
where it occupies the entire block- 
long frontage between Maryland 
and Wayburn Aves. 

Owners of the new dealership are 
Ned Fisher and Charles Record, 
who have 12 years’ experience in 
the motor industry. Part of the 
equipment purchased by the own- 
ers for the new service section in- 
cludes a $5,000 Clayton vehicle 
analyzer. 








Here's the new Hope Catalog with a complete 
line of storage and display equipment for 


your needs... 


e Commercial Shelving 
© Storage Cabinets ® Steel 


Counters ° 


Cabinets. 





METAL PRODUCTS, INC. 


1503 ROCKWELL AVE. 
CLEVELAND 14, OHIO 


e Bulky Racks @ Display 
Units © Wrapping Tables 
@ Shop Foremen’s Desk 
e Truck Bins @ Mail Racks 
® Small Parts Drawers 
e@ File Counter High Cabi- 
nets @ Inventory Control 


Write. now for your copy 
of the Hope Catalog. 


Parts Bins 











ONLY 


‘36> 


Discounts and Terms: 


want one! 





I—I!1 ea $5.67; 12 o 
more, $5.10. on cas 
with order. ob ship- 


ments FOB Detroit. 


Wah ALOR RO any, 6 Pa 


Aero-Tone Rear Seat Car Radio Speaker 


The minute your new-car or service customers 
spot this outstanding value, they’re sure to 
8-WAY CONTROL feature allows 
FRONT, REAR, OR BOTH SPEAKERS to be 
used. Beautiful chrome 
color dust-proof screen enhances car interior. 
A really fast-moving, profitable item at = popu- 
lar price. Fits all cars. Each unit complete 
and fully guaranteed. Order from... 


TOs 







grille and matched 









CAMPAU ¢ DETROIT 12, MICH 





Used Car Auction Prices 





(Eprror’s Note: While we try to eliminate wrecks from all of these 
listings, occasionally some get by us. So if the price is abnormally 
low, the car is probably damaged. If the price is abnormally high, 
the car is probably loaded with extras). 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Tuesday. Prices are for sale of Nov, 23.) 


(Great demand for new cars. Used 
stocks off $100-$150. Sold 85 out of 
129 offerings.) 

BUICK—’48 RM 4-dr., $2,740. ‘47 Super 


4-dr., $2,185. 
CADILLAC—'48 (61) sedan, $3,695. 


CHEVROLET—'48 FL aerosedan, $2,270, 
$2,365; FM 4-dr., $2,075, $2,195, $1,960; 
SM 2-dr., $1,880, $1,910, $1,870. ‘47 FL 


aerosedan, $1,900, $1,925, $2,010; FM 
2-dr., $1,445; SM 2-dr., $1,485, $1,515, 
$1,385. 


CHRYSLER — '48 Windsor 4-dr., $2,740, 


‘47 Windsor 4-dr., $2,135. 

DODGE—'48 Custom 4-dr., $2,540. ‘47 
Deluxe 4-dr., $1,785; Custom club coupe, 
$1,525. °46 Custom 4-dr., $1,410. 

FORD—'49 Custom 4-dr., $2,315, $2,385, 
$2,265; 2-dr., $2,260, $2,220, $2,285, $2,- 
090, $2,160, $2,200. ‘48 SD 4-dr., $1,775; 
2-dr., $1,780, $1,785. °47 SD 4-dr., $1,- 
410, $1,030, $1,020. °46 2-dr., $1,395, 
$1,360, $1,125. 

MEROCURY—’'49 4-dr., $2,585, $2,675, $2,- 
725; 2-dr., $2,635; club coupe, $2,680. 
"48 4-dr., $1,755. 

NASH—’49 (600) 4-dr., $2,585, $2,610, $2,- 
605, $2,640. ‘°48 4-dr., $1,800, $1,710, 
$1,935. 

OLDSMOBILE—’48 (66) sedan, $2,385, $2,- 


295, $2,350. ‘47 (76) 4-dr., $1,740. 
PACKARD—'48 4-dr., $2,490. ‘47 4-dr., 
$1,890. 


PLYMOUTH—’48 SD 4-dr., $2,145, $2,285, 
$1,970, $1,935. ‘47 SD 4-dr., $1,150, $1,- 
590, $1,665. ‘46 SD 4-dr., $1,285. 

PONTIAC—’48 (8) 4-dr., $2,615, $2,570; 
sedan, $2,725, $2,715, $2,680. '47 (8) 
4-dr., $1,640, $2,000, $1,640, $1,805. °41 
(6) 4-dr., 860. ‘40 (6) 4-dr., $635. 

STUDEBAKER—'48 Champion 4-dr., $2,- 
185; conv., $2,410. ‘42 Champion club 
coupe, $1,620. 


WILLYS—'48 panel, $1,325. 


CONCORD, MASS. 


(Concord Auto Auction, Inc. Sale twice 
weekly, Monday and Friday. Prices are 
listing of sales for Nov. 19-22.) 

(146 cars sold out of 284.) 


BUICK—’41 Special sedanette, $850; sedan, 
$725, $950, $885. ‘40 Century sedan, 
$500. ‘39 sedan, $550, $410. 

CHEVROLET—’'48 SM sedan, $1,740, $1,- 
700, $1,900; FM sedan, $1,760, $1,825; 
half-ton pickup, $1,600, 2 at $1,550, $1,- 
630; FL aerosedan, $1,825; %-ton C&C, 


$950. ‘°'47 half-ton pickup, $1,200; SM 
sedan, $1,400; FM club coupe, $1,600. 
46 SM sedan, $950, $1,200, $1,300, $1,- 


325; half-ton pickup, $775, 2 at $750; FM 
sedan, $1,300. ‘41 SD sedan, $990, $605; 
MD sedan, $805, $800, $750, $725, $860; 
conv., $850; club coupe, $925. 


CROSLEY—'48 station wagon, 680. ‘47 
conv., $385. 

DeSOTO—’47 Deluxe sedan, $1,660. 

DODGE — '48 1-ton pickup, $1,225. ‘47 


half-ton pickup, $900; business coupe, 


$1,250. ‘41 sedan, $650. °37 sedan, $470. 
FORD —'49 Custom sedan, $2,005; club 
coupe, 2 at $2,050. ‘'48 business coupe, 


$1,300; (6) half-ton pickup, $1,280. ‘47 
SD sedan, $1,375; Deluxe sedan, $1,410. 
‘46 SD sedan, $1,900, $1,175, $1,325; De- 
luxe sedan, $1,150. °42 business coupe, 
$610; sedan, $900. ‘41 SD sedan, $625, 


$700; conv., $1,075; sedan, 2 at $500; 
club coupe, $850. ‘36 2-dr., $700, ‘33 
coupe, $475. 

LINCOLN—’49 club coupe, $2,650. '35 se- 
dan, $250. 

MERCURY—'47 club coupe, $1,410. 

NASH—’'47 (600) sedan, $800. ‘46 (600) 


sedan, $725. 

OLDSMOBILE—'42 (66) sedan, $825. 
(66) sedan, $700; (98) sedan, $750. 

PLYMOUTH — '48 Deluxe sedan, $1,825. 
‘47 SD sedan, $1,475. ‘46 sedan, $1,350, 
$1,325. '42 coupe, $575. ‘41 sedan, $700, 
$550, $525. ‘39 sedan, $610. 

PONTIAC—’'48 (6) sedanette, $2,275; (8) 
sedanette, $2,275. °47 (6) sedan, $1,425, 
'40 club coupe, $765, $725. ‘39 sedan, 
$650. 

STUDEBAKER—’'48 Commander LC sedan, 
$2,310. 


41 


WILLYS—’46 Jeep, $750, $800, $950. 


MISCELLANEOUS—’48 Austin sedan, §1,- 
100. ‘48 GMC half-ton pickup, $1,600, 


LOS ANGELES 


(California Auto Dealers Wholesale Auc- 
tion. Frank Taylor, owner. Sales held 
twice-weekly, Tuesday and Thursday. Prices 
are for sales of Nov. 11-16.) 


(Bidding and buying spirited. Possible 
bracing of the market is expected by 
dealers. However, all models—old and 
new—remain nearly 5 percent lower 
than prior week's prices. Sold 53 units 
out of 189 offerings.) 


BUICK—’'47 Super sedanette, $2,150. '46 
RM 4-dr., $1,795. ‘41 Special sedanette, 
$1,085, $1,175; Super conv., $1,225. '40 


RM 4-dr., $830. ‘36 Special 4-dr., $135. 
CADILLAC—’41 (60-S) 4-dr., $1,595. 
CHEVROLET—'48 FL aerosedan, $2,070. 

‘47 FM club coupe, $1,690; 4-dr., $1,675; 

SM 2-dr., $1,620. °46 SM 2-dr., $1,395; 

FM 4-dr., $1,400. °42 SD sedan, $1,195; 

club coupe, $1,150. °41 SD 4-dr., $1,050. 

"40 club coupe, $1,000. ‘37 4-dr., $660. 
DODGE—’47 Custom club coupe, $1,875. 

$46 Custom 4-dr., $1,600. ‘41 Deluxe 

business coupe, $795. 

FORD—'48 SD 4-dr., $1,615, $1,670; conv., 
$1,850. ‘47 SD 4-dr., $1,475; 2-dr., $1,- 
450; club coupe, $1,570. ‘42 SD club 
coupe, $1,150. ‘41 Deluxe 2-dr., $790, 
$760; club coupe, $1,020. '39 2-dr., $605; 
(60) 2-dr., $485. °36 4-dr., $175. 

FRAZER—'47 4-dr., $1,540. 

LINOOLN—'46 4-dr., $1,610. 

MEROURY—'46 4-dr., $1,525. 


OLDSMOBILE—'47 (98) 4-dr., $2,135. ‘41 
(76) 4-dr., $875. °'40 (70) club coupe, 


PACKARD—'41 4-dr., $765, 


PLYMOUTH—’47 SD 4-dr., $1,815. °46 SD 
4-dr., $1,550; club coupe, $1,545. 
dr., $320; business coupe, $310. 

PONTIAC—’'46 (6) sedanette, $1,710. ‘42 
(6) 4-dr., $1,105. ‘°41 (6) club coupe, 
$600. 

STUDEBAKER—’47 Champion club coupe, 
$1,780; 4-dr., $1,770. 


ALBANY, N. Y. 


(Tim Anspach’s Dealer Auto Auction. 
Sale every Monday. Prices are for sale of 
Nov. 22.) 


(Best auction since the slump. How- 
ever, prices still a shade lower. Sold 
41 out of 81 offerings.) 
CHEVROLET—'48 FL aerosedan, $2,075; 
SM 4-dr. sedan, $1,770. ‘47 FL aero- 
sedan, $1,475; SM 2-dr., $1,450. °'46 FL 


aerosedan, $1,510; SM 4-dr., $1,325. °'42 
half-ton panel, $400. ‘41 SD _ business 
coupe, $770; 4-dr., $830, $750. °40 conv., 
$775; 4-dr., $830; 2-dr., $540. 

CHRYSLER — ‘48 Windsor 4-dr., $2,300. 
‘46 Windsor 7-passenger, $1,400. 

DODGE — '48 Deluxe 4-dr., $1,885. °46 
Custom 4-dr., $1,440. 

FORD —’'48 SD 2-dr., $1,625. °'41 SD 


conv., $960. °38 sedan delivery, $150. 

HUDSON—’'47 Super Six club coupe, $1,210. 

KAISER—’48 4-dr., $1,475, $1,370. 

NASH—(600) 4-dr., $1,365. ‘46 Ambassa- 
dor 4-dr., $1,290. 

PACKARD—’37 sedan, $140. 

PLYMOUTH—'48 SD 4-dr., $1,770, $1,885. 
'47 SD conv., $1,550. °'40 Deluxe 4-dr., 
$650. 

PONTIAC—'46 (6) 4-dr., $1,410. 
$750; (6) sedanette, $880. 

STUDEBAKER—'47 Commander (6) 4-dr., 
$1,760. 

WILLYS—'49 Jeepster, $1,670, $1,660, $1,- 
625. °'48 Jeep, $1,125; (snow plow), $1,- 
100; station wagon, $670. 

MISCELLANEOUS—’39 GMC truck, $180. 


LOUISVILLE 


(Auto Auction Sales. Sale every Tues- 

day. Prices are for sale of Nov. 23.) 
(Prices still down but dealers are get- 
ting more active. Bidding has im- 
proved. Sold 59 out of 75 offerings.) 

BUICK—’41 Special sedan, $650. ‘38 se- 
dan, $615. 

CHEVROLET—'48 FM sedan, $2,055, $2,- 
000. ‘47 FM sedan, $1,895. ‘41 sedan, 
$1,060, $1,025. ‘'40 sedan, $860, $730. 


"41 conv., 


"37 4- 








‘39 sedan, $720, $630. ‘33 sedan, $630. 
CROSLEY—'47 sedan, $250. 
FORD—'49 Custom sedan, $2,035, $ 
$1,900. "48 sedan, $1,665. "46 © 
$1,260, $1,240, $1,220. °40 sedan, 
MERCURY—'46 sedan, $1,250. 
OLDSMOBILE—’'48 (66) sedan, $1,70( 
PLYMOUTH—’48 sedan, $1,965. '46 sedan, 

$1,300. °42 sedan, $800. °'41 sedan, $700. 
PONTIAC—’'40 sedan, $750. 
STUDEBAKER—'48 Champion sedan, $1,- 

800. 


TOLEDO 


(Doc Greiner Auction (at Michigan state 
line). Sale every Thursday. Prices are for 
sale of Nov. 18.) 

(Many dealers attended the sale, but 

most are just trying to figure out the 

market trend. All agree there is ‘‘no 
retail business’’ and they wonder how 
long it will be before they ‘‘see another 

prospect.’”’ Sold 30 cars out of 88.) 
BUICK—’46 RM 4-dr., $1,705. ‘41 Special 

sedanette, $850. 

CHEVROLET—'48 FM 2-dr., 
000; club coupe, $1,925. 
sedan, $1,710. ‘42 MD 2-dr., 
2-dr., $835; club coupe, $870. 


DODGE—'46 Deluxe 2-dr., $1,400. 
dr., $465. 
FORD—’49 Custom (8) 4-dr., $2,230; club 


990 
dan, 


$1,800, $2,- 
‘47 FL aero- 
$945. ‘41 


"30 4 


coupe, $2,200. °47 Super Deluxe 2-dr., 
$1,560. 

FRAZER—'47 4-dr., $1,205; (overdrive) 4- 
dr., $1,235. 

MERCURY—'49 4-dr., $2,555. ‘46 2-dr., 
$1,475. 


NASH—’49 (600) (overdrive) 4-dr., $2,500. 

PLYMOUTH—’'47 Deluxe 4-dr., 2 at $1,425, 
$1,435, $1,410, $1,430; 2-dr., $1,430, $1,- 
440. ‘41 4-dr., $775. °40 2-dr., $685. 

STUDEBAKER—’48 Champion club coupe, 
$1,995. 


INDIANAPOLIS 


(Ken Schaefer's Auction. Sale every 
Thursday. Col. R. V. Martin, auctioneer. 
Prices are partial listing of sales for Nov. 
18.) 

BUICK—’48 RM (dyna.) 4-dr., $2,710; 2- 
dr., $2,490, $2,470. ‘47 Super 4-dr., $2,- 
075. °'46 Super conv., $1,710. 

CHEVROLET—’'48 FL 2-dr., $2,025; 4-dr., 
$1,830; SM club coupe, $1,800, $1,770; 
FM 2-dr., $1,795. °'47 FL 2-dr., $1,600; 
SM 2-dr., $1,500, $1,375; FM 2-dr., $1,- 
400. °'46 FL 2-dr., $1,530; FM 4-dr., 
$1,485; %-ton pickup, $1,050. ‘42 4-dr., 


$840. ‘41 2-dr., $1,160, $1,010, $850, 
$770; club coupe, $880. ‘40 4-dr., $730. 
°39 2-dr., 570. ‘37 2-dr., $395, $210. '36 
2-dr., $330. 


DODGE—’47 Custom 4-dr., $1,625; 7-pas- 


senger, $1,330. ‘46 2-dr., $1,395; half- 
ton pickup, $970. °40 4-dr., $425. ‘39 
4-dr., $205. 

FORD—’49 (8) 2-dr., $2,180; (6) club 


coupe, $2,000; conv., $1,695; 2-dr., $1,- 
(Continued on Page 37, Col, 1) 











AUTO- 


BAKE 


A Must for the Modern Body Dept. 






















Only AUTO-BAKE offers a COMPLETE line of MOBILE Infra- 
Red baking ovens for passenger car, truck, bus or trailer refinish 
work. WRITE, WIRE OR PHONE TODAY for further details. 


SWENSON ENGINEERING 


& MANUFACTURING CO. 


PHONE ---TAppan 7-7000 


12648 Westwood Ave. 


DETROIT 23, MICH. 

















BINDER for 
Automotive News 


ANSWERING many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 


AUTOMOTIVE NEWS 









BOOK 
DEPT. 


DETROIT 26 
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Used Car Auction Prices 


(Continued from Page 36) 


625. ‘47 4-dr., $1,530; club coupe, $1,400; | 
(6) 2-dr., $1,300; half-ton panel, $1,200. | 
'46 club coupe, $1,400; 4-dr., $1,360; (6) 


2-dr., $1,300; (8) club coupe, $1,125. ‘42 
2-dr., $710. ‘41 2-dr., $790. ‘40 2-dr., 
$630. ‘39 2-dr., $275. ‘38 2-dr., $155. 


"37 (60) 2-dr., $280. 


MERCURY—’48 4-dr., $1,805; 
$1,750. °46 2-dr., $1,350; 4-dr., 
"42 2-dr., $870. 

OLDSMOBILE—’48 (76) 2-dr., $2,100. ‘47 
2-dr., $1,800; (66) 4-dr., $1,750. °46 (76) 
4-dr., $1,500. ‘42 2-dr., $820. ‘41 4-dr., 
$905, $750. 

PLYMOUTH—’'48 4-dr., 
$1,405, $1,380. ‘46 2-dr., 


club coupe, 
$1,280. 


$1,900. 
$1,340. 


‘47 2-dr., 
"42 





Trade Optimistic 


4-dr., $745; 2-dr., §710 


‘41 2-dr., $675. 


"40 4-dr., $500. "39 coupe, $300. "36 
4-dr., $120. 

PONTIAC—’48 (8) 2-dr., $2,600; 4-dr., $2,- 
250. "47 #(S) 4-dr., $1,730; station 
wagon, $1,650. ‘42 4-dr., $950. "41 
coupe, $950. 


STUDEBAKER— ‘47 Commander 4-dr., $1,- 
845, 


WILLYS—’'48 Jeepster, $1,630, $1,575. ‘46 
Jeep, $725. 
QUINCY, ILL. 
(Quincy Auto Auction. Sale every Fri- 
day. Prices are for sale of Nov. 19.) 


(Greater strength this week than it has 
for the past month. Sold 83 percent of 


offerings.) 
BUICK—'47 Super sedan, $1,750; RM se- 
dan, $1,975. ‘36 Special sedan, $247. 





In ‘Grass Roots,’ 
Pratt Reports 


DETROIT. — Hudson dealers and 
other businessmen throughout the 
country are taking an optimistic 
view of future 
business condi- 
tions, according to 
George H. Pratt, 
Hudson sales vice- 
president, who re- 
cently returned 
from a sales swing 
which took him 
through the east- 
ern part of the 
U.S. 

Hudson dealers 
report a continu- 
ing strong demand for the new 
Hudson, said Pratt, who headed one 
of three groups of Hudson sales 
executives who held 24 meetings at- 
tended by dealers from every state. 


“Due to prosperous conditions,” 
Pratt continued, “many people who 
formerly bought cars in the lower- 
priced field have stepped up to the 
medium-priced and higher-priced 
classes. This is especially true in 
the small-town and rural markets.” 


“With incomes of farmers and 
small businessmen at record levels, 
these rural and small-town markets 
will prebably play a more impor- 
tant part in the future American 
market. Small-town businessmen 
made this observation to me many 
times, and they feel that the pros- 
perous years enjoyed during the 
last decade by the American farmer 
and small businessman are respon- 
sible for much of our national pros- 
perity.” 

Just returned from the sales swing, 
in addition to Pratt, are N. K. Van 
Derzee, Hudson sales manager, who 
led the western team, and M, M. 
Roberts, director of advertising and 
merchandising, who led the Mid- 
west group. Pratt led the team 
covering the eastern U.S. 


2,200,000 Trucks, 
5,000,000 Cars 
On U.S. Farms 


CHICAGO.—There are approxi- 
mately 5,000,000 cars and 2,200,000 
trucks on U. S. farms, according to 
“Farm Facts and Figures,” released 
last week by Chek-Chart Corp. 

Chek-Chart made an overall farm 
information check for the oil indus- 
try in cooperation with the editors 
of Implement & Tractor. 

The farm market was estimated 
at 25 percent of the oil industry’s 
potential sales. The Chek-Chart 
publication is designed to assist in 
framing quotas for bulk plants, 
commission agents and tank truck 
salesmen located in farm areas. 


Idle Pay Rates 
Slashed in Minn. 


ST. PAUL. — Minnesota’s state 
compensation insurance board has 
ordered a 9.2 percent reduction in 
premium rates for workmen’s com- 
pensation insurance, effective Jan. 1. 
A saving of $1,250,000 to employers 
is expected next year. 

The move followed an October 
public hearing, at which the Minne- 
sota compensation rating bureau, 
representing 84 companies author- 
ized to write compensation insur- 
ance in the state, proposed a reduc- 
tion of 2.3 percent. 





Geo. H. Pratt 











AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 





| CHEVROLET 


CHEVROLET—'48 SM sedan, $1,905, §2,- 
100. °47 8M sedan, $1,700; panel, $1,200. 
"46 SM sedan, $1,490; half-ton pickup, 


$969. ‘41 sedan, $920, $830, $800; half- 
ton pickup, $540. ‘40 sedan, $775, $560, 
$815, $660. ‘39 sedan, $560. ‘38 sedan, 
$400, $390. ‘37 sedan, $325, $225, $375, 
$410. ‘°36 sedan, $270. ‘35 club coupe, 
$205. 

CHRYSLER—'47 conv., $2,085. °'34 sedan, 
$130 

DODGE—’'48 Custom sedan, $1,445. "47 


sedan $1,510. ‘39 sedan, $600. 


FORD — '49 (8) club coupe, $1,870. '48 se- 
dan, $1,700, $1,500. ‘47 SD sedan, §1,- 


365, $1.485, $1,355. °'46 SD club coupe, 
$1.525, $1,225. °42 sedan, $855. ‘41 se- 
dan, $645, $780. 

FRAZER—'47 sedan, $1,500. 

HUDSON—’48 Commodore sedan, $2,030. 
‘36 sedan, $185. 

MERCURY—’'47 club coupe, $1,550. "46 
station wagon, $1,420. 

NASH--—'48 conv., $2,400. ‘47 sedan, $1,- 
420. ‘39 sedan, $465. 

OLDSMOBILE—’41 sedan, $840. 

PLYMOUTH—’47 sedan, $1,575. ‘40 sedan, 
$595, $580. °38 sedan, $275. '37 sedan, 
$295 

PONTIAC—'47 club coupe, $1,715. °46 se- 
dan. $1,720. ‘38 sedan, $680. 

STUDEBAKER—’42 sedan, $740. ‘40 se- 
dan, $575. ‘38 sedan, $450. 

WILLYS—'48 Jeep, $1,460; station wagon, 
$1.380. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction Sale. 
every Friday. Prices are for 
Nov. 19.) 


(167 cars sold out of 


BUICK — ‘'48 RM _ sedanette, 
Special sedan, $700. 

CADILLAC—’48 (62) sedan, $4,000. 

CHEVROLET—’48 half-ton pickup, $1,775, 
$1,525, $1,500; FM sedan, $2,100, $2,025. 
'47 FM sedan, $1,600: SM sedan, $1,550. 
‘46 FM sedan, $1,450. ‘41 SD sedan, 
3 at $1,000, $930, $725; MD sedan, $900, 
$875, $850, $700. °34 sedan, $510. 

CHRYSLER-——'48 Royal sedan, $2,175. 

DODGE—'47 Custom sedan, $1,600. 

FORD—’'49 Custom (8) sedan, $2,250, $1,- 
950, $1,925, 2 at $2,050, 3 at $2,175; Cus- 
tom (6) sedan, $1,870. ‘48 SD sedan, 
$1,475, $1,690; half-ton pickup, $1,725. 
’47 SD sedan, $1,575, $1,395, $1,300. ‘41 
conv., $1,040, $975, $1,090; sedan, $1,125, 
$1,015, $850, $800. ‘40 sedan, $920, $910, 
$825, $720. 


MERCURY 


Auction 
sale of 


327 offerings.) 
$2,560. ‘39 


‘49 club coupe, $2,700; sedan, 
$2,625. ‘41 sedan, $750. 

PLYMOUTH—'47 SD sedan, $1,500. 

PONTIAC—'48 (8) sedan, $2,625, $2,410. 
"36 (6) sedan, $375, 

STUDEBAKER—'49 %-ton pickup, $1,460. 
"48 Champion conv., §1.750; sedan, §$2,- 
150; Commander sejan, $2,075. "47 
Champion sedan, $2,076, 

WILLYS—’48 Jeep, $1,000; Jeepster conv., 
$1,690, $1,670. ‘47 station wagon, $1,380; 
half-ton pickup, $1,000. 


DETROIT 


Sale every Fri- 
Prices are 


(C & M Auto Auction. 
day. Carl Marker, auctioneer. 
for sale of Nov. 19.) 

(Big demand for clean prewars and 

new cars without miles. Volume on 

increase. Sold 39 out of 88 offerings.) 
BUICK—’48 (51) 2-dr., $2,445, $2,490; 

dr., $2,450; conv., $2,550. 

$1,980; 4-dr., $1,875; RM 4-dr., $1,925. 


CADILLAC—’'48 (62) 4-dr., $3,850. 


CHEVROLET—’'48 FL aerosedan, 
FM 2-dr., $1,900. 


4- 


755; FM 2-dr., $1,500. ‘46 SM sedan, 
$1,300. ’41 club coupe, $1,010; 2-dr., 
$760; 4-dr., $810. 
CHRYSLER—’41 club coupe, $730. 
DODGE—’'48 4-dr., $2,300, $2,350. "47 


4-dr., $1,655. 





*47 (51) 2-dr., | 


$1,960; | 
’47 FL aerosedan, $1,- | 





$2,275; club coupe, $2,130; 1%-ton truck, 





















$1,775, $1.700. °46 sedan, $1,660. 
FORD—'49 sedan, $2,300, $2,100. °47 se- > 

dan, $1,585, $1,410, $1,635, $1,380, $1,- V | d P 

189. ‘46 club coupe, $1,280; half-ton erage se ar rices 

pickup, $1,140. °42 sedan, $835. ‘41 se- 

$708 $1,065, $1,000, $950. ‘40 sedan, (Compiled by Automotive News) 
HUDSON—'42 club coupe, $550. Nov. Oct. Sept. 
LINCOLN—’47 sedan, $1,800. ‘41 Zephyr moeee 1946 1948 1848 

sedan, $700. RE S00 0c $2,239 $2,349 $2,474 
MERCURY—'48 sedan, $1,850, $1,780. °'46 1947. 1,697 1,812 1,922 

sedan, $1,590, $1,565; club coupe, $1,450. 

‘41 sedan’ $1,075, Bee vowib a’ 1,466 1,548 1,655 
OLDSMOBILE_ ‘48 sedan, $3,055, $2,950. 1942........ 902 973 974 

'40 sedan, $400. .'39 sedan, $410. ‘37 848 

sedan, $240, $100. 1941. 874 918 
PACKARD—'42 Clipper sedan, $910. 1940........ 730 746 765 
PLYMOUTH—’48 SD sedan, $2,130, $2,010, Overage —— 

oo '47 sedan, $1,365; club coupe, Average.. $1,312 $1,383 $1,450 
PONTIAC—'46 sedan, $1,310, $1,300, $1,-|| (The above figures are averages of used car auction prices, all 





250. °42 sedan, $480, 
’40 sedan, $600. 


'41 sedan, $590. 
aaa makes and models, carried regularly in Automotive News.) 





STUDEBAKER—’47 sedan, $1,590. ‘40 se- 
dan, $400. 
WILLYS—'48 Jeep, $805, $815. | FM sedan, $1,265. ‘42 sedan, $420. ‘40 ; LINCOLN—'46 conv., $1,300. 
MD sedan, $700. MERCURY—’47 sedan, $1,510. ‘46 conv., 
CHRYSLER—’'46 sedan, $1,650. $1,380. 
RICHMOND DODGE—’48 Custom sedan, $2,200. ‘47 | NASH —'48 Custom sedan, $1,575, ‘41 
(Automobile Auction of Virginia. H, Mi-| Dusiness coupe, $1,400. 41 coupe, $660; (600) sedan, $375. 


chael Ryan, manager. Sale every Friday. | Dusiness coupe, $440; club coupe, $800 OLDSMOBILE—’47 sedanette, $1,680. "40 





Prices are for sale of Nov. 19.) FORD—'49 (8) sedan, $2,000; (6) sedan, sedan, $500. '39 conv., $315. 
(Bidding very hot.. Wholesale is sta- o.000 > See a, one se. | PACKARD—'39 7-passenger sedan, $100. 
= on a ee Sold dan’ §1.760, $1,750. °47 SD sedan, $1,- | PLYMOUTH—'48 Deluxe sedan, $1,725; SD 
aos ey 670; half-ton pickup, $875. '46 sedan, | Sedan, $1,820. ‘47 Deluxe sedan, $1,400; 
BUICK—’48 RM (dyna.) sedan, $3,000; $1,270, $1,150, $1,320, $1,450, $1,760, °41 taxi, $900. °'46 sedan, $1,300. ‘36 sedan, 
Super sedan, $2,575. "47 Super sedan, / sedan, $755, $370. '40 sedan, $700, $680; | $160. 
oe 46 — — a = conv., $770. PONTIAC—'48 (6) sedan, $2,200. '46 (8) 
ee sedan, $610; Special sedan, | pRAZER—’47 sedan, $1,100. taxi, $1,240. ‘41 (8) sedan, $820; (6) se- 
, HUDSON—'48 sedan, (8) $2,125, (6) $2,-| an, $520. °40 (6) sedan, $520. '39 se- 
CADILLAC—’47 conv., $2,700. | O75, $1,950. "46 Se $1,200; > dan, $410. 
CHEVROLET—'48 SM sedan, $1,825. ‘46/| $1,050. WILLYS—'48 Jeepster, $1,650, 


Stability comes of many markets... 


en Ae 


: : «MRT 21M = | 





' It’s a Short Run to Pennsylvania Markets. . . 
So You Profit in the Long Run! 


Pennsylvania’s STABILITY—so rare in other 
“upper third” farm states. Look at the variety of 
Pennsylvania’s products—tobaccoto apples, poultry 
to maple syrup! Pennsylvania farmers don’t tie 
themselves to the ups and downs of any one 
product—they have money crops the year round. 

And STABILITY comes from age, too. Penn- 
sylvania is one of the oldest farm markets. Indeed, 
the Keystone State has been depending on PENN- 
SYLVANIA FARMER for its farm news for more 


than seventy years. 








To market—to market . . . it’s a matter of minutes in 
Pennsylvania with its 995 marketing centers. 
| That’s why it costs Pennsylvania farmers less to 
sell their products—and why they can save more 
to buy yours. 
And they do spend their money. They buy be- 
| cause their nearness to towns brings them to de- 
mand a higher standard of farm living. For example, 
in farms with electric ranges, Pennsylvania ranks 
fourth among the leading states. 
These nearby markets only partially explain 


FORD—'49 2-dr., 2 at $2,150; club coupe, 
$2,175; 4-dr., $2,250, $2,300. ‘48 SD 2- 
dr., $1,675. ‘47 SD 2-dr., $1,500. ‘46 
SD 2-dr., 2 at $1,250, $1,350. 

KAISER—'48 4-dr., 2 at $1,350. 

MERCURY—’'49 2-dr., $2,555, $2,560, §$2,- 
675, $2,550. ‘46 4-dr., $1,445, ‘41 4-dr. 
$830.” 

OLDSMOBILE—'48 (76) 2-dr., $2,350 «? 
(98, 4-dr., $1,975. ; | 

PACKARD—’47 4-dr., $1,605. 


PLYMOUTH $1,870, $1,925. 


OKLAHOMA CITY 


(Oklahoma City Auto Auction. A. L. 
Pollock, manager. Sale every Wednesday. 
Prices are for sale of Nov. 17.) 


(Steady on all cars except late models, 
which are down slightly again.) 
BUICK—’48 Super sedan, $2,760. ‘47 RM 
sedan, $1,900, $2,100; Super sedan, §1,- 
885. ‘42 sedan, $1,010. °40 sedan, $725. 
'39 conv., $510. ‘37 sedan, $305. 
“48 FL aerosedan, $2,300, 


SM club coupe, $2,000, $1,960; 
'47 sedan, $2,010, 


"48 SD 4-dr., 


$2,170; 
station wagon, $1,700. 


$1,800; club coupe, $1,700, $1,175; 1-ton | 


pickup, $1,515. 


DeSOTO—'48 conv., 
sedan, $2,130. 


DODGE—'48 2-ton stake, 


°46 sedan, $1,630, 
$2,500 


$1,750; sedan, 


'47 Custom | 


| Golden Crescent Stability 


“your best profit hedge in the farm market” 


No farm area of equal size and wealth can match the stability 
of The Golden Crescent. It has greater age . .. more market 
centers . . . a larger variety of products. Served by MICHI- 
GAN FARMER, THE OHIO FARMER, and PENNSYL- 
VANIA FARMER, The Golden Crescent safeguards your 
profits through the ups and downs of the farm market. For 
further information write 1013-L Rockwell Ave., Cleveland 
14, Ohio. 





farmer 


Sad 


PENNSYLVANIA FARMER, Harrisburg THE OHIO FARMER, Cleveland 
MICHIGAN FARMER, Eas? Lansing 
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Trend Towards Improvement Gets Jolt .. . 
User Tax Diversion Soars 


By William Ullman 
ashington Correspondent 

WASHINGTON. — Just when 
many had concluded that tax diver- 
sion was on its way out, this men- 
ace to good roads reappears in the 
detailed report of the Public Roads 
Administration for 1947, While there 
has been a great improvement over 
past years, that tax diversion in 
1947 was still 80 percent higher than 
in 1946, the report shows, 

This increase in diversion from 
$94,578,000 in 1946 to $170,518,000 in 
1947 is regarded as significant since 
21 states have anti-diversion amend- 
ments to their state constitutions 
banning the practice and several 
others just don’t do it on general 
principles. With this plain indica- 
tion that diversion is in disfavor, 
the sudden return to using highway 
funds for non-highway purposes 
comes as a distinct surprise. 

There has been much justifica- 
tion to the belief that diversion 
was fading. Since the passage of 


the Hayden-Cartwright Road Act 
in 1934, which provides a penalty 
for so doing, 18 states have 
amended their constitutions to 
prohibit diversion. Only three 
states, Oregon, Minnesota and 
Kansas, had taken action prior to 
this act, 

Moreover, since 1942, with high- 
way revenues increasing, the vol- 
ume of diversion funds was reduced 
each year. The diversion of 1947 re- 
verses a five-year trend. 

Receipts from motor fuel taxes, 
vehicle registration fees and other 
carrier taxes totaled $1,838,741,000 in 
1947. Road, bridge and ferry tolls, 
property taxes, appropriations from 
general funds and other state im- 
posts brought this total up to $1,903,- 
594,000 for that year. Of this 
amount $170,518,000 was diverted to 
other purposes. 

It will be seen, therefore, that ap- 
proximately 10 percent of those 
highway-user dollars failed to go 
for improvement and maintenance 


Immediate Delivery 
on oll auto GRILLE GUARDS 


e 1949 MERCURY 
front and rear 


1949 FORD 


front and rear 


1948 CHRYSLER 
front and rear 


1948 DeSOTO 
front and rear 


1948 PLYMOUTH 


front and rear 


e 1948 NASH 


front and rear 


1948 PONTIAC 


front and rear 
1948 CHEVROLET 
front only 


1948 KAISER 
front only 


1948 FRAZER 
front only 


Also Immediate Delivery on Exhaust 
Reflectors for All Makes of Autos 


Gord & Mercury GUARDS 


FORD 
TE seccssee MO 
Rear ......... 10.00 


MERCURY 
Front ........ 16.00 
Rear ........- 16.00 


Alse HEAVY QUALITY 
GRAVEL DEFLECTORS 


for Chrysler °¢ 


Plymouth ° 


Dodge * DeSoto 


Rop-loc products are famous for quality and dur- 
ability. All made of heavy quality steel—with 
finest chrome plating that lasts and lasts. 

Wire... write...or phone your orders in today 


0000... 


IMMEDIATE 


eGR RG 2:2 geen 


WIRE OR WRITE TO 


ROP-LOC PRODUCTS CO. 


1401 WEST NINTH ST. 


CLEVELAND 13, OHIO 


your extra PROFITS 


today 


with <a> 


“An organization dedicated to and 


specializing 


in the Insurance require- 


ments of Financial Institutions." 
© Higher commissions ¢ Minimum of detail 


tention 
Write 


Se 


© Low company re- © Permanent market 


For Descriptive Brochure 


A ai 


MARK M MH 


THE AMERICAN PLAN CORPORATION © 


¢ BROAD & ¢ 


HESTNUT STS. ¢ PHILA 





80% in *47 


of America’s highway system. This 
comes at a time when the need for 
rehabilitating our roads and streets 
Was never more acute. 


In the 1947 diversion column, 
Rhode Island with 57 percent is 
the greatest offender, according 
to the PRA report. Florida and 
Georgia each diverted 36 percent 
of their highway income; New 
York, 28 percent; California, 25 
percent; Texas, 23 percent; Okla- 
homa, 19 percent, and Tennessee, 
17 percent, 

California and Texas both have 
amendments, but California’s diver- 
sion is a technical one. It is claimed 
that monies going to county funds 
are later used for highways. Texas’ 
constitutional amendment passed in 
1946 provides for retention of 25 
percent of its highway-user funds 
for educational purposes. 

In the 13-year period between 1934 
and 1946, statisticians of the Public 
Roads Administration have com- 
puted that the nation lost 95,313 
miles of highway through tax diver- 
sion. These figures were obtained 
by dividing the amount diverted by 
the average cost of constructing a 
mile of state highway in the year of 
the diversion. 

The table of miles lost in each 
state through diversion in this pe- 
riod shows some of the states still 
diverting. The first 10 states in 
“lost miles” were Ohio with 14,653; 
Texas, 12,702; Wisconsin, 12,635; 
New York, $7,677; Pennsylvania, 
5,786; Florida, 5,573; Georgia, 4,604; 
Oklahoma, 3,703; Louisiana, 3,565, 
and Tennessee 3,476. Several of 
these states were leaders in diver- 


sion in 1947. 
+ * » 


Economy Pledge 


REP. CANNON of Missouri, who 
will resume the chairmanship of the 
House Appropriations committee in 
January, last week gave a pledge of 
economy for his regime. 

Declaring that no budget was 
“sacrosanct,” he said his goal was 
to “cut it as much as possible with- 
out injuring or impairing” the op- 
eration of any public service. 

Rep. Cannon said it was too 
early to discuss the new budget 
in detail as it is still in the forma- 
tive stage, but he asserted he 
would “endeavor, whatever the 
new budget discloses, to avoid 
deficit spending and to see that 
there is a reasonable amount 
available for application to debt 
retirement.” 

The Missourian promised that his 
committee would “scrutinize with 
painstaking care all money requests 
with the view to holding appropria- 
tions within appropriate levels for 
all essential purposes, always with 
an eye to our financial status and 
bearing in mind always the general 
welfare.” 

“Where economies can be justi- 
fiably effected, the new committee 
may be relied upon to enforce 
them,” the chairman-to-be said. 

+ + 


For Small Business 


SECRETARY OF COMMERCE 
Sawyer now has under considera- 
tion a set of recommendations made 
by the department’s Small Business 
Advisory committee, as the result 
of the three-day meeting and dis- 
cussion of the special problems of 
small business in today’s economy. 

One resolution passed by the 
committee, made up of representa- 
tive small businessmen, urged an 
amendment of the Internal Reve- 
nue code to provide exemption from 
taxation for $25,000 in undistributed 
earnings. 

This resolution also suggested 
specific changes in the existing 
tax law, to eliminate or reduce the 
present duplication of taxation on 
dividends paid out, and asked for 
legislation to permit a business- 
man to fix his own depreciation 
schedules, based on cost. 

Other resolutions called attention 
to the desirability of reintroduction 
and passage of the Tobey bill to 
permit the Federal Reserve system, 
in certain circumstances, to guar- 
antee up to 90 percent of commer- 
cial loans made by its member 
banks; full information, through 
Department of Commerce field of- 
fices, on all government procure- 
ment programs; continuation of the 
department’s programs in the small 
business field; continuation of the 
Office of Technical Services’ dis- 
semination of technical informa- 
tion, with special attention to the 








INCLUDES OFFICES—Ulrich Sales & Service (Pontiac), Culver City, Calif., has added 
this showroom. Ulrich is active in the used-car market. 


needs of small business, and early 
taking and publication of a census 


of business. 
* * * 


| New Signal Ma 


A COMPLETELY new edition of 
the “Manual on Uniform Traffic 
Control Devices for Streets and 
Highways,” prepared by the Joint 
Committee on Uniform Traffic Con- 
trol Devices and published by the 
Public Roads Administration, now 
is available through the U.S. gov- 
ernment printing office. 

The manual, nationally recog- 
nized guide to uniform standards 
for highway and street signs, traffic 
signals, pavement markings and 
other devices used for guidance, 
control and regulation of traffic, has 
been completely rewritten and ex- 
panded. Superseding the editions of 
1935 and 1942, the new manual 
leaves basic standards generally un- 
changed but contains many refine- 
ments and revisions, 

Standard specifications for de- 
sign and installation as well as 
the principles governing selection 
and operation of various traffic 
control devices are covered in the 
manual. Although written in lan- 
guage readily understood by the 
layman, the fact that application 
of many parts of the manual re- 
quires engineering analysis makes 
it highly desirable to seek counsel 
of traffic engineers in its use. 


The text, which provides a clear 
and complete exposition of each 
subject, is augmented by 57 draw- 
ings and photographs illustrating 
proper usage of traffic control de- 
vices. In addition, 85 signs are por- 
trayed in the margins alongside ap- 
propriate text. Many of the draw- 
ings are in color. 

Orders for purchase of the man- 
ual, at 50 cents a copy, should be 
sent directly to the Superintendent 
of Documents, U.S. Government 
Printing Office, Washington. 

* ” 


Labor Law Accord 


WASHINGTON labor reporters 
believe that privately leaders of the 
AFL and CIO are in fairly close 
agreement as to what should be 
written into new labor law. There 
will be, of course, they say, some 
disagreement. 

For example, the AFL has no ob- 
jection to the Taft-Hartley require- 
ment of union officers to file non- 
Communist affidavits so long as 
management representatives are re- 
quired to sign them, too. But the 
CIO undoubtedly will fight the re- 
quirement. 

Positions of the two big organ- 
izations probably will be different, 
too, regarding the ban on juris- 
dictional strikes since disputes 
among unions as to which should 
do certain work are confined al- 
most entirely to AFL unions. 

Officially here is what the AFL 
insists that President Truman must 
ask and what Congress must do: 
Repeal Taft-Hartley in entirety; 
concurrently reenact the Wagner 
law; restore the Clayton and Norris- 
LaGuardia anti-injunction act to 
the effectiveness before the Taft- 
Hartley amendments. After that is 
done, the AF'L says it will be will- 
ing to talk about and bargain out 
some amendments to the revived 
Wagner act. 

* * * 


For Lower Excises 


EXCISE TAX CUTS will be advo- 
cated in the 81st Congress by Rep. 
Forand of Rhode Island and Rep. 
Eberharter of Pennsylvania, both 
Democrats and members of the tax- 
writing House Ways and Means 
committee. 

They said they will support a 
“limited” excess profits tax to raise 
enough revenue to offset the pro- 
posed reduction in excise levies. 
Eberharter declared the tax laws 
should be overhauled and income 
levies increased on persons earning 
more than $20,000 yearly. 

Senator Sparkman of Alabama, a 





member of the Senate Banking com- 
mittee, suggested an excess profits 
tax should be the administration’s 
chief anti-inflation weapon. Re- 
imposition of such a levy, he de- 
clared, would be one of the best 
ways to cause prices to level off. 


Hillsboro (1ll.) Firm 


Named K-F Dealer 


Hillsboro Truck and Equipment 
Co, (International), Hillsboro, IIL, 
has announced its appointment as a 
Kaiser-Frazer dealer. 

Co-owners Jerry Sammons and 
Bob Bullard said that Bob Peel 
would be sales manager and super- 
visor of the automotive department. 





Ad Men! 


© Detroit 


Cleveland 


have you appraised 
Columbus and 
central Ohio 
lately? 


Are you using out-of-date surveys 
— overlooking new sales oppor- 
tunities in central Ohio? Then, it's 
time to take another look. 


Central Ohio, with Columbus its 
hub, is growing rapidly and 
soundly — more people, more in- 
come, heavier spending. And, The 
Dispatch, alone, is gall you need 
to blanket this greater market 
with your story. The Dispatch 
reaches 95% of all Greater Co- 
lumbus families daily — 99% on 
Sundays—and penetrates the 12- 
county Greater Columbus Retail 
Trading Zone as no other news- 
paper does. 

Our research staff is eager to 
help you re-appraise Columbus 
and central Ohio—one of the 
richest and liveliest regions in 
America. And, there's a copy of 
our big 1948 Consumer Analysis 
ready for you. Write our National 
Advertising Department. 


THE 
COLUMBUS 
DISPATCH 


Ohio's Greatest 


Home Newspaper 


National Representatives: 


O'MARA & ORMSBEE, INC 
New York, Chicago, Detroit 


Los Angeles, San Francisco 
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won’t be there long to serve you 
and me. 

Another sales unit is a specialized 
zone and dealer training depart- 
ment, handling the detailed side of 
what some of the other depart- 
ments may do, like preparing train- 
ing films, kits, booklets, etc. 


* * * 


Getting ’Em Around 
HE CAR distributor handles the 
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of the men on the sales staff have 
time on their hands, and that they 
are in a position to know what is 
going on. 

And while a factory may not have 
to worry about car sales now, it,” 
like the householder who paints his 
storm windows and checks his fur- 
nace in October, is preparing for 
the colder periods ahead. 


= ciiepriaheinanninngsesainannassiai 
details of car distribution to 
: dealers, orders, followup, transpor- Nelson Named to Head 
Bob Finlay tation and sometimes billing. Portland Trades Assn 
. . . . Then come the regional sales 3 

R=: MACY’S investigation and|riod, and what share of those the| managers, dividing up and super- PORTLAND, Ore.—E. J. Nelson, 
ded press comments Chosen indi- | particular make can expect to sell.|vising the zones throughout the one-time member of the Royal 
5 . Seninanilins ate + Bypass The fleet sales department has an | country. The zones follow through Northwest Mounted Police and now 
ym. business G84 auto dealers important function, too, for it helps|°M @ll of the work of the main an automotive body builder, was 
fits For instance, one news ener produce volume in competitive pe- office, with a manager, assistants, Bill Holman, cartoonist, in- |elected president of the Portland 
ebmamnentine on the Macy iavesties. riods when volume spells lower a ae — and service| vented the above illustrated con- | Automotive Trades Assn. at the 
j. tion, had this to say: prices per car to customers. ager ro comptroller, business man-| trivance for back-seat drivers. 35th annual meeting of the main- 
est “A first-rate policing job could | Then comes the business manage-| Under the zon — tenance organization. 
be done very easily by the big | ment department, concerning itself | managers we tae denies oe — Macy is talking about, and RTT 

companies. They don’t have to | with scientific analyses of how to| port on their activities, the 2 pats hn a ieee ae Se ee, 

: - ckest, 
sell automobiles now. . . . run dealerships profitably, and if The district man on a call to a | man does, | Srese- | method of reaching the’ men whe want 
< ian" a en ae = they aren’t run profitably, they| dealer is concerned with what So you can see that few, if any, Seo tas take ‘pages of ais tne ‘us — 

i forces to watch the dealers and a 
26 see that none, under threat of 

losing their franchises, overworks 
and the natural human urge to take a 
eel sucker who begs with tears in his | 
eyes to be taken... .” 
per * * * 
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Understanding 


A™= THE sales staffs playing gin 
rummy these days? 

An understanding of the function 
of a factory sales organization indi- 
cates that the factories know a lot 
more about dealers than does Rep. 
Macy. And the fact that so few 
dealers have been cancelled, indi- 
cates that the majority of dealers 
are running their business in a 
reputable manner. 

Look at what a sales staff does, 

and you will understand why. 


In the first place, an auto sales 
staff does not sell cars, except in a 
broad sense. 

Essentially, it is a management 
team, concerned with serving the 
public and the dealers, and the 
behind-the-scenes factors that make 
sales. 

And while this staff does police 
dealers to weed out the dealers who 
wantonly cheat the public, the fac- 
tory men have an understanding of 
the situation that the public does 
not. a > . 


Know Situation 


HE PUBLIC thinks of dealer 
profits as exorbitant. The fac- 
tory men know that most dealers 
have increased their overhead in 
buildings and equipment designed 
to give better service to customers. 
To understand the operation of 
an auto company sales staff, here is 








You do the job right when you 
use the complete Ramco Method 
..-S0 right that you can guarantee 
both rings and labor as Nationally 
Advertised... for 10,000 miLES 
or ONE YEAR! 


From parts cleaning* to installa- 
tion of Piston Rings and Stabilizers 
the RAMCO METHOD of ENGINE 
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company one of them must take ; Ring Life. 

The care of the administrative followup Money Making Ramco Method 

eed in the internal organization, and from your Jobber. 
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work in e field—regions an * . 

itch zones, merchandising, service and Be =e to ask him, also, about 

Co- parts. Ramco’s NEW 3-Up PARTS CLEANER! 

on Work of the advertising director 


and his staff is pretty obvious. 

The sales promotion manager 
must not only promote the sale and 
care of cars in a general way, but 
must prepare for special and sea- 
sonal campaigns. 
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like technical analysis of parts. 
And the service manager and his 

staff help the car owners by analyz- 

ing repair jobs and costs so that 





both the dealer and the customer 
get a fair price. Then there is the 
training of zone service managers 
and their assistants, who in turn 
train dealer mechanics. 

Then there is the dealer re- 
|quirements department, which ad- 
vises dealers on the floor space 
they need, the equipment, finan- 
cial strength and countless details. 

Closely allied is the market re- 
Search department, which studies 









For 10,000 Miles and Up Call for 
... the 10,000 Mile (or one year) Guaranteed Rings tor 














PM CARBURETION 


COOLING 


UJ? PISTON RINGS 


Re-Bore and Re-Ring, Car or Truck 


Products of Ramsey Corporation, 3737 Forest Park Bivd., St. Louis 8, Missouri: RAMCO Piston Skirt Stabilizers . . . Seal-Tite Piston Rings . . . Oil-Tyte Piston 
Rings... Spirolox Retaining Rings, Spiro-Seal Grease Seals and Dust Seals... Famous RAMCOnizer Machine for reshaping collapsed piston skirts...Ramco 3-Up Parts 
Cleaner . . . Factories: St. Louis and Sullivan, Mo.; Fruitport, Mich.; Toronto 8, Ont., Canada. Copyright 1948 Ramsey Corporation R-3024 


all areas of the country with a view 
of determining how many cars the 
areas can take in a competitive pe- 
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Bapp Opens K-F Deal 


Albert Bapp has opened a Kaiser- 
Frazer dealership at Tracy, Minn., 
in the Webb building, formerly oc- 
cupied by Tracy Implement Co. The 
new firm will remodel the building 
to include a showroom, parts de- 
partment and service section. 
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it's 
POPULAR 
tor Automotive 


Products! 


. this fourth largest 
magazine audience in America! 


Here are 12,750,000 people—the middle class 
at its most concentrated — drawn together 
through the mighty magnet of specialized 
fiction . . . detective tales, adventure yarns, 
romance, sports, mystery, westerns. Here are 
25 pulp fiction magazines combined into one 
powerful selling force — The POPULAR 
Fiction Group. 

Because these readers prefer fiction first, they 
cre virtually untapped by any other major 
magazine. More than 12% of the country 
(over 15 years) is ready and waiting for you 
at $1.20 per page per M guaranteed.* 

This great natural market meets your most 
rigid standards for mass sales: SEX — Men — 
53.7%. Women — 46.3%. INCOME — 62% in 
middle class or better. EDUCATION — 61% 
High School or better. *2,500,000 ABC 


ES 
Special for Automotive Products Industry! Compre- 


hensive Stewart, Dougall Study defining who your 
customers are and where they can be found. Write 
for a copy today. 


LEADING ADVERTISERS IN ALL 
FIELDS . . . GILLETTE, MENNEN, 
WINCHESTER, RKO, PHILIP MORRIS, 
CALVERT... ARE USING... 


he Fepulln. 


Romance, Mystery, Sports, Railroad- 
ing, Detective and Western Tales. 


205 E. 42nd St. 333 N. Michigan Ave. 427 W. Fifth St. 
New York 17 


Chicago | Los Angeles 13 











Better ‘Human Relations’ 


Bugas Lists 11 Major Gains for Ford Workers, 
Says They Show ‘Definite Progress’ 


DEARBORN. — John S. Bugas, 
Ford’s industrial relations vice- 
president, reports the company has 
made “definite 
progress toward 
solving the hu- 
man side of pro- 
duction prob- 
lems.” 

These prob- 
lems, Bugas said, 
are constantly 
changing. Never- 
theless, the com- 
pany, in nearly a 
dozen different 
ways, has effect- 


John 8S. Bugas 
ed major improvements in its re- 
lations with its employes, he stated. 

miracles, 


“We expect no ” Bu- 


Gas Dealer Assn. 
Defends Legality 
Of Price Advice 


MILWAUKEE.—tThe Retail Gaso- 
line Dealers Assn. of Milwaukee did 
recommend price increases to mem- 
bers as charged by the Wisconsin 
anti-trust division, but this was 
legitimate trade advice on main- 
taining profit margins, defense coun- 
sel for the association said last 
week, 

A civil suit here is seeking revo- 
cation of the association’s charter 
and an injunction against member 
and non-member dealers to restrain 
alleged conspiracy to set prices. The 
action also asks that association 
officers be fined. 

Leonard Bessman, head of the 
anti-trust division, said the state 
would prove that the association 
controlled prices on six occasions 
between March 12, 1947, and Jan. 6, 
1948, by recommending price hikes 
to members and non-members. On 
two of these occasions, he charged, 
price hikes provided for higher 
profits as well as increases in tank 
wagon prices. 

Attorney John C. McBride, for 
the defense, denied that the asso- 
ciation’s recommendations actually 
controlled prices. He said the or- 
ganization, as a legitimate trade 
association, was merely fulfilling its 
function of advising members on 
sound business practices. 


Maremont Gets 
Facilities of 


Merrill Spring 


CHICAGO. Two of the oldest 
manufacturers in the automotive 
industry will be united into one 
organization when Maremont Auto- 
motive Products, Inc., of Chicago 
absorbs the large manufacturing 
facilities of E. R. Merrill Spring 
Co. of New York. President How- 
ard E. Wolfson of Maremont an- 
nounced the transaction here, with- 
out disclosing terms or financial 
arrangements. 

Agreement was reached after a 
conference between Wolfson; Je- 
rome M. Comar, vice-president of 
Maremont, and William C. Merrill 
jr. and William Foster jr., president 
and general manager, respectively, 
of the Merrill company. 

Maremont and Merrill both man- 
ufacture automotive leaf springs. 


gas said. “Traditional suspicion 
and mistrust must first be over- 
come. But there is definite evi- 
dence that some progress has 
been made.” 

He listed major accomplishments 
in the past two years as follows: 


1. Establishment of communica- 
tion lines to employes by means of 
letters, bulletins and meetings in 
addition to plant newspapers. 

2. A system of upgrading and 
promotion from within the ranks. 

3. Job analysis covering 24,300 
salaried employes. 

4. On-the-spot investigation and 
settlement of grievances where 
possible. 

5. Development of one of the 
most extensive educational pro- 

grams in industry. 

6. Extension of employe recrea- 
tion program. 

7. Mobile X-ray unit to keep con- 
stant check on health of employes. 

8. Abolishment of no-smoking 
rule. 

9. Improved 
schedule, 


overtime pay 
more liberal vacation 


Fisher Guild 
To Offer $65,000 
In °49 Contest 


DETROIT.—The 1949 model-car 
competition of the Fisher Body 
craftsman’s guild will offer $65,000 
in cash awards and_ university 
scholarships to boys throughout the 
nation who can design the best 
model automobiles, it was an- 
nounced last week by T. P. Archer, 
vice-president of General Motors 
and guild president. 

A new booklet on model car de- 
sign and construction, the only 
textbook of its kind for youths 
wishing to learn about automobile 
design, will be sent each boy en- 
rolling in the guild, Archer said. 
It was prepared by professional de- 
signers from the General Motors 
styling section, Fisher Body division 
engineers and the mechanical staff 
of the craftsman’s guild. 

The awards for the best models 
entered in the guild competition 
again include eight university 
scholarships for the national win- 
ners of the junior (12 through 15 
years old) and senior (16 through 
19) divisions of the competition. In 
each age group the awards will be: 
First, $4,000 scholarship; second, 
$3,000; third, $2,000; fourth, $1,000. 


Coast Dealers 


Hear Reo’s Hilty 


PORTLAND, Ore.— Reo dealers 
of Oregon and southern Washing- 
ton met at a luncheon to confer 
with R. D. Hilty, general sales 
manager. 

Purpose of the conference is to 
continue the Reo policy of antici- 
pating design and quantity truck 
requirements of logging and indus- 
trial firms of the Pacific North- 
west, according to George P. Eas- 
ton and J. F. Stiens jr., owners of 
Reo Truck Sales Co. and W. G. 
Beeson, Seattle, regional manager. 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 








(Cartoonist Kempf, a Willys dealer, welcomes suggestions for his weekly 
cartoon strips. Write him care of Kempf Motor Co., Kearney, Neb.) 
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plan and removal of time clocks 
for salaried employes. 


10. Preparation of employe 
guidebooks. 


11. Printed copies of UAW-CIO 
contract for all hourly employes. 


Bugas said Ford labor relations, 
under the direction of Manton M. 
Cummins, has taken numerous 
steps toward eliminating work 
stoppages and grievances. Both 
showed sharp declines from previ- 
ous years. 


In 1942, there were 164 un- 
authorized work stoppages in 
Ford plants; in 1948, 259; in 1944, 
225; in 1945, 94; in 1946, 27; in 
1947, 30 (including the general 
UAW walkout to protest Taft- 
Hartley labor bill), and through 
July, 1948, 15. 

The number of first stage griev- 
ances was down to 11,207 in 1947 as 
against 14,260 in 1946. This was a 
drop of 21.4 percent. On the basis 
of grievances per 100 employes 
working, the decrease was 35.6 per- 
cent, according to Bugas. 


ATA Tells House 
Bulwinkle Act 
Aids Small Firms 


WASHINGTON. — Strong opposi- 
tion to current efforts to repeal the 
Reed - Bullwinkle collective rate- 
making control law was presented 
to the House Small Business com- 
mittee last week by Edgar S. Idol, 
general counsel for the American 
Trucking Assns. 

Idol said that law is necessary 
“to protect our only practical 
method of determining and pub- 
lishing reasonable rates for the 
transportation of property, and to 
protect us against expensive and 
humiliating prosecutions.” 

Idol made his statement after 
Arne C. Wiprud, associate counsel 
in the postmaster general’s office 
and formerly with the anti-trust 
division of the Department of Jus- 
tice, had advocated repeal of the 
law and firm application of the 
anti-trust laws. 


The ATA attorney told the House 
committee that the trucking indus- 
try is made up of a large number 
of small businesses. He estimated 
there are some 300,000 for-hire 
motor carriers, mostly local or not 
federally-regulated, but he added 
“there are still some 24,000 trucking 
companies engaged in for-hire op- 
erations subject to rate regulation 
by the ICC.” 

“Mr. Wiprud,” he said, “makes 
light of the argument that the col- 
lective publication of rates is essen- 
tial from a practical standpoint for 
motor carriers. Currently a score 
of rate bureaus publish in a few 
tariffs the rates of thousands of 
motor carriers. As the anti-trust 
laws are not interpreted, we must 
have the Bulwinkle act to protect 
that method of publication. 

“Without that protection all of 
our 24,000 for-hire carriers would 
be compelled to publish and file 
with the commission individual 
tariff rates. It would be a practical 
impossibility for either shippers or 
government authorities to check 
such an enormous volume of print- 
ed matter.” 

Idol added the Justice depart- 
ment is free under the law to pros- 
ecute any improper collaboration, 
and that rate agreements between 
different modes of transportation 
are prohibited except where joint 
rates are involved. 


Plaskon Develops 


Molding Mineral 
Plastic Material 


TOLEDO.—Development of a new 
mineral—filled, quick-setting plastic 
material, designated as Plaskon 
alkyd molding compound, was re- 
vealed here last week by Horton 
Spitzer, general sales manager of 
Plaskon division, Libbey-Owens- 
Ford Glass Co. 

Alkyd compound is the first ma- 
jor new product to come out of 
Plaskon’s $10,000,000 postwar expan- 
sion program. It is the result of a 
long period of experimentation, and 
has been field-tested for two years, 
the company said. 

Spitzer emphasized that Plaskon 
alkyd is an entirely new product 
and that it in no way replaces other 
materials on the market. He en- 
visioned that it would open the way 
for ultra-high speed compression 
molding as thermoplastic com- 
pounds gave rise to the develop- 
ment of injection molding which is 
a vital part of the industry today. 

The most significant characteris- 
tic of the new material is its rapid- 
ity of cure, the molding process be- 
ing measured in seconds. 

Other than its short curing time, 
Spitzer pointed out that the new 
material opens the way for less 
costly molding operation through 
the use of fast-acting, inexpensive 
presses, 

He added that the material dif- 
fers from other thermosetting plas- 
tics in that it has unusual electrical 
characteristics, high heat resist- 
ance, low moisture absorption and 
unusual dimensional stability. 


Va. Governor 
Asks Study Of 


Loan Practices 


RICHMOND, Va.—Virginia’s Ad- 
visory Legislative council has been 
asked by Gov. William M. Tuck to 
make a “careful study” of finance 
companies doing business in the 
state, with a view toward determin- 
ing whether regulatory legislation 
should be recommended to the next 
state legislature. 


The governor also asked the 
council to review existing law gov- 
erning the activities of industrial 
loan associations, to determine if 
greater safeguards should be 
thrown about deposits they accept 
from the public. 

Effect of the governor’s request 
to the council, a spokesman for his 
office explained, would be to revive 
a joint resolution offered just prior 
to adjournment of the 1948 state 
legislative session, 

The resolution pointed out that in 
Virginia these companies “are com- 
pletely without any regulatory meas- 
ures to protect the public.” The 
legislature took no action on the 
resolution because of the pressure 
of other last-minute legislation. 


‘Name Your Color 


SYRACUSE, N. Y.—Car owners 
here may have a problem on their 
hands if they decide to paint their 
cars during the coming year. The 
1949 passenger vehicle registration 
blanks require designation of the 
color of the vehicle, Myron J. 
Prowda, director of the Onondaga 
Motor Vehicle Bureau, announced. 
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No Problem Yet... 


Future Is Uncertain 
On Labor Supply 


(Continued from Page 1) 


period when only 2.7 percent of the 
nation’s total labor force is un- 
employed. 
* + 

SE to government sta- 

tistics there were about 60,134,- 
000 persons employed during Octo- 
ber, with every indication that the 
total would remain high well into 
next year. Only 1,642,000 persons 
were unemployed, a figure regard- 
ed as “rockbottom in peacetime.” 


Despite the fact that business in 
general around the country showed 
a slight decline in October, em- 
ployment was 1,000,000 persons 
higher than in the same month 
last year. 

Government spokesmen admit 
frankly that employment rolls 
are holding up because of de- 
fense spending. How much this 
type of spending is increased by 
the government in coming months 
is of vital importance to the auto 
industry. 

In the event of a critical man- 
power shortage, dealers will find 
retention of sufficiently trained me- 
chanics and body men their most 
serious problem. Factory officials 
predict that an already tight sup- 
ply of trained men would become 
acute. 

. * + 

DOTH factions are of the opinion 

that their particular problems 
would be difficult to cope with. 
Along this line, they point out that 
the total of 1,634,000 persons now 
unemployed includes those who are 
unable to work because of physi- 
cal handicaps and persons who 
wouldn’t work under any condi- 
tions. 

Women would have to be called 
upon again. 

But initial remedial action would 
be the pressing of marginal work- 
ers into service for training. This 
plan has drawbacks that drastic- 
ally effect the cost of final products. 

First of all, most marginal 
workers cannot be taught in a 
reasonable period of time all the 
processes of some jobs, as for 
example, a lathe operation. Thus, 
a wartime-born policy of break- 
ing such a job down into four 
operations and training four men 
to do one of each might be 
adopted. 

Such a breakdown invariably re- 
sults in only a slight loss of pro- 
duction time after the men are 
trained, but labor costs increase 
appreciably. 

+ * 
L‘OLLOWING is a list of reports 
received by Automotive News 
last week on the manpower situa- 
tion around the country as it con- 
cerns automobile dealers: 

Datuias: Manpower situation here 
not critical. Practically no over-| 
time being paid. Sales staffs grad- | 
ually being built up, with some 
already completed. 

Newark: Short of skilled me- 
chanics, but ample supply of body 
men. Little overtime being paid 
due to use of flat rate. Limited 
activity in building up sales staffs. 


Richmond, Va.: Manpower sit- 
uation gradually tightening, due 
to increased employment in war 
plants. No acute shortages but 
replacements hard to fill. Little 
or no overtime being paid service 
workers. No rush to build sales 
staffs. Dealers fear likelihood of 
manpower shortage after first of 


Boisz, Ipa.: General manpower 
situation in this area good. Dealers 
building up sales staffs, but having 
trouble with little to sell. 

Reno, Nev.: No shortage of any 
type personnel. No overtime at all 
being paid. No activity in building 
sales staffs. 

Houston: No manpower problem 
in this area. 

Peoria, Itu.: Manpower needs 
spotty. Veterans training program 
helping situation. Many sales staffs 
complete and already working. 

* o + 


EW ORLEANS: Manpower situa- 
tion shows mixed trends. Slight 
shortage of body men. Veterans 
training programs not showing too 





good results. Dealers gradually 


building sales forces. 
INDIANAPOLIS: Serious shortage of 
really skilled mechanics, body men, 


painters and parts men to replace | Co., 


those less skilled who are now on 
jobs. Competition among dealers 
for good men is keen. Dealers using 
training programs with only fair 
success. Dealers giving serious 
thought to approaching need of 
salesmen and prospects are being 
checked. 

Cleveland: Situation in fairly 
good balance. Sales organizations 
gradually being developed, but no 
concerted plans underway as yet. 
Very little overtime being paid 
service workers. 

Co.umsus: Slight shortage of 
good body men. Recent slump in 
used car prices has caused dealers 
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FORDS IN DELAWARE DRIVER TRAINING PROGRAM—Ford Motor and six of its dealers 


have furnished 1949 


high school driver training course. Above are five of ¢ 

Dealerships participating in the program are Porter Motor Co., Wilmington; 
Quillen Brothers Auto Sales, Inc., New Castle; Bolan Motors, Tee. 

R. Smith Motors, Seaford. 


Newark; 
vard Motor Co., 


Georgetown, and Edward 
to explore needs for good sales 
staffs, but not much good sales 
material available locally. 

San Francisco: Manpower situa- 
tion good. Dealers having no trou- 
ble building up sales staffs. No 
overtime being paid to service 
workers. 

Los ANGELES: General situation 
satisfactory. No serious shortages 
in any categories. Few dealers 
building up limited sales staffs. 

* * * 
| cowras: Slight shortage of serv- 
ice department labor. Dealers 








See how 


SCAWEAVE 


Slicks up with 


Seaweave sheds dust easily, doesn’t 

spot readily —but even a perfect 

paragon among fabrics will soil some 
time—and then see how SEAWEAVE 

shines with a quick and easy shampoo! 

It looks like new. Its colors come up fresh 
and deep and rich as the day it left the showroom. 


No dingy-looking interior for the man lucky enough 
to get SEAWEAVE in his car! What a source of continuing 
pride and pleasure easily-cleaned SEAWEAVE will be! 


SFEAWEAVE is miles ahead not only in its quick response to 
a simple shampoo, but in its amazing durability, its comfort, 


its ease on clothing, and its magnificent new beauty. 


COLLINS & AIKMAN 
Corporation 

200 Madison Avenue 

New York 16, N. Y. 


a 


s to the Delaware department of public instruction + use a 


the six 1949 Fords and 
Fader Motor 


, Dover; Boule- 


in process of building up sufficient 
sales staffs. 

Sr. Louis: Situation here satis- 
factory in all categories. No activ- 
ity in building sales staffs, but ex- 
pect some after first of year. 

Chicago: Skilled help in short 
supply. Movement to train sales- 
men started. Chicago Automobile 
Trade Assn. promoting salesman- 
on-the-job training program un- 
der GI bill. 


Montoomery, ALA.: No manpower 
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encountering no trouble in building 
up sales staffs. 

Seattte: No problem at present, 
but A-1 mechanics are in good de- 
mand. Dealers generally maintain- 
ing 40-hour week. All dealers in 
Seattle area manned by normal 
sales staffs, due to union working 
agreement. 


WASHINGTON: Manpower §situa- 
tion not serious problem here, al- 
though spot shortages exist. Aver- 
age work week 44 hours, with few 
exceptions. Considerable number of 
dealers expanding sales forces 
without difficulty. 

New York: Manpower situation 
smooth except for slight shortage 
of good mechanics. Few dealers 
paying overtime. Planning of 
sales staffs still in formative 
stage. 

Boston: Shortage of good service 
managers but no problem in other 
categories. Little overtime being 
paid. Sales picture showing little 
activity. 

CincINNATI: No serious shortage 
of mechanics at present. Majority 
of dealers in initial stages of as- 


problem of any type in Alabama.|Sembling sales forces. 


Little overtime being paid. Dealers 


—Bernie THomas 
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Congress Opens 
Profits Probe; 
GM to Appear 


WASHINGTON.—A congressional 
subcommittee will begin an inquiry 
here today (Dec. 6) into basic 
profits and prices. Among the in- 
dustrialists who will appear as wit- 
nesses are representatives of Gen- 
eral Motors and General Electric, 
according to Sen. Ralph Flanders, 
Vermont Republican, chairman, 

The steel industry has not acted 
on an invitation to appear before 
the committee, Flanders said, but 
“has given no indication of a re- 
fusal.” 

The probe will be “bi-partisan in 
every way,” the senator said, and 
will involve such matters as the 
“desirability or undesirability” of a 
fourth-round wage increase for 
labor. 

Labor will be represented, Fland- 
ers revealed, by William Green of 
the AFL, Philip Murray of the CIO 
and Walter Reuther of the UAW- 
cIo. 

Noting that the power of the sub- 
committee to issue subpoenas was 
in doubt, Flanders declared that 
none would be issued. At the same 
time, he revealed that some corpo- 
rations have refused to appear be- 
cause of the “timidity” of their 


lawyers. 
Kess to Head 
Crosley Sales 


CINCINNATI. — Appointment of 
Stanley E. Kess as sales manager 
of Crosley Motors was announced 
here last week by Powel Crosley 
jr., president. 

Kess, who has been assistant sales 
manager of the company, succeeds 
William C. Byers. 











BUYING 
Burrrlap? 


Weel, it's wise and 

thrifty to deal with 

folks who really know 

bur-r-rlap*...folks you 

know you can depend 

on. So for whatever 
grade you 
need ... look 
to Bemis! 
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Macy Revival Seen Up to Congress 


(Continued from Page 1) 


to root out, he explained, were al- 
leged practices which, at many 
points in the trade, were making 
a “sucker” of the new-car buyer. 
Macy said he feels sure that $500 
“tips” for list priority, and exces- 
sive tradein profits are out from 
here on. 

During the hearings there was 
evidence that some of the heads 
of the dealerships examined were 
not always aware of what was 
going on between some salesmen 
and some customers. Committee 


ffici 
ements Deere tat Renesteeth, | both of Washington, and Kenyon- 


all over the country, the big 
bosses are going to pay more at- 
tention to what employes are do- 
ing. Complaints at the rate of 
about 100 a day are coming into 
the committee from all parts of 
the country, it was said. 


The only hint that the committee 
may recommend some sort of con- 
trol legislation to Congress came 
from Rep. Larcade, Louisiana Dem- 
ocrat, who participated in the 
hearings, Larcade said there is 
“every reason to believe that the 
situation developed in Washington 
must be prevalent elsewhere.” 

* * 2 


Y AND LARGE, however, it is 

believed the committee is well 
satisfied with its excursion into the 
automobile field and that its in- 
vestigations and hearings have had 
a salutary effect on the practices 
that gave rise to the complaints. 
If there is another session this 
month—which is unlikely because 
it would have to be held jam up 
against the Christmas holidays— 
it is believed that the dealers and 
witnesses would come from outside 
the Washington area. 

It is understood that the com- 
mittee investigators have been 
operating for some weeks in New 
York state and are ready with 
necessary exhibits for a hearing 
on alleged abuses there. It is be- 
lieved that the committee would 
like to stage such a hearing to 
offset the charge made at the 
first series of hearings that “vote- 
less Washington was being 
picked on.” 

That charge was made on the 
witness stand by President Earle 
Baker of the Washington Automo- 
tive Trade Assn. While Macy 
sharply rebuked Baker for his 

statement, he nevertheless felt the 
needle and perhaps would feel bet- 
ter if the next set of dealers were 
not Washingtonians. 
* + * 

TN OPENING last week’s hear- 

ings, Macy stated that General 
Motors representative in this area 
had asked him to point out that 
GM had not been singled out for 
investigation, despite the fact that 
Oldsmobile and Chevrolet had been 
prominent in the proceedings. Macy 
said he was glad to do that, and 
added that GM was no worse, nor 
any better, than any other com- 
pany but that the committee was 
merely presenting the situations in 
the order they developed. 

Testimony presented showed al- 
leged practices here as to under- 
valued tradeins and unwanted ac- 
cessories to be different from the 
declared GM policy, Macy said. On 
this point, A. W. Famular, regional 





4 Vice-Presidents 
Named by CWC 


MUSKEGON, Mich.—I. A. Wyant, 
president of Campbell, Wyant & 
Cannon Foundry Co., announces the 
election by the board of C. L. Beatty 
as executive vice-president of the 
company; W. R. Krepps, vice-presi- 
dent in charge of production; D. J. 
Vail, vice-president in charge of 
manufacturing, and I. K. Mac- 
Gregor as vice-president in charge 
of sales. 

Beatty has been associated with 


the National Motor Castings divi- 
at South Haven, Mich., for the 
25 years. Pps also joined 
company in 1915 as a supervisor 
in the core room at Plant 1. 

Vail became associated with the 
company in 1930 as an experimental 
engineer. MacGregor joined CWC 
in 1944 and was named sales man- 
ager in 1946. 


manager for Chevrolet, told the 
committee that the corporation’s 
executives would decide what, if 
anything, should be done. 

With direct reference to testi- 
mony concerning the operation 
of the Chevrolet dealers under 
fire, Famular said the Detroit 
executives would analyze the 
transcript hearings. Also, he said, 
they would “do some checking of 
their own.” 

Only Chevrolet dealers were 
called into last week's sessions. 
They were: Ourisman Chevrolet, 
Inc.; Mandell Chevrolet Co., Inc., 


Peck, Inc., 
Va. 

(In Detroit, T. H. Keating, Chev- 
rolet general sales manager, said, 


of near-by Arlington, 


| been under investigation for some 
time.”) 

* * * 

| PENJAMIN OURISMAN, head of 
Ourisman Chevrolet, is also 
| president of the Mandell company. 
| His son, Mandell Ourisman, is as- 
|sociated with him as _ vice-presi- 
dent. In the main, Ourisman proved 
to be a good witness for himself 
and, unlike other dealers before 
him in previous hearings, went to 
the stand without counsel. 

He provided the best laugh of 
the session when, telling of pres- 
sure brought on the average 
dealer by influential persons 
wanting cars, he included mem- 
bers of Congress as among those 
who sought special consideration. 

Before the Tuesday session be- 


“Activities of Kenyon-Peck have! gan, Macy stated that it had been 


Letterbox .. . 





The Dealers’ Side 


(Continued from Page 4) 


gressman Macy is really a plea 
to give both sides of the story in 
the course of his dealer practice 
investigation by a subcommittee of 
Congress. For your information, I 
am also sending copies of the two 
advertisements we published in the 
Johnstown newspapers. . 

In my estimation, I believe every 
segment of the industry should 
prepare itself to make a public 
defense if anything turns up that 
will unwarrantedly discredit new 
ear dealers, of whom there are 
thousands whose business practices 
are above reproach... . 

I believe the “call to arms” 
should be sounded without delay 
to awaken dealers, factories and 
others to the seriousness of this 
present congressional investigation. 
It seems to me there is no better 
medium than the columns of AuTo- 
MoTIVE News in which to send 
forth the rallying cry.—Wa ter R. 
Suppes, Suppes Motor Sales, Johns- 
town, Pa. 

Eprror’s Note: Here, in part, is 
Reader Suppes letter to Macy: 

“We have been following with 
interest your committee’s investi- 
gation of new car dealer prac- 
tices. There is little doubt, since 
the end of the war, there have 
been numerous reprehensible meth- 
ods resorted to by new-car dealers. 


By the same token, Congress- 
man, there have been many auto- 
mobile dealers who have steered 
clear of questionable practices 
and have made every effort to 
deal forthrightly with the Amer- 
ican public. 

“We thought it might be of some 
interest to you to read the two ad- 
vertisements our firm published in 
the Johnstown (Pa.) newspapers. 
The first advertisement was pub- 
lished May 27, 1947, and carries a 
rather concrete outline of our car 
sales policy. This advertisement at- 
tracted almost nationwide atten- 
tion. We felt impelled to prepare 
and publish this advertisement 
after the Philadelphia Inquirer’s 
expose of automobile dealer meth- 
ods in Philadelphia. ... 

“Again, on April 1, 1948, our firm 
published another large advertise- 
ment in the Johnstown newspapers, 
reaffirming our new car sales pol- 
icy. This ad also received country- 
wide attention and our firm was 
commended for publishing it. . 

“It goes without saying that our 
sales policy has gained for us 
many firm friends. Just this morn- 
ing a young man who works in 
the steel mills came in and asked 
if he could purchase a new car. 
He did not have an order and we 
told him it would be many months 
before we could deliver a new Ford 
to him. He explained the reason 
for his eagerness to get a car im- 
mediately was because his wife 
was ill and he had to take her 
back and forth to an out-of-town 
hospital. He said he was in a posi- 
tion to pay a substantial premium 
over the retail price for a new 
car, but that he knew our firm 
would not accept an over-payment. 
We told him he was right and also 
told him in view of the fact that 
his case was one of genuine need 
we would try to see if we could 
help him out. 

“We would like also to com- 


ment briefly on the question of 
accessories or extras. Our fac- 
tory, the Ford Motor Co., at fre- 
quent intervals makes a dealer 
survey to find out what percent- 
age of heaters, radios and other 
accessories Ford purchasers want 
installed at the factory in their 
new cars. We have consistently 
requested 100 percent installation 
of heaters in our factory reports. 
We have asked 75 percent radio 
installations. At no time has the 
factory been able, for any length 
of time, to attain and maintain 
these figures on heaters and ra- 
dios. About 1% years ago the fac- 
tory installation of these two ac- 
cessories was only 30 to 35 per- 
cent. 

“While most cars are now com- 
ing through with heaters, radio in- 
stallations are averaging in the 
neighborhood of 40 percent. In the 
past several weeks there have been 
no radio installations due to a 
radio supplier strike somewhere. 
This has forced us, in view of the 
fact radio demand has not les- 
sened, to buy radios from an out- 
side source to meet the purchaser 
demand. 

“In our last report to the fac- 
tory authorizing factory installa- 
tion of other accessories and ex- 
tras, we consider our estimate was 
conservative in view of the public 
demand. Some of these items which 
we have taken from our last report 
are as follows: Transmission over- 
drive, 50 percent; electric clocks, on 
custom models only; white sidewall 
tires, 15 and 50 percent, depending 
on tire size. We always request 100 
percent installation of oil bath air 
cleaners and oil filters. The oil 
bath air cleaner has been an in- 
tegral part of the Ford motor 
since 1932 and the oil filter has 
been a regular installation since 
1939. To get top mechanical per- 
formance and reduce oil consump- 
tion, both are necessary on the 
modern high-speed motor. 


“We might cite a recent case, 
that is not unusual, of an owner 
who had purchased a new 1949 
Ford tudor. He wanted an over- 
drive transmission but none was 
available. He took delivery with- 
out the overdrive and he has 
pestered us ever since to take 
his 1949 car back at considerable 
loss to him, for a car with over- 
drive transmission. We have not 
dealt with this owner although 
he told us he would find a deal- 
er who would trade with him 
and get him his 1949 Ford with 
an overdrive transmission. 


“Our experience in undercoating 
new passenger cars is similar. For 
a long period we refused to install 
undercoating equipment because it 
was a question in our mind wheth- 
er the car buyers wanted it. We 
began to discover that the pur- 
chaser was buying an automobile 
from us and going to a competi- 
tive dealer for the undercoating 
job. We installed an undercoating 
department and were surprised at 
the number of persons who wanted 
this work done. It included prac- 
tically every new-car buyer and 
for a while we undercoated every 
car to eliminate delays in delivery. 

“The requests for undercoating 
have fallen off somewhat and we 


demonstrated that veterans were 
at a distinct disadvantage in get- 
ting new automobiles, generally 
speaking, because they did not 
have cars to trade in when they 
returned from overseas. 

Going on the stand, Chevrolet 
representative Famular read a pre- 
pared statement outlining GM's 
policies. This was similar to that 
given the committee at the previ- 
ous hearings by a spokesman for 
Oldsmobile. Referring to customer 
relations policies of the manufac- 
turers, he noted these called for 
(1) no padding of price and giving 
itemized sales bills; (2) no require- 
ments that customers accept ac- 
cessories beyond those standard on 
the cars, except as specifically or- 
dered; (3) tradeins of old cars not 
to be a condition to purchase of a 
new car and, (4) every effort to 
be made to deliver cars to bonafide 
customers in sequence of orders 
received. 

Committee counsel Reddan hand- 
ed Famular a pamphlet carrying 
an address made in Philadelphia 
last May by M. E. Coyle, executive 
vice-president of GM, and ordered 
him to read this sentence into the 
record: 

“Where dealers are guilty of 
loading cars with unwanted ac- 
cessories on a take-it-or-leave-it 
basis, undervaluation on used 
cars, demanding used cars be 
traded in to secure new-car de- 
livery, they will find they are not 
wanted by the factories when 
contract renewal time comes.” 

Such alleged practices had been 
the theme of the investigation all 
day. 
+ * + 
pee the first day of the 
hearings, the committee called 


an even dozen witnesses to tell 
(Continued on Page 43, Col. 1) 


now do the job only on order. 
However, about 60 to 70 percent 
of the new passenger car buy- 
ers order this work done. 

“We are sending you this ma- 
terial in order to show you that 
we, and we believe many other 
dealers, are dealing fairly with the 
public. An investigation of the type 
you are undertaking has a ten- 
dency to place everyone in the 
same category. We believe both 
sides of the question should be 
aired and respectfully submit that 
in the course of your investigation 
the public be informed that there 
are automobile dealers whose sales 


policies are fair and aboveboard.” 
~ * * 


Why Dealers? 


The writer, after having been 
connected with the automotive re- 
tail business for more than 26 
years, has given some thought to 
the widely publicized Macy inves- 
tigation. 

We as people realize that there 
are unscrupulous members of 
every profession. Probably there 
are some of our highly regarded 
professional men who rank above 
automobile dealers in tax eva- 
sion. The writer fails to under- 
stand why the committee should 
try to “take it out” on automo- 
bile dealers. Especially when 
there are 10 good dealers to one 
who perhaps is unscrupulous. The 
dealers who deal fairly with their 
customers in every respect have 
to suffer under the prosecution 
of the persons responsible for the 

investigation. 

There is to date no retail busi- 
ness which makes less net profit 
per dollar investment than the 
American automobile dealer. This 
we know is due to the high cost 
of operation involved, such as 
wages, insurance, taxes, and we 
may add, continual heckling of un- 
informed persons. This. drives 
weaker dealers to the wall even 
though they violate no law. 

The committee seeks prosecu- 
tion, perhaps to uncover some tax 
evasion. 

The writer does not condone 
weak dealers, curbstone used-car 
dealers or individuals who seek 
the extra dollar. 

We have yet to see a new-car 
buyer with a twisted arm. 

The investigation is beyond the 
understanding of the writer, un- 
less the committee members have 
nothing else to do, which is piti- 
able, especially during the present 
world crisis. If the committee 
wants to uncover tax evasion they 
should use their heads and seek 
out evaders not so essential to the 
American way of life—W. W. 
Heatu, Heath Motors, Inc., Cape 
Girardeau, Mo. 
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Macy Revival Seen 
Up to Congress 


(Continued from Page 42) 


about their car purchases this year 
from the Ourisman and Mandell 
firms. Main theme of their testi- 
mony was that having a car to 
trade in helped get them quick 
deliveries on new cars. A second 
theme was that the cars were 
equipped with expensive accessor- 
ies, but on this point several wit- 
nesses made clear that they were 
satisfied customers. 

Two committee investigators, 
called as witnesses, testified that 
their examination of Ourisman and 
Mandell records for June showed 
that customers without tradeins in 
general were getting cars they had 
ordered around 14 months before, 
while those with tradeins were get- 
ting cars, on the average, in less 
than two months. 

The investigators were Walton 
Woods and Arthur Perlman. 


In the 12 tradein transactions 
by the Mandell and Ourisman 
firms, Reddan brought out that 
each car traded in brought a big 
profit from resale to other deal- 
ers. Biggest percentage markup 
was $195 on a car for which $5 
had been allowed; the biggest 
cash markup was from an allow- 
ance of $1,352.40 on a tradein to 
$2,100 on the resale of the car. 
Ourisman challenged the com- 

mittee’s markup figures with this 
explanation: He said automobiles 
received by his firms as tradeins 
often were sold in lots of four or 
five cars to other dealers, for a 
lump sum, and on the company 
records the breakdown of the 
prices for individual cars might not 
reflect the facts—that one car in 
the lot might show too high a price 
and another too low. 


On this point, Ourisman invited 
the committee to make a further 
analysis of his company’s records. 

as ” *” 

Was Ourisman was on the 

stand, Reddan read into the 
record the following committee 
analysis of tradein operations of 
the two firms in the first seven 
months of this year: The Ourisman 
firm took 1,396 cars in trade, the 
average dollar profit was $321.46, 
and the resale price averaged 100.2 
percent over the allowance for the 
car; the Mandell firm took 458 
cars, and the average dollar profit 
was $374.10, while the resale price 
averaged 74.5 percent over the al- 
lowance. 

One of the witnesses called to 
tell about trading in his car was 
a shop employe of the Mandell firm 

rge Mullican. He was allowed 
$1,352.40 on his 1947 Chevrolet to- 
ward the purchase of a 1948 car. 
The car he traded in was resold 
to a dealer for $2,100. Purchase 
price of his new car was $1,621.65. 

Commenting on the Mullican 
transaction, Ourisman said he 
was somewhat surprised to hear 
those facts disclosed. He said the 
company policy was not to sell 
a used car above the list price 
for a new car. He said he could 
account for it only by suggest- 
ing that the dealer may have 
bought several other cars for a 
lump sum at the same time—in 
line with his earlier suggestion 
that the price shown on the 


books might have been offset by | 
underestimating the price on | 


other cars in the same lot. 


Central theme of Monday’s hear- | 


ing was handling of customer's 
waiting lists. Ourisman declared, 
“We have endeavored, within the 
frailty of human nature, to do 
business on a first-come, first- 
served basis.” 

But he said he had favored his 
friends, his relatives, the people 
with whom he served in the Army, 
doctors, veterans, customers of 
long standing and “other persons 
from whom I felt I would receive 
business in the days to come.” 


} “These are matters in which, like 
in any human relationship, we 
favor those to whom we have the 
strongest ties of affection, relation- 
ship and economic interest. It has 
never been thought morally wrong 
by me to have done this. I am cer- 


tain that it is not against the law 


to do so.” 
* * + 


URISMAN told the committee | 


that in the postwar period, 
starting around May, 1946, the 
Ourisman company had taken 10,- 
467 orders for new cars, had de- 
livered 6,627 new cars, had taken 
cancellations of 2,130 and now had 
a waiting list of 1,710 orders. (Be- 
tween the morning and afternoon 
sessions of the Monday hearings 
some 15 orders were cancelled, he 
reported.) He said the firm is now 
delivering cars for which orders 
were taken in July, 1947. 

He said the firm now has about 
$151,000 in deposits—the rule is a 
$100 deposit with the order for a 
new car—and that these are held 
in a separate account in two 
local banks. Reddan suggested 
that the order blank (supplied by 
the Chevrolet factory to its deal- 
ers) gave inadequate guarantees 
to the customers that they could 
get their deposits back. Ouris- 
man declared that “for the past 
28 years we have never withheld 
a deposit when the customer re- 
quested it.” 

Ourisman told the committee that 
on the face of each order blank 
was stamped, “Delivery not before 
18 months.” 

“We are delivering within that 
18 months period,” he said. 

Ourisman testified that devia- 
tions from a first-come-first-served 
policy represented a small percent- 
age of his business. 

Reddan asked whether there was 
any connection between deviations 
from the regular order and 
tradeins. 

Ourisman conceded that there 
was a connection. He said his firms 
want the business of customers 
with cars to trade in. Such business 
is more profitable, he said, adding: 

“But the more important reason 
is that the man who buys from 
us and trades his car in is the 
type of customer who constantly 
does it. We have done it for 28 
years. We have traded cars from 
our customers and kept our cus- 
tomers. We are losing over 100.a 
month and we are trying to save 
as many of those very good cus- 
tomers as we can for ourselves.” 

* + . 

NVESTIGATOR WOODS testified 

that his examination of Ouris- 
man sales in the first 23 days of 
last June showed that of 82 new 
cars sold, 24 were delivered without 
a tradein and their buyers had 
waited an average of 14 months; 
58 were sold with tradeins, and 
their buyers waited an average of 
50 days. 

Woods explained he had excluded 
from his list truck, taxi and fleet 
sales, and some others. 

Ourisman estimated that the 
overall sales for June were about 
220 cars, of which 42 percent were 
|sales without tradeins. 

Investigator Perlman said his 
examination of Mandell sales for 
June showed seven cars sold 
without tradeins, and 38 with 
tradeins. Five of the customers 
without tradeins waited 15 
months or more; two got their 
cars in a week or less. The aver- 
age wait for customers with 

(Continued on Page 44, Col. 1) 





FOR COLLEGE DRIVER TRAINING—Director H. 
Teachers College, receives the keys of a 1949 Ford sedan from Ray A. Marker, president 


of Marker Motors, Inc. (Ford) 
is the second donated by Marker 
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Roadeo Champs 
Feted by Reo 


LANSING. — Michigan’s_ three 
champion truck drivers — one of 
them a national titleholder — were 
honored at a banquet Thursday 
night here, given by the Steering 
Gear Club of Reo Motors, Inc. 

The three men are Thomas E. 
Bennane of Trucking, Inc., Detroit; 
Peter Stumpo of Henry Vroom & 
Sons, Inc., Detroit, and Roy A. 
Haenke of Michigan Express, Inc., 
Grand Rapids. Bennane is the 1948 
Michigan champion in the straight 
truck class who became national 
champion at the National Truck 


IDAHO DEALER'S AID TO SAFETY—A driver training class has been added to course of | Roadeo in Washington in October. 
study of the Nampa (Ida.) high school through the cooperation of Showalter Chevrolet Co. 


and American Automobile Assn. 


shown presenting keys to Paul Ludiow, instructor. 
bar, AAA district manager; Harry C. Mills, school instructor, and R. 


M. Layton Todd (right), sales manager of the dealership, is 


Also pictured in rear row are: J. H. Dun- 
C. Cole, head of the 


Idaho State AAA. Some of the students are in front row. 


Here’s Text of Dealer’s Statement to Macy .. . 


Ourisman Cites Reputation for Fairness 


ASHINGTON.— When Benja- 

min Ourisman, veteran Wash- 
ington Chevrolet dealer—and one 
of the country’s largest—was called 
to the witness stand at the open- 
ing of last week’s House commit- 
tee hearings on questionable trade 
practices, it was noted that he 
appeared without counsel. 

He did, however, ask permis- 
sion of Chairman Macy to make 
a statement on his own account 
before the committee quiz be- 
gan. Macy nodded assent. 
Ourisman cited his record of 30 
years in the automobile business 
here. Stating that he had been a 
Chevrolet dealer since 1921, he 
said: 

“T have tried to build our busi- 
ness on policies that have resulted 
in enlarging my dealership into 
one of the largest in the country. 
I protest the possible effect of the 
hearings, and the advance public- 
ity about them, upon my good rep- 
utation in business, and my per- 
sonal reputation for fair dealings 
in this community.” 


. * * 
E SAID the fact his two firms 
had sold 50,000 automobiles “is 


‘Don’t Shoot 
Dealer,’ Post 
Story Advises 


PHILADELPHIA.—An article 
about automobile dealers which does 
not lambast them is an innovation. 
But there is such an article in the 
current (Dec. 4) issue of the Satur- 
day Evening Post. 

Under the arresting title, “Don’t 
Shoot Your Car Dealer,” the article 
follows the activities of Joe Sefton, 
manager of Pontiac sales and serv- 
ice district No. 3, Philadelphia zone. 

While describing the efforts of 
the harassed Sefton in keeping 
peace between customers and deal- 
ers, factories and dealers, etc., the 
article also manages to explain how 
new cars wind up on “used” car 
lots, why the wait is longer for a 
new car at one dealer’s establish- 
ment than another, and what’s 
what regarding accessories. 

Kudos are also distributed to the 
industry for the job it has done, and 
is doing, in replacement parts. Sef- 
ton believes auto makers performed 
a public service in diverting scarce 
material for the manufacture of 
spare parts in preference to using 
it for new cars. 

Resale contracts have been effec- 
tive in cutting down the number of 
new cars turning up on used-car 
lots in Sefton’s territory, he writes. 





V. Jones (right) of New Haven State 


ew Haven, Conn. The car, equipped with dual controls, | 
to the schoo! for use in driver training courses. 


ample testimony to the confidence 
the people of our community have 
shown in the fairness of our busi- 
ness practices.” 

Here is his complete statement, 
which was accorded respectful at- 
tention by committee and specta- 
tors alike: 

“Some few months ago, a rep- 
resentative of your committee, 
Walton Woods, visited with me 
in my office and asked for cer- 
tain information in connection 
with the conduct of our business, 
namely, a list of customers 
names, their addresses, the type 
of car purchase, the selling price 
of the car and such accessories 
that may have been sold with 
the car, together with informa- 
tion relating to tradeins, if any; 
the type of tradein; the price al- 
lowed; the selling price of the 
tradein, together with informa- 
tion as to the name and address 
of the person to whom it was 
sold, 

“This request was complied with 
and, subsequently, a second call 
was made only a few days ago by 
Mr. Woods and Arthur Perlman. 
On this occasion, these gentlemen 
asked for additional information, 
namely, a record of our sales for 
the month of June, 1948. This re- 
quest was also complied with. It 
was stated at this time by Mr. 
Woods in the presence of Mr. Perl- 
man, to my son in company with 
Richard G. Davis, our sales man- 
ager, and an employe of 19 years, 
that their investigation of the rec- 
ords furnished by us of our many 
sales resulted in no findings of 
“dishonest practices of any na- 
ture. This statement was repeated 
to me personnally the following 
day in my office by Mr. Woods, 
without solicitation of my part. 

* oa + 


“NEVERTHELESS, a subpoena 
was served on me on Friday, 
Nov. 26, at approximately 4:45 p.m., 
as well as on my son, on my office 
manager, Edwin J. Frech, of 25 
years employment, and Mr. Davis, 
to appear for a hearing in the New 
House Office building to be held 
by your committee today. 

“We are here in response to your 
request and will endeavor to the 
best of our ability to answer all 
questions put to us fully, fairly 
and honestly. 

“I beg of this committee to 
permit me just a few moments 
to express my personal reaction 
to the publicity that has and will 
result from this investigation. I 
would like to retrace my history 
to about 30 years ago when I 
first became employed by the 
Chevrolet Motor Co. as a retail 
salesman for its retail store then 
located in Washington, D. C. I 
continued as a salesman until the 
middle of 1921, when I was ap- 
pointed a Chevrolet dealer and 
have continued as a Chevrolet 
dealer in the same general loca- 
tion in Washington from that 
time to the present. 

“IT have continuously operated as 
the principal in this dealership, 
with the exception of the four war 
years, which I spent in the Armed 
Forces of the United States, and 
with the closing of hostilities I re- 
turned to take over the active man- 
agement of my business. 

“It is needless for me to tell 
you that my beginning in this busi- 
ness was a very humble one, as is 
true of many of the automobile 
dealers throughout the United 


R. D. Hilty, general sales man- 
ager of Reo, spoke on “Trucking 
Today.” 


States, and that for these many 
years, together with my associates, 
I have tried to build our business 
on policies that have resulted in 
enlarging my dealership into one 
of the largest in this country. The 
possible injury to the good will 
and good reputation of my busi- 
ness and to my personal reputa- 
tion for fair dealings in this com- 
munity, are things that affect me 
more in connection with these 
hearings than anything else. With- 
out these we could not have suc- 
ceeded. A business without a good 
reputation is truly an empty one. 
* * a 


“M<* RELATIONSHIP with my 
factory, as far as I know, has 
been a mutually pleasant one over 
these many years, and I have de- 
veloped through this connection 
many of my very good and close 
friends. I feel very keenly about a 
good reputation, because that is the 
one heritage that I have always 
cherished to be transferred to my 
sons, who some day I have hoped 
would carry on after me in the 
operation of this business. One of 
my sons is now engaged with me 
in my business, and I am very 
proud that he is here with me to- 
day so that he, too, will have a 
better understanding of how im- 
portant a good reputation is to 
the successful conduct not only of 
the business he is engaged in, but 
of life itself. 

“To be without a good reputa- 
tion is to be like a man without 
a friend, and I would rather not 
turn over my business to my sons 
if such a reputation was not there. 

tation is not something 
that you can buy; it is some- 
thing that you must earn, and 

I believe we have planted and 
constantly replanted that seed of 
goodwill over these many years 
so that the fruits of this good 
reputation, earned not since the 
war but long prior to it, will 
carry with us. For the informa- 
tion of this committee, I wish 
to state that we have built this 
business from a very small be- 
ginning to where it ranks as one 
of the dealers in the 
United States. It is for that rea- 
son that I was fortunate to have 
a large allotment of new cars 
since the war, based on the po- 
sition that we held in the indus- 
try and with the Chevrolet Motor 
division for the years prior to the 
war. This is not just an out- 
growth of the world war. Our 
business responsibilities and our 
volume of business done are a 

matter of 28 years as a Chevrolet 
dealer. 

“We understand our responsibili- 
ties and they are divided into 
three phases. 

“We have our responsibilities to 
our manufacturer. We distribute 
the goods that are sold to us by 
the manufacturer in a manner be- 
fitting an honest distributor of 


“We have our responsibility to 
our customers, who make it pos- 
sible for us to survive and pros- 
per and see to it that they are 
treated honestly and fairly. 

“And we have a responsibility to 
our employes who number approx- 
imately 170, to see that they pros- 
per along with us as we prosper 
in our business. 


* * ~ 
“ A™N? AS we approach 30 years 
endeavoring to distribute our 


responsibilities as honorably and as 
(See OURISMAN, Page 44, Col. 3) 
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Probe’s Effects Satisfy Chief... 


Macy Revival Seen Up to Congress 


(Continued from Page 43) 


tradeins was 58 days. His list, 
too, excluded truck, taxi, fleet 
and other sales. 

Ourisman said he was surprised 
that the 14-month waiting period 
mentioned by Woods was shorter 
than his own estimate. He empha- 
sized that the orders being can- 
celed at the rate of 100 a month 
are those of customers with val- 
uable cars to trade in. “We are 
trying to salvage as many of these 
as we can,” said Ourisman. “At 
the same time, however, we are 
retaining our responsibility and 
living up to our obligation to our 
customer when he agrees to wait 
18 months.” 

. = * 

'TMHE SECOND day of the hear- 

ings brought out the story of 
the Arlington Chevrolet dealer who 
designated a large percentage of 
his new cars as “demonstrators” 
so he could sell them to old cus- 
tomers ahead of others on his wait- 
ing lists. 


Macy Distorts 
Capital Picture, 
WATA Declares 


WASHINGTON.—At the close of 
the Macy hearings Tuesday, a 
spokesman for the Washington 
Automotive Trade Assn. gave out 
the following official statement: 

“Tt is as unfortunate as it is 
unfair that the committee, witting- 
ly or unwittingly, has lent itself 
to a smear against a group of busi- 
ness men who have built up pub- 
lic confidence by many years of 
fair and honest dealing with their 
customers. 

“By over-emphasis placed upon 
the sale of a relatively few used 
cars in a market in which the 
public over-bid itself in the mad 
scramble for a product in short 
supply, the over-all effect of the 
sketchy two-day inquiry has been 
to smear all automotive dealers 
in the Washington area with the 
same tar brush. 

“Now that this false and dis- 
torted picture has been presented 
to the public, the committee has 
indicated that it will quickly wind 
up the Washington phase of the 
investigation and look into trade 
practices elsewhere. 

“The Washington Automotive 
Trade Assn. has always fostered 
fair trade practices and it will con- 
tinue to pursue that policy. The 
association regrets that every mo- 
tor vehicle dealer in the Washing- 
ton area and his satisfied custom- 
ers cannot have the opportunity to 
be heard at once by the committee. 





in the limited inquiry, the motor 
vehicle dealers could produce 
thousands of customers who have 
demonstrated their complete sat- 
isfaction by continuing to buy 
cars from the same dealers. 
« “What the committee has failed 
to emphasize is that the motor 
vehicle trade is the only field in 
which voluntary price controls are 
imposed on new cars under the 
‘suggested’ prices set by manufac- 
turers. Such prices have been ad- 
hered to by new car dealers in the 
Washington area. 

“The committee has seen fit to 
stress the alleged abuses in used- 
car sales. Yet the committee has 
failed to point out the difference 
in the two fields. Used cars are 
sold under the pressure of unprec- 
edented demand without the con- 
trols imposed on the prices of new 
cars.” 






On the stand was Lawrence Ken- 
yon, vice-president and treasurer 
of Kenyon-Peck, Inc., who told the 
committee frankly the demonstra- 
tor car plan had been adopted by 
his company when manufacturers 
began to send through new cars. 

He said the practice was aban- 
doned last August when Chevrolet 
Regional Manager Famular ad- 
vised him that it was contrary to 
GM policies. 

Macy said the committee went 
into the demonstrator subject be- 
cause the plan was “very unusual.” 

Macy said studies by the sub- 
committee investigators indicat- 
ed that 70 percent of the cars 
allocated to the Kenyon-Peck 
company had been designated as 
demonstrators and _ ultimately 
sold to customers after having 
been driven from 2 to 30 days. 

Reddan said the investigators 
found that of 221 cars sold by the 
company in the first seven months 
of this year, 156, or 70.5 percent, 
were sold through the demonstra- 
tor method. 

He added that while tradeins 
were involved in 70 percent of the 
total of 221 sales, the percentage 
of tradeins in the cases of the so- 
called demonstrator cars taken 
alone was 81.4 percent. 

Kenyon agreed this was the case 
generally and said it was important 
to the company to try to “even up 
our business” with profitable deals 
when he could. He put it down as 
“simply a business proposition.” 

The witness told the subcommit- 
tee his firm used recognized hand- 
books as a guide to the valuations 
placed on traded-in cars. Most of 
the tradeins, he said, were resold 
to dealers. 

He was questioned also about ac- 
cessories. He said his company 
tried to “sell every last dollar of ac- 
cessories” where it could and that 
if extras were sold, they then were 
installed on the cars. 

+ . + 


ON THIS point Reddan said he 
had found the Kenyon-Peck 
company among the lowest in its 
record of extras put on cars, in 
relation to operations of other 
firms studied by the subcommittee. 
Reddan said the extra and op- 
tional equipment placed on each 
car sold by Kenyon-Peck averaged 
$142. This figure is considerably 
lower than those indicated in tes- 
timony regarding some Washing- 
ton dealers. 

Macy assured Kenyon the com- 
mittee was not questioning the in- 
tegrity of his firm but was merely 
seeking facts under a mandate of 
the House. He turned the inquiry 
especially to the demonstrator car 
plan. 

Kenyon said the plan had been 
adopted because the firm felt it 
had an obligation to its old cus- 
tomers who had kept the com- 
pany’s doors open in bad times. 
The firm was established in 1940. 

The witness said he thought the 
company was “morally obligated to 
take care of them. Hundreds of 
persons “who came from every- 
where” had gone to the firm to 
place orders and get on the waiting 
list, he said. Many of these, he 
added, probably never dealt before 
with the company. 

He gave figures different from 
those cited by Reddan. His esti- 
mate was that about half, instead 
of 70 percent, of the company’s cars 
were designated as demonstrators. 
And he added that for the last 31 
months, in the sale of 918 cars 
tradeins were involved in 414 cases, 
leaving 55 percent sold where there 
was no tradein. 

Kenyon said the policy was to 





ENSOR TAKES NEW POST IN CLEVELAND—Appointment of T. C. Ensor a istant dis- 
trict manager of the Cleveland district of International Harvester has noes Giana. 


Ensor, center, was retail sales manager in Cleveland before bein 
W. Young, left, district manager, and J, T. 


Ensor are J, 


a r e. 
Sulliven, right, eastern regional manager. 


transferred to Toledo 


require $100 deposits or the title 
to the tradein car of persons or- 
dering new cars. He said there 
was now about $16,000 in special 
bank accounts maintained for de- 
posits. He said he drew 1 percent 
interest on the deposit account and 
that to date this amounted to $33. 


E Kenyon-Peck phase of the 
hearings was concluded with 
the testimony of Walter H. Gar- 
ner, the company’s sales manager, 
who admitted that the demonstra- 
tor car sale plan was “wrong.” 

Garner testified that when cus- 
tomers were sold demonstrator cars 
they were told the cars had been 
used. Records before the subcom- 
mittee showed the demonstrators 
had been sold as “new” cars. 

Garner explained that the dem- 
onstrators were not required to 
have titles under the Virginia law, 
so that when one was sold to a 
customer the record showed a new 
car sale. Garner, as well as Ken- 
yon, testified that the demonstra- 
tor cars were given the same guar- 
antee of 90 days or 4,000 miles on 
the car, whichever came first. 

High Chevrolet officials, he add- 
ed, had objected to this type of 
transaction. 

Under questioning, Garner testi- 
fied he had “adjusted” the cus- 
tomer lists in the company office, 
sometimes moving some persons 
up and others down on the list. 
He said higher Kenyon-Peck offi- 
cials probably did not know 
about it. 

Reddan said analysis of used car 
resale by the Kenyon-Peck com- 
pany showed an average markup 
of 100 percent, with a “profit” of 
about $300 on each re-sale. Garner 


agreed this was about the case. 


Ourisman 


(Continued from Page 43) 


honestly as we know how, it is 
only natural that I should feel 
deeply about the effects to my 
reputation as a person in the com- 
munity, to how I stand with my 
sons, my family and my good 
friends and in my relationship with 
the Chevrolet Motor division. 


“It is obvious from the informa- 
tion requested by the subpoena 
that this committee is interested 
in ascertaining the order of pref- 
erence in which customers re- 
ceived cars. We have endeavored, 
within the fraility of human na- 
ture, to do business on a first- 
come, first-served basis. On the 
other hand, I should be remiss in 
not telling you what must be ob- 
vious to any man in business with 
a@ scarce commodity to sell—that 
I have favored my friends, my rela- 
tives, my business associates, the 
people with whom I served in the 
Army, doctors, veterans, customers 
of long standing and other persons 
from whom I felt that I would 
receive business in the days to 
come when the situation will not 
be as abnormal as it is today. 


“These are matters in which 
like in any human relationship 
we favor those to whom we have 
the strongest ties of affection, re- 
lationship and economic interest. 
It has never been thought mor- 
ally wrong by me to have done 
this. I am certain that is not 
against the law to do so. 

“It is also apparent from the 
subpoena that you are concerned 
with the manner in which we ac- 
cept and use customer’s deposits. 
Some time ago at the suggestion 
of the Chevrolet division we caused 
all our customers deposits to be 
segregated and deposited in a 
tagged account. This account is 
drawn on by us only for the pur- 
pose of returning deposits or for 
the purpose of applying deposits 
against the delivery of cars. No 
funds from this account have been 
used by us for general business 
purposes, and we regard it as a 
trustee account for our customers. 

“During our business existence 
we have sold over 50,000 automo- 
biles. Many of these to customers 
who have repeated their purchases 
time and time again. This record 
alone, independently of anything 
I may say here, is ample testimony 
to the confidence the people of our 
community have shown in the fair- 
ness of our business practices.” 
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THE FIRST SHOVEL—Ground was broken recently for the construction of a building to 


house the General Truck Co. at Houston, Tex. 


Headquarters for GMC trucks in the Houston 


area, it will provide more than 120,000 square feet of truck sales, service and parts facilities. 


On hand to watch Earl 


right) J. C. Peterson, sales manager of the dealership; R. 
regional manager for GMC Truck & Coach; J. 
; C. P. Simpson, the third 


General Truck; North 


regional parts and service manager, and S. M 


Other Makers 
On Accessory 


M. North, president of the firm, turn the first shovel are (left to 


C. Woodhouse, southwestern 
W. Green, a partner and general poner of 

artner of the firm; H. W. Hinch MC's 
. Jefferies of Yellow Mfg. Acceptance Corp. 


Stand Pat | 
Policies 


(Continued from Page 1) 


Dealers, Inc., 
spokesmen. 
Henderson declared that factory 
field men were threatening deal- 
ers with car quota reductions for 
refusal to accept quantities of 
such items as luggage sets, lap 
robes and rear-seat radio speakers. 
“Meanwhile,” he said, “to build up 
better public relations for their 
dealers, the factories advertise that 
the public can buy a car without 
accessories. They build that up in 
the public mind—all the blame is 
placed squarely on the dealer.” 


The factories denied they were at 
fault and declared factory equip- 
ping of cars with accessories was: 
guided solely by dealer orders. Gen- 
eral Motors officials recently broad- 
ened the corporation’s statement in 
testimony before the Macy com- 
mittee. 

* * * 


HERE IS WHAT factory spokes- 
men said, repeated or alluded 
to last week: 

General Motors (excerpt from let- 
ter to Macy from Henry M. Hogan, 
GM general counsel) —“All cars 
wihch are shipped to dealers by 
General Motors car divisions, other 
than Chevrolet Motor division, on 
which there are accessories or extra 
or optional equipment, are covered 
by dealer orders for such cars, in- 
cluding orders for the specific ac- 
cessories and extra or optional 
equipment. Chevrolet Motor divi- 
sion ships all cars with standard 





Transport Problem 
No Longer Held 

. 
A Worry by Oil 

CHICAGO.—Providing no unfore- 
seen difficulties arise, the oil indus- 
try is confident that the oil trans- 
portation problem has been solved, 
according to reports here and in 
New York. 

A study by the Assn. of American 
Ship Owners in New York shows 
that America’s tanker tonnage ex- 
ceeds the figures forecast as neces- 
sary in the postwar era by petro- 
leum experts. 

In Chicago, M. G. Gamble, man- 
ager of the marine department of 
Standard Oil Co. (N. J.), said that 
tankers now available, augmented 
by deliveries of new vessels, would 
closely balance transportation needs 
over the next few years, provided 
there are no world upheavals and 
projected pipelines from the Per- 
sian gulf and the Kirkuk fields in 
Iraq to the Mediterranean are com- 
pleted on schedule. 


The importance of completing 
projected pipelines was stressed by 
Gamble. He said that if the Trans- 
Arabian line is not completed, some 
80 tankers would be required to 
move 330,000 barrels of oil daily. 

Progress on this line has been 
retarded by the suspension of steel 
shipments. However, B. E. Hull, 
president of the Trans-Arabian 
Pipe Line Co., expressed the opinion 
that pipe would be availah'~ soon. 


and other dealer | equipment; accessories and extra or 


optional equipment are installed by 
the dealer.” 


Observers noted that Oldsmobile 
and Buick are incorporating cer- 
tain items, formerly optional, as 
standard equipment on _ higher- 
priced ’49 models. Oldsmobile 98 
models will carry Hydra-Matic 
drive, windshield washers and di- 
rectional signals as standard: 
Buick Roadmasters will include 
Dynaflow drive, windshield wash- 
ers and dual backup lights. 

Ford Motor Co.—‘We install ac- 
cessories at the factory only upon 
order from the dealer. Approxi- 
mately 37 percent of our new pas- 
senger cars are factory-equipped 
with radio; 57 percent with heater, 
and less than 20 percent with over- 
drive. The supply of these acces- 
sories is considerably below require- 
ments.” 

Chrysler Corp.—‘We ship cars to 
our dealers equipped only as our 
dealers order them. This is our pol- 
icy today and has always been our 
policy.” 

Packard—“At no time since Pack- 
ard resumed civilian production in 
1945 has the company arbitrarily 
placed equipment not ordered by 
dealers on vehicles. Every Packard 
is built in accordance with the 
equipment specifications shown on 
car orders received from Packard 
dealers.” 

Kaiser-Frazer—‘No accessories of 
any kind are installed by the fac- 
tory on Kaiser or Frazer cars, with 
the exception of an air-conditioning 
unit that is installed at the plant on 
the Frazer Manhattan because it 
matches the color of the car.” 

Nash—“We have urged our deal- 
ers not to load cars with accessories 
as a precedent to purchase. We 
have delivered accessories to deal- 
ers based on their dealer order 
specifications. That is our policy 
and will continue to be our policy.” 

Studebaker—“No Studebaker cus- 
tomer has to buy unwanted acces- 
sories so far as their installation at 
the factory is concerned.” 

Hudson’s new policy statement 
said dealers must offer accessory- 
less cars to the public, adding that 
extras may be installed in these ve- 
hicles “only on the customer’s ex- 
plicit order.” 


No Tipping Here 
Macy Probe Inspires 
Timely Ad 

ROCHESTER, N. Y.—The pub- 
licity given the Macy committee's 
probe of Washington auto dealers 
was turned into a timely institu- 
tional ad by Brown Chevrolet Co., 
here. 

The company’s two-column ad 
reproduced an AP news story in 
which two witnesses testified they 
had paid $500 tips to secure deliv- 
ery of new automobiles. 

Under the headline “Maybe We're 
One in a Million, Mr. Macy, But 
We're Mighty Proud,” the copy 
read: “Every Chevrolet we’ve ever 
sold or ever will sell will be at the 
factory established price.” 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 


Production 


(Continued from Page 1) 


and 1,237,974 trucks) built in all of 
1947, 
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FTC Files New Complaint 


45 


Against GM and AC 


WASHINGTON.—A new com- 
plaint against General Motors and 
its “wholly-owned subsidiary,” AC 
Spark Plug Co., charging them 
with sales and pricing practices in 
violation of anti-trust laws has 
been filed here by the Federal 
Trade Commission. 

The new complaint replaces a 
similar action filed in 19389 but 
not acted upon because of the 
war. The FTC said a reinvesti- 
gation of the facts revealed the 
need for a new complaint. 

In Detroit, GM withheld com- 
ment although it did acknowledge 
that the complaint had been re- 
ceived by the company. 

The new FTC complaint charges 
price discrimination, exclusive 
dealing arrangements and unlaw- 
ful fixing of resale prices in con- 
nection with the sale of spark 
plugs, oil filters, fuel pumps and 
other parts and accessories. 


The complaint accuses AC of vio- 
lating the Robinson-Patman act by 
discriminating in price between 
various classes of customers. The 
complaint charges AC sold spark 
plugs to auto manufacturers and 
others “for original equipment” at 
prices ranging from 6 to 15 cents 
per plug while charging purchasers 
for replacement use 20 to 40 cents 
per plug. s 

The six-cent price is less than 
cost, the complaint declares, and 


(For Rates, Etc., See Next Page) 


HELP WANTED 


AUTOMOTIVE ACCESSORY SALESMEN. 
dealer and gas station market. 
Handling new and already proven suc- 
cessful line of multiple-beamed, factory- 
precision pre-set gap spark plugs. Fit all 
cars, trucks, tractors. Possibilities un- 
limited. Territory still open some areas. 
State qualifications and previous experi- 
ence. All replies confidential. Write Box 
2660, c/o Automotive News, Detroit 26. 


SALESMEN WANTED WITH CAR—For 
west, midwest and south. To call on 
new and used car dealers for large manu- 
facturer of finest quality custom tailored 
automobile seat covers; may carry allied 
lines; liberal commissions. Apply Box 
1259, Newark 1, N. J. 


~ * = 
(U.S. PRODUCTION ONLY) WHEREAS U.S. plants failed to 
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way, Four-Wheel Drive, Sterling, Nash, etc. 


GM Completing 


Preparations for 


88,849 495,393 4,676,808 5,106,169 
“Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brock- 


Labor 


(Continued from Page 2) 
if any, in GM pay rates will take 








ASSISTANT PARTS MANAGER — Come 
join the good life in Madison, Wisconsin, 
acclaimed finest city in U. 8, to live. 
Wisconsin's largest Ford dealer and parts 
distributor, doing in excess of half million 
parts-accessories business annually, needs 
experienced top-notch Ford parts man to 
assist manager in wholesale division, We 
have been Ford dealers in Madison for 
25 years. Good salary and bonus plan. 
Write, giving full qualifications, age, edu- 
cation, experience, family status, salary 
desired. KAYSER MOTORS, INC., Madi- 
son, Wisconsin. 













Waldorf Showing 


DETROIT. — The first complete 
showing of all of the 1949 General 
Motors cars in one display and the 
first combined GM auto show since 
1940 will be held at the Waldorf- 
Astoria hotel in New York, Jan. 
20-27, GM announced here. 


The 1949 Chevrolet and Pontiac 
lines will be unveiled to the public 
at the Waldorf show. The 1949 
Buick, Cadillac and Oldsmobile 
lines will also be presented in a 
series of exhibits. 

“Transportation Unlimited” will 
be the theme of the show. Various 
types of internal combustion en- 
gines will be featured—symbolic of 
GM’s present and future contribu- 
tion to the nation’s transportation 
industry, the company said. 

In addition to the full automo- 
tive exhibit, “Transportation Un- 
limited” will embrace the fields of 
aviation jet engine, Diesel marine, 
railway, truck and coach develop- 
ment. These displays will be not 
only an index of the present but 
also a keynote of future trends in 
air, highway and railway motive 
power, GM said. 


Craftsmen and artists now are 
designing and producing the vari- 
ous exhibits and staging back- 
ground at Detroit so that they may 
be dismantled and moved to New 
York in January. 


Pitts Motor Sales 


Pitts Motor Sales, Sumter, S. C.,, 
has been organized with capital 
stock of $30,000 to deal in automo- 
biles and parts. W. H. Pitts is 
president. 


place March 1 and June 1. Wages 
will be increased or lowered at 
these times according to the price 
indices for the Jan, 15 and Apr. 15 
periods, 

It is believed that the UAW will 
be compelled to await the forthcom- 
ing trends in living costs before de- 
ciding how much of a raise to ask 
of Ford, Chrysler and the indepen- 
dents. The wage agreement in the 
Chrysler contract is slated to lapse 
June 15. 

* 7 ot 
quote living costs and GM pay 
scales continue at a level pace 
through the early part of next year, 
the possibility is held out that the 
UAW will press its “fringe” de- 
mands at Ford. 

A pension program is expected to 
head up such “fringe” demands, 
which are demands for economic 
concessions other than an increase 
in general hourly wage scales, 


In 1947, Pord and UAW negotia- 
tors reached an agreement on a 
pension program, but the plan was 
defeated in a referendum of Ford 
workers. 

Ken Bannon, a Reuther ally, is 
now the union’s chief Ford nego- 
tiator, and Reuther may seize the 
opportunity afforded by the 1949 
negotiations to press for pensions 
and other long-range UAW objec- 
tives. 

One demand which the UAW will 
be prevented from pushing next 
year is that for a union shop. Most 
contracts with auto companies, 
where there is no union shop, do 
not expire until 1950. These com- 
panies include Chrysler and GM. 

The only major car makers where 
a union shop is in effect are }ord 
and Kaiser-Frazer, 















SERVICE MANAGER — Chrysler product 
distributor for twenty years in Spokane, 
Washington, desires top service manager. 
Must be capable of full management of 
twenty-five man department and possess 
ability to increase service sales. Must be 
thoroughly familiar with modern service 
merchandising and equipment. Perma- 
nent position, excellent compensation 
plan. State full qualifications, experience 
and age. Photograph desired. Replies 
confidential, Box 2690, c/o Automotive 
News, Detroit 26. 





WANTED 
DIVISIONAL MANAGERS 


To call on distributors and dealers of fine 
cars for maunufacturer of premium quality 
tires distributed exclusively through car 
dealers. Splendid earnings available to men 
who have had previous successful experi- 
ence, Address replies, outlining brief sum- 
mary of your experience, to: 


Cc. L. MASON, 
Vice-President in Charge of Sales 


DENMAN TIRE & RUBBER CO. 
WARREN, OHIO 


NEW CAR SALES MANAGER for large 
General Motors dealer in Texas. Must 
have executive ability and be experienced 
in directing a large selling force. Appli- 
cant must be between 35 and 45 years of 
age. Give complete qualifications, past 
15 years’ experience and submit photo- 
graph. The position offers excellent pos- 
sibilities, with earnings in excess of 
$15,000 per year dependent on your abil- 
ity to produce. Replies held in confi- 
dence. Box 2691, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER wanted by Dodge- 
Plymouth dealer located in city of 25,000 
in Middle Atlantic States. Permanent 
position and excellent opportunity for 
man who can efficiently handle the pub- 
lic and direct personnel. Replies confi- 
dential. Box 2693, c/o Automotive News, 
Detroit 26. 


POSITION WANTED 
To encourage this classification for the 


regular rates 
tions of the same copy at 124% cents 


per word. Cash in advance, 


TWENTY-ONE YEARS’ successful expe- 
rience with two large independent auto- 
mobile lines as district manager and 
block man. Most of employment under 
distributors, but familiar with direct fac- 
tory operations. A wide acquaintance in 
N.W. Ohio. Finest of references. Serv- 
ices now available. Address Box 715 or 
phone 69102, Lima Ohio. 


BUSINESS MANAGER—Experienced with 
auto retail, dealer and wholesale manage- 
ment, accounting, tax, service, parts and 
automobile merchandising. 20 years ex- 
perience automotive and public account- 
ing. 2 years college; three dependents. 
Midwest location preferred. Box 2697, 
c/o Automotive News, Detroit 26. 


MAN WITH OUTSTANDING SALES REC- 
ORD. City manager Oldsmobile factory 
10 years. Familiar all phases of busi- 
ness. Desires connection with dealer. Age 
49, married, excellent health. Highest 
references as to ability and integrity. 
Box 2689, c/o Automotive News, De- 
troit 26. 


MAN, 42 YEARS OLD, with 23 years’ ex- 
perience in automobile business, desires 
responsible position (in New England 
preferably). Past 17 years with Ford, 
Mercury, Lincoln dealership, experienced 
in every department. Box 2694, c/o 
Automotive News, Detroit 26. 


PARTS MANAGER, Preferably G.M. deal- 
ership. Eight years’ experience. Full 
knowledge dealership parts operation. Ex- 
cellent references. Permanent and ag- 
gressive. Box 2685, c/o Automotive News, 
Detroit 26. 


SUCCESSFUL BUSINESS management 


manager, presently employed. Age thirty- 
three. Desires position division or zone 
office, automobile manufacturer; college 
graduate, Box 2672, c/o Automotive 
News, Detroit 26. 


ACCOUNTANT-OFFICE MANAGER, G.M. 


experience, excellent references, Anywhere 
in Southeast. Write Box 2671, c/o Auto- 
motive News, Detroit 26. 


GENERAL MANAGER AVAILABLE—With 


Chrysler-Plymouth dealership ten years. 
Top merchandiser and one who will pro- 
duce profits and customer good will. Box 
2696, c/o Automotive News, Detroit 26. 


BUSINESS MANAGER AND ACCOUNT- 

ANT—General Motors and Ford account- 
Capable full management, account- 
ing department. Looking for a position 
with a future. Box 2698, c/o Automotive 
News, Detroit 26. 


ing. 





replacement customers pay high- 
er prices in order to make up 
this loss. 

The second count of the com- 
plaint alleges that rebates are 
granted to certain distributors who 
guarantee the credit of retail 
dealers. 

These rebates are not available 
on “proportionally equal terms” to 
all purchasers, the complaint states. 
Those retailers whose accounts are 
guaranteed obtain rebates equal to 
10 percent of the price of AC prod- 
ucts, the FTC said. 

The third count declares the 
respondents have an “announced 
policy” of selling products to dis- 
tributors on the “condition, 
agreement or understanding that 
said purchasers shall not use or 
deal in spark plugs, oil filter car- 
tridges or oil filters manufactured 
or sold by a competitor.” 

The complaint takes note of the 
fact that exclusive dealing provi- 
sions were eliminated from the re- 
spondents’ contracts in 1939. 

It alleges a violation of the Fed- 
eral Trade act in connection with 
the “respondents’ practice of en- 
tering into or controlling contracts 
with their direct accounts.” This 
is accomplished by the issuance of 
price lists and other means, the 
FTC said. 

The respondents have been grant- 
ed 20 days in which to answer the 
complaint, it was stated. 


--- Classified Want Ads - -- 


POSITION WANTED 


CAN YOU USE MY EXPERIENCE? 14 
years with two of the ‘‘Big Three’’ fac- 
tories, Detroit and field. Now district 
manager in N, Y. State, married, fam- 
ily, 37, college education, sales training, 
truck, service, parts experience, can han- 
die men. Want position with dealer in 
good community. Reasonable compensa- 
tion. Box 2646, c/o Automotive News, 
Detroit 26, 


buying 
one-half interest. Box 2654, c/o Auto- 





ticulars and photo of premises 

letter. All replies held strictly confiden- 
tial. Thomas A, Ferrante, 3105 Victory 
Blvd., Staten Island 14, N. Y. 


WANTED: Ford or General Motors fran- 
chise by responsible party ready to deal. 
Box 2680, c/o Automotive News, Detroit 











500-CAR DEALERSHIP. A real opportu- 
nity for experienced operator, M 

line, Finest and most 

modern building available anywhere. Less 

than one year old, Absolutely the last 

word in design, construction and location. 

Established 20 City of 500,000 


Approxi- 
mately $300,000 cash required. Box 2678, 
c/o Automotive News, Detroit 26. 


WILL SELL up to 50% interest in ‘‘Big 
Two’ dealership in the South. 
over 300,000 in 1948, expect over 500, 
in 1949. Old establishment in own new 
building, modern facilities. Little compe- 
tition, Will consider only man in thirties 
with good education, auto experience and 
particularly a thorough knowledge of 
parts and service department operations. 
Short trial period on salary, then sale of 
interest, on terms if desired. Replies 
held confidential, Box 2673, c/o Auto- 
motive News, Detroit 26. 

CAR AND TRUCK DEALERSHIP FOR 
SALE—Representing popular car of the 
BIG THREE and outstanding truck of 
the independent field. Located in a thriv- 
ing city of 12,000 population in the Ohio 
Steel Valley. Well established location 
with gross yearly sales of $200,000. 90x 
200-foot lot and building which may be 
purchased or leased with the dealership. 
Owner has other interests. Box 2687, c/o 
Automotive News, Detroit 26. 

DEALERSHIP — North Central Florida. 
Now handling Kaiser-Frazer. Shop fa- 
cilities showing 100% absorption. Tourist 
and industrial town. Brick building. 
$15,000 includes building, shop equipment 
and parts. Sacrifice. Navy 
owner. Box 2688, c/o Automotive News, 
Detroit 26, 

DEALERSHIP IN WEST TEXAS irrigated 
farm district, one of ‘‘Big Three’’ fran- 
chises, large repair volume. $65,000 will 
handle. Can lease or buy building. Box 
2681, c/o Automotive News, Detroit 26, 
Michigan, 

DEALERSHIP FOR SALE—Over 200-car 
contract in Southern Ohio. 15,000 square 
feet, fully equipped. Net over $70,000 
per year. Ill health forces sale. 

2700, c/o Automotive News, Detroit 26, 
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DEALERSHIP FOR SALE 


TRUCK DISTRIBUTORSHIP for sale in 
large Ohio city. Established nine years. 
Large brick building, 13,000 square feet, 
can be leased. Shop with modern equip- 
ment. Large stock of parts. Golden 
opportunity for go-getter. Owner retir- 
ing account of age. Box 2666, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP IN GENERAL MOTORS 
CAR, farm equipment. In heart of Illi- 
nois. Farming and industrial sections 
the best. New building, equipment good, 
plenty of room on lot, excellent location. 
Will lease or sell building. Box 2699, c/o 
Automotive News, Detroit 26. 


ONE OF THE BIG THREE. Very — 
able ~~ Ay with 140-car quota, Com- 
i and fixtures, a $50,000 

did +g ~ A operation. Netting 


B 
= 


year now. $300,000 atm 
e $100,000 will 
Will sell all or part. Box 3000) e/o Auto 


USED CARS FUR SALE 


FOR SALE: Taxicabs. All makes, 1942 
through 1948, Lowest prices, Box 2682, 
c/o Automotive News, Detroit 26. 


AUCTION SALE 


motive News, Detroit 26. 
NEW CARS WANTED 


USED CARS FOR SALE 


WE WHOLESALE 








PACKARDS WANTED 
Packard Dealer in need of Eights, 





Deluxe Eights and Supers. * i ; 
ealers only 
PUEBLO MOTOR CO. 
Ph. 1208 Pueblo, Colo. Repossessed and Dealers Cars 


SID SAVAGE 


TWO BIG LOTS! 
Livernois at Grand River 


TUESDAYS—Dec, 14th and 28th 
11:00 A.M., E.S.T. 


Sale on 2nd and 4th Tuesday 
of Each Month 





USED CARS WANTED 


Dealers Attention: 














eee — Associates Discount Cor 
88 . 
ALL MAKES —r 287 Vinewood . 
tg Se DETROIT 
o— ws Dealers’ Cars Sold 
AVAILABLE Ken Schaefer’s — 100% Dealer “ 
at extremely AUCTION Auctioneer—“DOC” MILLER 
low northern Inside a Comfortable Building, Every 
WHOLESALE PRICES THURSDAY 


Reliable—Fair—Honest—Protective Service 
Right in the HEART of 
INDIANAPOLIS, INDIANA 
“The Great Mid-West Market’’ 

915 N. Hilinols St. Phone Lincoln 5383 


Write, Wire or Phone 
SAMUEL KAMPEL 


426 E. 64th St. New York, N, Y. 
REgent 7-6573 


DEALERS ONLY 








Sale Starts at 12 Noon (C.S,T.) 





AUCTION 


Every Thursday 
(Auto Dealers Only) 


Wanted! - Wanted! ° 


CLASSIFIED we Nn Daa 








AUTO AUCTION || CHIcAco AUTO MART 





TRUCKS FOR SALE 


F.W.D. TRUCKS FOR SALE — (1) Model 
1946 HR-4WD, 9.00x20 tires, motor Wau- ‘ 
kesha MSR No. 673657, four-wheel drive. 4 
(1) 1946 model HR-4WD, 144” wheelbase, ‘ 
motor MZR No. 677788, 98BHP gas en- 
gine, 9.00x20 tires. (1) 1947 model HRT- 
4WD truck, motor Waukesha 6MZA No. 
696336, 10x20 tires. (1) 1947 model SU- 
4WD truck, motor RXC Hercules gas, 
212” wheelbase, motor No. 2006830, tires 
11x20. Duval Motor Co., P. O. Box 2299, 
Jacksonville, Fia., 4-4661. 


PARTS TRUCK, 1948 G.M.C. model E.F. 
Equipped with eight removable bin sec- 
tions. Driven less than 3,000 miles in 
the 3 months of operation. Best offer 
takes it. Price F.O.B., York, Pa. Box 
2695, c/o Automotive News, Detroit 26. 


TWO 1942 AUTOCAR, Cummings Diesels, 
One live Tandem, one dead tandem, 230- 
inch wheelbase. 17-foot =? 10.00x22 

» tires. Perfect condition. ill Fishel, 717 

USED CARS FOR SALE  _| =. Vandeventer, St. Louis 10, Mo., Phone 

Franklin 1750. 


WRECKER—1935 Ford, hand crane, 100 
H.P. motor, 3,000 miles. In good shape, 
ready to go to work, $795. A. D. Black 
Motor Co., 126 North Porter, Norman, 
Okla. 


IMMEDIATE DELIVERY—New and used 
trucks. All makes and models. % to 
10-ton. Call or write Bill Fishel, 717 8s. 
Vandeventer, St. Louis 10, Mo., Phone 
Franklin 1750. 


DE 


AUCTIONEERS 
BUY FROM US! 


WHY DON’T YOU? 


Eliminate the 
Auctioneer! 


AUREL 





re Specially designed whole- 

No Middle Men sale Parts Truck for sale. 

° Equipped with Steel Bins, 

Buy Direct From drawers and compartments, 
MIDWEST’S LARGEST also special spaces for haul- 
WHOLESALE DEALER ing complete motor assem- 
° blies. Has chain hoist for 

500 — Cars — 500 extra heavy lift. 114-ton 
SOLD w EEKLY 1947 Chassis, driven 15,000 
miles. Dual wheels. Excel- 


lent condition. 
FOR INFORMATION WRITE 


L. B. SMITH, INC. 


Motor Division 
LEMOYNE, PA. 


5325 Broadway CHICAGO, ILL. 
LOngbeach 1-2937 








ATTENTION CHEVROLET TRUCK 

AUTOMOBILE a te — ero chassis 
a , ’ -20 

AUCTION tires, ‘Grtee S-axie azive, 154” "wheelbase, 


77” cab to center of bogie, 120” frame 
back of cab. Buffalo Gravel Corporation, 
Buffalo, N. Y., Equipment Division, Grico 


28 MILES FROM CHICAGO LOOP 


2 Na RR or) ese 


FLEET CARS, U-DRIVE-IT CARS 
TAXI CABS 


& 
WILL BUY 
10 TO 10,000 UNITS 
a 


CHICAGO AUTO MART 


Chicago’s Largest Wholesale Dealer 
5325 Broadway 


1-2937 


“Chicago Is the Place to Buy Your Cars’’ 


EVERY WEDNESDAY 
JOHN CORRIGAN 


Y% Mile East of Illinois State Line 
Weekly prices mailed on request. On Route 30 


MANEY MOTOR CO. 


EVERY FRIDAY 11 A.M. 


Auctioneer Runsing Over. ise < Cars Each Sale 
GEO. CASSIDY Murfreesboro, Tenn. By 
Manager 





Buyers coming in by plane or train— 
call—we will meet you. Hotel accom- 
modations available, transportation fur- 
nished. Call early for reservations. 
Transports available to move cars. 
Geo. Lawson—Owners—Bud Fennema 
DUTCH STEWART, Auctioneer 


Dyer Auto Auction 





Sale Starts at 12:00 Noon 


CHICAGO AUTOMOTIVE 
AUCTION, INC. 
7843 So. Exchange Ave. Chicago, Ill. 


DEALERS’ 
AUTO AUCTIONS 


Distributors. 

1946 CHEVROLET 1%-TON TRUCK— 
Equipped with a Whitehead Kales auto- 
mobile trailer. Price $1,850. Truck now 
located at Phoenix, Arizona. Contact 
Cc. J. Herbertson, 1731 Tremont, Denver, 
Colorado, 

FOR SALE—HEAVY-DUTY Wrecker. 1942 
G.M.C. 6x4 Tandem axle, 15-ton Holmes 
hoist. All-steel platform body and tool 
boxes. Space for cutting torch. Built 
for heavy work-—move trucks, machinery, 
boilers, safes, etc. Good condition, ready 
to work. Poinsatte Auto Sales, Inc., 501 
E. Washington Blvd., Fort Wayne 2, Ind. 


PARTS FOR SALE 





Longbeach 
CHICAGO, ILLINOIS 





WILL BUY reasonably priced Jeep, either 
Army or civilian type, in good sound run- 
ning condition. Write Paul Craig, Box 
72, Charleston 21, W. Va, 


USED CARS FOR SALE 


AUTO BUYERS — Best wholesale deal a 
LEO ADLER, INC., Desoto-Plymouth, 
3000 Fenkell, 7 blocks east of Livernois, 
Detroit, Mich. UN. 3-7400. 


AUTO AUCTION 
TIM ANSPACH 
Albany, N. Y. 


(For Dealers Only) 
EVERY MONDAY... 12 NOON 


















FORD PARTS QUICK! 


FORD DEALERS AND PARTS MANAGERS, try us 
for hard-to-get Ford parts and accessories. We carry 
one of the largest inventories in Texas, including parts 
for all model Ford cars and trucks from 1928 through 
1949. Orders shipped same day received. Send us your 
short list. We can ship the parts you need QUICK. 
Special discounts to dealers. 


Write, Wire or Phone 


TEXAS MOTORS 
1101 West 7th Street Phone 2-7291 
FORT WORTH, TEXAS 





The Happy Swede Invites You To... 
Two of the Finest Auto Auctions in the Country 


Every Tuesday 
at 1 O'Clock 
4500 N. MAIN 
DAYTON, OHIO 
TAylor 8441 

















— WHEELING, ILL, 


25 Miles North of Chicago 
Every Friday . .. 12 Noon 
Phone Wheeling 348 


DIXON, ILL. 
Rt. 30, 1 Mile West, Dixon 
Every Monday ... 12 Noon 
Phone X-1573 


JOHN CORRIGAN, Auctioneer 








EVERY FRIDAY DEALERS ONLY 


s 3 s s s s 
WE BELIEVE “TOP DOLLAR” 

IS PAID RIGHT HERE!!! 
s $ 3 x 3 x $ $ 
QUINCY AUTO AUCTION 


Held at Broadway Motor Mart 
3200 Broadway - Tel. 3200 - Quincy, Ill. 
(Il, Rt. No, 104 at 32nd St.) 
Bring Your Cars on Thurs. or Early Fri. 
(Goodwill Offer: ‘‘Free Buy-back Fees 
on '48 and '49 Models) 





LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
Low Mileage, Clean Cars 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 
MANHEIM AUTO SALES 
& AUCTION, INC. 

Phone 202-W4 





AUTO AUCTION 
DUNKEIRE, N. Y. 


Every si 
Large Heated Building 
Can be reached by Route 5 or 20, 
between Erie, Pa., and Buffalo, N. Y. 
(Located on Rt. 60 in Dunkirk 
Fair Grounds) 
Auctioneer: Warren A. Godfrey 


WHOLESALE!!! 
1946 to 1949 Cars 


SAM GREENFIELD CO. 


6619 Euclid Avenue 
Cleveland 3, Ohio 
Phone UTah 1-2277 





Phone 4111-4501 Dyer, Ind. 
Res.: Lansing, Ill, 730 and 
Lansing, Ill, 107R 





BUSES WANTED 
NEW 1947-48 DODGE 60-66 passenger 
school buses wanted immediately. Give 
full details. Box 2701, c/o Automotive 
News, Detroit 26. 


BUSES FOR SALE 





FOR SALE—1 new Mack CBL 60-passenger 


school bus, Superior insulated body, 2 
heaters. Wholesale price. Johnson's Auto 
Service, Meadville, Pennsylvania. 


TRUCKS WANTED 


NEW AND USED TRUCKS and cars, all 


makes and models. % to 10-ton. Call 
or write Bill Fishel, 717 S. Vandeventer, 
Phone Franklin 1750. 


DODGE DEALERS. We will buy your 
new truck stock. Call or write Zeder 
Motor Sales, Bay City, Michigan. 


TRUCKS FOR SALE 


NEW 1948 DODGE FURNITURE VAN— 
FMA-161 Deluxe cab-over-engine chassis. 
Equipped with 7.50x20—S-ply front and 
dual rear tires. Booster brakes. 11-inch 
clutch, Helper springs. Frame reinforce- 
ment, Van body is 16 feet long. 7 feet 
4 inches wide. 8 feet 2 inches high. 
Nose over cab—7 feet 4 inches by 37 
inches by 32 inches. Double doors right 
side and rear. Drop tailgate and step 
plate bumper. Price $3,067. Sadler-Ross 
Motor Co., Little Rock, Ark. 


NEW 1948 DODGE RA-154, 2%-ton dump 
truck, hydraulic brakes body size 11 
feet by 7 feet full cab protector, 9. 


St. Louis 10, Mo., 





tires. Will sell 10 franchised Dodge 
dealer at less than wholesale price, 
new 1948 Dodge VA-154 chassis and cab. 
Box 2692, c/o Automotive News, De- 
troit 26. 





1928-"47 Pass. 


BUICK PARTS 


“WORLD’S LARGEST DEALER 
OF GENUINE BUICK PARTS” 
Wholesalers: We Are Quantity 


Shippers... 
On Mail Orders and Inquiries 


Same Day Service 





All Shipments on C.O.D. Basis 





ROBERTSON BUICK CO. 


“EDGE OF THE LOOP” 
1000 S. Wabash 
CHICAGO 5, ILL. 
Phone WABash 1030 








FORD RADIATORS 


IMMEDIATE SHIPMENT 
1928-47 Trucks 


Write for Congiete Listing 


Also | SUMMIT CITY RADIATOR WKS. 
701 Barr 


St. A-9233 
FORT WAYNE 2, IND. 








AUTO AUCTION EVERY TUESDAY 


In the Heart of the Nation — Fort Wayne, Ind. 


11:30 A M Bring your cars or send them Monday, Monday 
e ei!Ze Nite or Tuesday A.M. Our guarantee: You must 
be satisfied. Call us for Hotel Reservations: 


EASTBROOK 1254 


FORT WAYNE AUCTION CO. 


(WEBSTER-MARKER MOTORS) 


Owners: 


CARL E. MARKER 


DENZIL V. WEBSTER 


COL. CARL E. MARKER, COL. LEE DRAWHORN, Auctioneers 


324 W. MAIN ST. 


FORT WAYNE, IND. 





aS. 


TRL RE Sea 


TC pig Nae Resa sr. 
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PARTS FOR SALE 





PARTS FOR SALE VARTS FUR SALE 


WHOLESALE PONTIAC PARTS, large 
stocks of hard-to-get parts, body and 


OLDSMOBILE liberal discount. Walter ‘H.. sehults 





























Oldsmobile Parts 


BUY YOUR STOCK OF USED CARS 


























































Pontiac, 16-20 Passaic St., Trenton 8, pean 
And All General Motors |_ ‘ew 2y. Wie ee Tee AT OR 
FORD PARTS shi here. Cail, ’ ‘ 
PARTS AT WHOLESALE write, Doone, Tranter-Wiltama * wotors a % ee oa re 
ne., i ve., ic! , 
alateehs Dancouners Ohio, Melrose 7275-6-7. WEBSTER GROVES 19, MO. | Horseheads Auto oe Danie a 
Hoods = ACCESSORIES FOR SALE Phone 274 ae - 
Hub Caps Shock Absorbers MARGOLIS Horseheads, N. Y. Danville, Pa. 
Gas Tanks Carburetors AUTO SALES MR. CAR DEALER! ae 4 Every Friday Every Wednesday 
Trunk Lids Steering Wheels UT ALE , ' ‘om. At Noon At Noon 
Fuel Pumps — Clutch Parts A alee mew sot of our snequered 
And Many Other Items e Fibre Seat Covers (only $7.90 your 
Orders Filled Same Day Received CHRYSLER - PLYMOUTH price—Coach or Sedan) will move 
SELMI MOTORS. INC DODGE - DeSOTO Stock.  Prowipt service on all. or- AUTO 
ASA cae ° dee ancora, etme Com r'WO OF THE LEADING AU 
DEPOT IN EAST One of the Largest en Parts 3, Ohio, 
3431 N. 15th St. Philadelphia, Pa. Dealers in the Midwest - ——— 
Yel. Baldwin 9-0352 ana’ 97980 ee ae ae AUCTIONS IN THE EAST 





compass. Accessory for your fine car. 
Write for circulars and discounts. Box 


e 
WE CARRY A LARGE 







































@ FO Sain GRILLES, DOORS, PANELS oo FOR SALE DEALERS ONLY 
at Attractive Trade Discounts Prompt Send Us es Order: IMMEDIATE DELIVERY Both of these auctions are conducted by the same management. So 
—Authorized Ford Parts Distributors— We Ship Anywhere Automatic BraKinGs you know you will receive the best of service and accommodation. 
BOULEVARD MOTOR CORP. 11310 4 CAMPAU Red Arrows — Tow Pilots 

Pe ogo -— 4 - Tow Bar Sales Company || Horseheads, N. Y., and Danville, Pa., Auto Auctions 





TWinbrook 2-7500 Factory Distributors 
100 S. Clinton St. Chicago 6, Tl. 


DE 2-0700 AN 38-8888 DO 3-8373 


Ronald D. West — Owner 











Jos. E. Johnson — Auctioneers — Tex Rickard 
© 
ASK FOR OUR WEEKLY MARKET REPORT 
















TRUCK EQUIPMENT FOR SALE 
ot BODY FOR SALE — 14’ Lindsay 

Van . Good condition. Harner Mo- 
tor Co., N. 3rd St., Shamokin, Pa. 


SHOP EQUIPMENT FOR SALE 


IMMEDIATE DELIVERY—New steel parts 
bins, hundreds in stock, set up, wrapped 
and cartoned for immediate delivery. We 
also have available new and used lockers, 
new benches, Parker vises, tool boxes, 
Black & Decker electric tools and grind- 
ers, Lyon tool toters, tool stands, paint 
storage cabinets, drawer files and hun- 











OLDSMOBILE PARTS 
* 










We Carry the Largest Stock of Slow-Moving 
Parts in the U.S.A. 


e 
UP TO 40% DISCOUNT 


Fast or Slow Moving, We Have Them in Stock. 
Order Today by Wire, Phone or Mail 







DID YOU KNOW that each Friday, rain or shine, 
one of the largest and best automobile auctions in 



















rode of ether items too sumereus te the world today is held at Joplin, Missouri, the Cross 
Roads of America, where the East meets the West? 
We also keep six buyers on the road at all times. If 
you have any new automobiles or new trucks for 
sale, contact Hi-Dollar Joe at Joplin, Missouri. He 
will have one of his men call upon you at an early 


mention. We ship everywhere. Write for 
“In Stock’’ bulletins and tell us what 
items in particular you require. All re- 

















M ery 
Equipment Exchange, "3100 W. Fort 8t., 
a 16, Mich. Telephone TAshmoo 


AUTOMOBILE FREIGHT CAR UNLOAD- 
ING MADE EASY. Special pulley and 
shaft used with your own one-half-inch 
heavy-duty power drill lifts racks to 
ceiling of freight car in five minutes. 
Pulley and shaft—$15.95 post paid. Send 
check or money order or write for de- 
scriptive circular. D. C, Caufield Com- 
—, 1008 Corbin Ave., New Britain, 

onn. 


ONE PRACTICALLY NEW S8sun motor 
analysis set and battery starter tester, 
willing to sell for $400. Gillen Auto, 324 
8. Third St., Ironton, Ohio. 

HYER—Ford headlight tester, slightly used. 
75. A real bargain. Messmer Motors, 
oy 120-128 W. Seventh S8t., Plainfield, 





« 


















date. We need new automobiles and trucks, lots of 
them. We are not interested in anything except new 
merchandise. 


JOPLIN AUTOMOBILE 
AUCTION COMPANY 


1610 E. 1th STREET JOPLIN, MISSOURI 
Phone 4600 





* 
TREVELLYAN OLDSMOBILE, Inc. 
315 South Capitol Phone 2-1127 
LANSING 25, MICHIGAN 



























FOR SALE. Ford Laboratory test set. 
Heyer H-1, Perfect condition. n- 
able. 8S. E. Clarke and Son, Inc., 709 
10th Avenue, Belmar, N. J. 

ANTIQUE CARS FOR SALE 

ONE 1906 MODEL FORD, motor No, 385 

and body No. 385, price $1,000. One 


1912 Ford, $800. Both are in good run- 
ning condition. A. D. Black Motor Co., 


! Remember ... Every Wednesday ! 
at 12 O'Clock 


Detroit’s Big Indoor Auto Auction 


(Room for 150 Cars ... Inside Heated Sales Arena) 





























Close-Out Special on All Tailor-Fit, Neoprene 
Rubber, Felt-Back FLOOR MATS 


































own __126 Porter, Norman, Okla, uantity on hand... 8 Chev. pass. car, 1935-36—at.................--. $1.50 
ge od -onadagdng ys prs 181s SIUDESARER — Low mileage, fe- : Pe eae Chev. aan OE TH slic scsssescer tines 1.50 
Col. Bill Nagy, Auctioneer - - - Go , Mer. painted. Drive anywhere. Priced low. i 2 Po , 1941-42—at 150 
A. & Mile Bees ClO OE aes 2 Chev. pass. car, Pac sccicessovepeanots 
A A A . . oP 3 Chev. truck, 1935-40—at.........0.cccccccues . 1.50 
f ptco uto Auction ______ MISCELLANEOUS “ 4 "gy ord Model A, 1928-31—at....... ccc... 1.25 
124 SPROAT ST. perrorr, mica. |||"52 Teun, ON, sronceeine 2c || 28 Me-ton Ford pickup, 1995-38... 
TE. 3-0244 - - - TE. 3-3129 by 17 inches; government surplus; $1/{ 0000000000" 8 or ry 
.__ ______*_~~— sheet, six for $5; guaranteed. Order to- BI ao ncreecsocer tices laptiaceedteansinccsenes oui $50.00 













day. Consolidated Equipment Company, 
420 Lexington, New York. 


FIRE EXTINGUISHERS, NEW — Surplus 
CO2s, foam, carbon tetrachloride. Save 


All Prices F.O.B. Sharon, Pa. 


POLLOCK-TIMBLIN CO., INC. 
1251 E. State St. SHARON, PA. 





EVERY THURSDAY — 12 NOON 
WHOLESALE ONLY 


AUTO AUCTION 


(For Dealers Only) 


AT EARL A. SCHOTTS 
2300 READING ROAD CINCINNATI, OHIO 


Tel.: Woodburn 3060-0392 
Auctioneer: Pat Patterson 





1 
South Clinton Street, Chicago ¢ 6, Tiinots. 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. 
Hughes Motor Co., Inc., 300 Commerce, 
St. Lynchburg, Virginia. 


GOLD MEDAL MIMEOGRAPHING. High 
quality, low prices, samples sent. Mackie, 
81 Dales, Jersey City 6, New Jersey. 














! New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [[] 
for which check is attached [] or send bill (_] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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News. 
Want Ads 
Get Results 






WANTED 


Used-Car Buyer and Assistant Used-Car Manager 


By large General Motors dealership in the largest city 
in Texas. Must be experienced in buying, appraising 
and reconditioning used cars. Permanent position for 
the right man. Salary and percentage of profits. State 
age, experience and record of employment past ten 
years. Answer giving references, care P. O. Box 212, 
Houston 1, Texas. 
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Ee TRADE CONNECTION: 
| Car Dealer Truck Dealer [) Manufacturer [) i 
| Jobber [j Insurance [] Financial () Supplier [J | 
| | 
| 
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We aimed to take care of Chrysler Dealers. 


>. .. And We Certainly Dt 


siete ee eee 
Me cre Ce are Omar eat Ae 


eo 


E AIMED to back our dealers with a sensational 

advertising campaign that readers couldn’t forget. 
As a result, thousands of people all over the country 
wrote us requesting reprints. We aimed to build up 
dealer prestige and good will in the mind of the public. 
Now millions of Americans are reminded of his friendly 
service by these advertisements hanging from the 


Chrysler Sales Division 








FORO ANT PRE 6 ALERER RED Pe HY: 


nip se eae eon Gots wees” ence 


walls of their homes, offices, schools, and clubs. We 
aimed to make this the biggest service and parts 
campaign ever done by the factory. Never before have 
automobile dealers had this kind of support—the kind 
that has produced amazing results in dollar sales 
in service business and made MoPar an even better 
known trademark to the American Public. 


Chrysler Corporatio 





